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ADVERTISED! ~~4& FREE 
20 Million Ad Impressions ? 3 pails Nylon hosiery 


Rural Gravure Michigan Farmer : ; 
Progressive Farmer N.J. Farm and Garden with every 5 cases Chimney Sweep 


Prairie Farmer New England Dairyman Glamorous 51 gauge, 15 denier Nylons 
Farm Journal : ... ultra-feminine and full-fashioned 

= a os: Chimney Sweep gives you absolutely free 3 pairs of beau- 

TV in key areas! )\ tifully sheer Nylon stockings for your favorite lady with 

every 5 cases of Chimney Sweep. Look for the coupon 

3 Free sales aids! “~ in every case. 5 coupons give you 3 pairs of full-fashioned 

Displays, streamers, ad mats! hosiery. it's iike extra cash in your pocket! Order today! 


G. N. Coughian Co.. West Orange, N. J. Mfr. of ‘Cops’ Sponge Copper Cleaner, De-Moist, Easy-Aid Oven Cleaner, Process 33, Chimney Sweep Fireplace Powder. 
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Not a lugury 
but a Necessity 






“Tube System” Paints Absol 


x 


utely Safe eT Telgelalict-re 


we re , 2! ~ 
> Ww : , er. om 4-10 


gal. 
, 60 cycle, 


ion: 1350 per min. 
: automatic, integral 
er—30 sec. to 15 min. 
Accessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base, 
Square can adapter, Four 
can adapter. 


Red Devil NO. 33 
PAINT 
CONDITIONER 


g For up to 5 gallon cans 


omes with adapter for shaking 
OUR ONE GALLON CANS IN CARTON— 
speeds service—up to 4 times as fast. 


Capacity: Up to 5 gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 4% HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 15%” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 





Also Available: 
No. 31 Portable Paint Mixers 
3 models available to fit up to 5,30 and 55 gallon drums. 


Red D evil Tools ° Call your jobber 


UNION, N. J., U.S. A. TODAY! 


Werld’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 












“KNOW-WHY" and the LAWN-BOY ENGINE 


LAWN-BOY engineers also know why their engine is the best 
power plant for a rotary mower: Designed only for LAWN-Boy, 
this 2-cycle engine is the simplest and best engine for the job. 
With a minimum of moving parts, the LAWN-BOY engine 
delivers optimum shaft speed (3200 rpm) for grass-cutting 
efficiency. No lubrication problems, no delicate adjustments— 
just good lawn-mowing power, even under heaviest load, with 


dependability and light weight. 
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DESIGN KEEPS 


OUT FRONT 
FAR INTO THE AUTUMN 


Because LAWN-BOY engineers know why they design power 
mowers as they do, LAWN-BOY is always way ahead of its 
imitators. Way ahead in performance, way ahead in sales. 
From the inside on out, LAWN-BOY is engineered to cut 
grass better, faster than any other mower on the market. 


And the “Pulverator’’, LAWN-BOY’s simple leaf-mulching 
attachment, extends the mower’s lawn-care usefulness 
past grass-cutting season into the fall months. As with 
every other LAWN-BOY power-mower advancement, the 
“*Pulverator”’ is designed only for LAWN-BOY, to make out- 
door chores easy for lawnowners. Sure, the imitators put 
external features on their mowers too, but the LAWN-BOY 


engineers alone can create mowing improvements from 
the ground up. 


That’s what makes LAWN-BOY quality shine through un- 
mistakably when your customers start comparing power 
mowers feature-by-feature. It’s what makes more people 
buy LAWN-BOY than any other mower. Don’t lose out on 
fall LAWN-BOY sales— keep enough LAWN-BOYS on hand! 


LAWNoBOY 


Lamar, Mo., Division of Outboard Marine Corporation, 
makers of dohasan anikvinriudeOutboard Motors 
In Canada: LAWN-Boy, Peterborough, Ontario 


THE NEW IDEAS ARE LAWN-BOY IDEAS 





Make their lunch time 
your profit time! 











Also in authentic “BLACK 
WATCH” SCOTCH PLAID 


Subtle green and black “Black 
Watch” plaid with a choice of 
hand or shoulder strap. 


LUNCH-N-BAG 


Authentic “Royal Stewart” Scotch Plaid. The new Mary-Ann Lunch- 
n-bag has plenty of room for lunch plus all her everyday necessities. 
Rubberized, water-proof interior. Models with shoulder or hand strap. 
Choice of 10-ounce or pint “Pour-Easy” vacuum bottle. 

Dealer cost $3.32 





for the school girl... for the school boy... 
UNIVERSAL CARNIVAL — UNIVERSAL PIONEER 
LUNCH KIT LUNCH KIT 


Carnival ...a scene of fun with everything from Pioneer catches a boy’s imagination. Indians! Fron- 
Noah’s Ark to a fairyland castle. Lunch kit in full tiersmen! Adventure! Lunch kit in full color. Match- 
color. Matching 10-oz. “Pour-Easy” vacuum bottle. ing 10-ounce “Pour-Easy” vacuum bottle. 


Dealer cost $1.93 Dealer cost $1.93 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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ACCO 


for Better 
Values 


New Cartons © 
for Quick Identification 
These new ACCO cartons, used for 


Packages for Shelf Chain Items = packing many shelf-item packages as well 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 


New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store iocation. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 
Chain, RED for BBB Coil Chain. 


as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 


ei 


Steel Drums 
for Bulk Chain Selling 
Sturdy steel storage drums, with 
readily removable tops, are used for 
Acco Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 


Why Acco’s new packaging 
program means easier, 
faster chain sales! 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCO’s great new packaging program. 

Now the entire American Chain line of hardware-store products 


is packaged in distinctive containers that make it easy for the 
customer to select exactly what he wants, quick as a flash. And 


Newly Improved 
Chain Sales-Maker 


The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 

With the attractive Chain Sales- Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales- Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Illustrated is 
Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 


. 75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 


100 Ft. 35 Sash Chain, Bright Zinc Piated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 


the ACCO packaging enables you, the dealer, to locate desired 200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


items in seconds... to display your American Chain stock in a 
neat, effective, inviting manner ...to control your inventories 
more easily ... and finally, to sell more chains in less time and 
with less effort. 

Typical packages are pictured on this page: boxes, cartons, 
steel drums, ACCO-PAILS and the quick-action ACCO Chain Sales- 
maker. All containers are labeled in bright colors for instant 
identification of the ACCO brand name, also of the contents of 
the container. 

All these ACCO packages have high impact and recognition 
value. They not only identify the merchandise, but help identify 
your store as headquarters for the very best in chain quality and 
value— American Chain! 
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Order through your American Chain Distributor 
He is willing and able 
to give you prompt chain service at all times 
American Chain Division 


ASCO 
AMERICAN CHAIN & CABLE ‘syn. 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


Let’s pass alaw... 


“What we need is a law to prevent supermarkets from selling hard- 
ware.” 


“What we need is a law to stop department stores from selling lawn 
mowers.” 


These suggestions for eliminating hardware store competition are 
made quite frequently in letters to us from readers. No doubt the 
popular thing, and the easiest thing, for us to do would be to agree 
that there “should be a law” to stop everybody from competing with 
hardware stores. 


But, if we said that we would be misleading you and we would be 
unfaithful to the responsibility HARDWARE AGE has held for more than 
a century. This responsibility is the task of giving honest, construc- 
tive and objective guidance to the retail and wholesale hardware trade. 


Because the trade has learned over the years that our only interest 
is the success of the hardware trade . . . we have no outside interests 

. we have had the privilege of enjoying a degree of confidence and 
trust that few business magazines enjoy. 


Because we respect this confidence and mean to continue to deserve 
it, we think it important to repeat here again that the problems of 
the hardware trade cannot be solved by “passing a law.” 


We have too many laws right now. The average dealer is hamstrung 
by laws in everything he does. He is swamped by taxes that are de- 
manded to pay the costs of administering the ever increasing number 
of laws. 


But more important than the evils of trying to change economic 
forces by passing laws, is the fact that if the hardware trade can get 
a law passed to restrict its competition, then other retail outlets can 
also get laws passed to eliminate their competition. 


If we had a law eliminating hardware store competition, it would 
not be long before appliance stores would have a law preventing-hard- 
ware stores from selling appliances. Then the 100 percent toy store 
would want to prohibit others from selling toys; the sporting goods 
store would demand, and probably get, a law for itself. Then depart- 
ment stores would want protection on housewares. 


This would go on and on until everybody, including hardware stores, 
would be strangled into bankruptcy by a maze of laws. 


It is a simple, but often overlooked, fact that competition works 
both ways—for you and against you. You cannot expect to be free 
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Editorial 


continued 


to compete as you like, and have the other fellow restricted in what he can 
do. This is a fact that must be faced when you want “a law passed.” 


The great stability of hardware stores over the years has been due in 
a major measure to the independence of action it has enjoyed; the freedom 
to adjust itself to meet new conditions. The retail hardware business is a 
prime example of the free enterprise system at work. This system has en- 
abled hardware stores to sell whatever the owner believed would be profitable 
for him. 


If there had been laws restricting the types of merchandise that an out- 
let could sell, what would have happened to hardware stores over the past 
several decades, in light of the drastic changes that have taken place in 
the type of merchandise that is sold today? 


Nobody likes it... 


Nobody likes competition. In our idle moments, I suppose we have all 
day-dreamed at some time or another of the day when all our competition 
would vanish. But that is strictly a dream. Competition will always exist. 
It is the substance that feeds America’s growth and expansion. 


When you restrict commercial competition, you restrict growth. Those 
nations that have tried to impose restrictions on competition, such as En- 
gland and France, have seen the slow process of decay get underway. 


We are all very proud of what we have accomplished in America in a few 
short centuries. We must not forget why we have been able to do this. We 
must not forget that our strength has come from the freedom to compete 
under a free enterprise system. If you destroy this system you destroy 
the very thing that has assured success in the past. 


The hardware trade has had many tough competitive nuts to crack in 
the past. Yet, the trade has survived and has grown, despite these obstacles. 
It will continue to grow as long as it is given sufficient freedom of action 
to adjust itself to each new condition. This freedom will be lost if we all 
start seeking laws to hinder the other merchant. 


Those of you who have lived through the NRA period, and later through 
WPB and OPA and OPS will well remember how laws that control selling 
and pricing policies hurt rather than help the smaller merchant. 


Before we ask for new laws, perhaps it would be well to ask if we have 
fully used all the other means at our disposal to meet competition. Are we 
taking advantages of the new trends in shopping? Have we adjusted our 
thinking and our store to the changes in the way America lives? Are we 
using the latest management techniques in running our stores? Have we 
been willing to meet inevitable change by changing our ways? 


From our observations of numerous stores, we know that some stores 
have done a great deal toward adjusting themselves to today’s problems. 
But many stores haven’t even started to adjust themselves. 


So rather than ask for laws, which may well backfire on us, let’s apply 
ourselves to meeting the competition by more effective use of modern mer- 
chandising methods. A good way to get started in this direction is be sure 
that you, and your co-workers, know what is happening in the hardware 
trade by carefully reading every issue of HARDWARE AGE. 
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The demand for deadlocks is on the increase — for deadlocks, that 
is, that are priced right and can be counted on for dependable 
performance. 


ILCO HAS THEM, right down the line, starting with its 
great new tubular cylinder design —- Nos. 420, 421 and 422. 










No. 5051 
Mortise Bolt Lock 


No. 420 — key on one side only 
No. 421 — key outside, turn knob inside 
No. 422 — key on both sides 


, 


Neat in appearance «+ low in cost « easy to install 


Ne. 51208 Mertise Deadlock polished brass finish or dull chrome «+ attractive sample mounts 


— key both sides (No. 51308 key 
one side; No. 5147B key outside, 
turn knob inside) 


No. 203 Rim Deadlock — black wrinkle No. 401 Jimmy-Proof Lock — brass 
finish (No. 203C — gold wrinkle finish; cylinder (No. 401C — 2 brass cylinders; 
No. 6391C Rim Deadlock with giant bolt, No. D401 — die cast pin tumbler cylinder; 
gold wrinkle finish; No. 6391B — same in No. 466 — all bronze with shutter; No. 466C 


black wrinkle finish) — same with key both sides) 
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BY WASHINGTON 


Tax Cuts Next Year Depend On 
How Hard You Fight For Them 


If you want a tax cut next year, get busy now and 
demand it. Enlist other merchants. If you sit back 
and wait, you'll be disappointed again as you have 
been in the past two years. 

Recent statements by the President in which he 
backed four proposals to indirectly cut small business 
taxes by some $300 million a year won’t get any- 
where without support. There is some strong backing 
in Congress for tax cuts of some kind next year— 
small business, personal, or both—but grass roots 
support is needed. 

The President backs changes to permit investors 
in small firms to deduct a portion of any loss; to 
permit estate taxes on small firms to be paid over 
10 years; to give small corporations the option of be- 
ing taxed as partnerships; and extend fast deprecia- 
tion to used equipment. 


Figure out what types of tax relief would ease the 
financial pressure on your business. Start writing 
your congressmen, the House Ways and Means and 
Senate Finance Committees, and the U. S. Treasury. 
Seek promises of support—you’ll get them for rea- 
sonable proposals. 


Better Management Is Your Key 
To Control Coming Price Rises 


You'll continue to pay high interest rates for ex- 
pansion and inventory capital. And you'll continue 
to find your lender, be he banker, insurance official, 
or commercial credit firm, in the driver’s seat when 
you seek a loan. 

The government’s so-called tight money policies will 
continue indefinitely. They won’t get any worse, but 
strong inflationary pressures will prevent any easing 
of monetary restraints. 

Raw material and wholesale prices of most articles 
are going to climb in the months ahead. Metal articles, 
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particularly those made of steel and aluminum, will 
inch up. Appliances, wire, builders hardware, and 
other items will feel the effects of these rising raw 
material and labor prices. 


Begin now to review your stock and pricing policies. 
Figure on a 2 to 3 percent hike in most metal articles. 
Watch your customers’ reactions to higher prices. 
When your costs of merchandise do begin to rise, 
know which ones you will pass on, which you will have 
to absorb. 


You May Be Relieved Of A Lot 
Of That Tedious Record-Keeping 


You may soon be relieved of an important part 
of the detailed and costly record-keeping now re- 
quired by the federal government. 

A new proposal to cut government record-keeping 
requirements, proposed by merchants, is under study 
by federal officials. Present vague and indefinite in- 
come tax regulations require merchants to keep books 
and records as long as the contents may become im- 
portant in a tax matter. 

Under the proposal, a definite number of years, 
preferably no more than three, would be fixed for 
retaining all books and records. In addition, officials 
would restudy record-keeping requirements to see if 
some, such as sales slips, aren’t duplicated, or un- 
necessary, and thus could be tossed out soon after a 
sale. 


Study the books, slips, and records which you are re- 
quired to retain. Figure out which are duplications. 
and which aren’t important for tax purposes. Write 
to the Commissioner of Internal Revenue, Washington 
25, D. C., and detail your position on record-keeping. 

(Continued on page 91) 
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SANDER & JIG SAW PLUS YEAR’S SUPPLY OF BLADES 64" SAW, SAW-TOTER CASE, 4” DRILL 


MAIL THIS COUPON TODAY! 


Mail to: George Weatherby, Vice President, Sales 
Portable Electric Tools, Inc. MA 8/15 
320 W. 83rd Street, Chicago, Illinois 


Please send me complete information — including prices 





A . 
Pd 






















— on the Shopmate ‘57 Christmas Promotion. 
NAME 











TITLE 





FIRM aningndnennite 








ADDRESS 





CITY STATE 














34 PC. 4" DRILL-SAW KIT 38 PC. 4" “CHORE-BOY KIT” 
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sun and rain 
and business .. 


HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


The trend to suburban living has opened a big, new market for plant 
foods. For suburbanites, keeping up with the Joneses also means having 
a lawn as green or greener. Suburbanites will spend about $150 million 
for plant foods this year to do just that. Now is the time to reappraise 
your store in terms of space and promotion you allow for these items. 
Have you changed your sales patterns? Food and drug stores have, when 
it comes to plant foods. HA Recommendation: If you’re not giving much 





effort to selling plant foods, it’s not too late to start. Fall is the big sea- 
son for planting new lawns. That means a big demand for plant food. 
In the East many burned out lawns need replanting. Make your sales 
pitch now. 


Business prospects are very good for the last quarter of the year. Nine 
out of 10 businessmen, from small retailers to large manufacturers, pre- 
dict higher sales through the end of the year. In some areas local fac- 
tors, such as crop productivity, may cause sags. These, it is stressed, 
will be strictly local conditions. HA Recommendation: Plan your fall 
and winter merchandising program optimistically. Keep your advertis- 
ing budget at 2 percent of expected sales. You’ll need lots of promotion 
because competition will probably increase. 





Latest straw in the wind of continuous price increases in raw materials 
is the recent hike in aluminum prices. Higher aluminum prices follow 
on the heels of higher steel prices. Eventually these price increases will 
be passed on to dealers in the products they handle. HA Recommendation: 
Don't be alarmed by rising prices. Many dealers and business executives 
feel that rises are a refiection of confidence in our economy. In a period 
of rising prices, keep your price tickets up to date to reflect increases in 
your costs. 





This summer’s weather will show its effect on sales this fall and winter. 
Spending will be up in the West and Southwest where rains have re- 
lieved the drought. Farmer spending in the East may be down because 
of drought. Overall sales should be high, but national sales reports will 
have to be studied closely with an eye to regional trends. HA Recom- 
mendation: Prepare for strong fall and Christmas sales. If you’re in the 
East, don’t worry if sales to farmers dip. You can make it up by selling 
homeowners on the need to replace their burned out lawns. Feature 
lawn supplies through late fall. 








... turn to p. 140 for more news on how's the hardware business 


HARDWARE AGE, AUGUST 15, 1957 





Double your glue profits 


—with less inventory 
——— —in less counter space 


with the New Weldwood’ 
Counter Model 
Adhesive Center 











@ over 38% profit $25.06 profit on 
a $39.SS investment. 


ea complete package — stocks a bal- 
anced assortment of the 4 fast-selling 
adhesives that cover 95% of your 
market — total retail value — $64.94. 


® saves vour time—color-keved selec- 


tor chart and clearly marked prices 





help customers select the right glue. 


@ steps up turnover — gives point-ot- 


sale impact to extensive national ad- 


ite ieee od vertising. 


THIS MERCHANDISER FREE WITH YOUR INITIAL ORDER 


United States Plywood Corporation 
Dept. HA8-57, 55 West 44th Street, New York 36, N. Y. 


Please rush me my Weldwood Adhesive Center (counter model) complete 
with adhesive assortment, at special price of $39.88. (Retail value — $64.94.) 


Store Name... enpaedens lini : eee veh Be Weldwood 


My Name..... Si ee iptigtienbiiel ' ; 8 
for Adhesives, Wood Finishes, 
Street Address i 


po | Plywood, Doors, Hardboard 
ala : Baek ators | : and other products. 





WELO WOOD 


e. eh . meer od , j 





Weldwood Adhesives—4 types Satinlac®— permanent, non-yellow- Firzite”—resin-sealer, undercoater, Flexible Wood-Trim © —a variety 
—a glue for every purpose in a ing sealer and finish brings out the and stain base for colors-in-oil. Pre- of real wood veneers in handy rolls, 
size for every need. natural beauty of all woods. vents wild grain and face checking. for covering exposed wood edges. 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Multi-purpose wood tool 


The do-it-yourself homeowner 
will be a customer for this *4 hp 
heavy-duty router. The 6% lb unit 
operates by direct drive at speeds 
up to 19,000 rpm. Features per- 
manently lubricated ball bearings, 
1, in. collet-type chuck, die-cast end 
cap, side handles, toggle switch and 
adjustments to 1 in. The tool can 
be used for inlay work, dovetailing, 
cove-cutting, fluting: routing, bead- 
ing, grooving and finishing. Near- 





ly 100 bits and cutters available. 
Retail $59.50. Black & Decker Mfg. 
Co. 


For more data circle No. 1 on postcard, p. 107 


Combination stool and table 


This step-table combines a stool 
and utility cart in one unit. The 
all-metal unit comes in a wide 
choice of colors, and chrome plated, 
copper plated, or wrought iron 
finishes. It has an electrical outlet 
with a 6 ft cord. Also available in 
this line are suction cup bathroom 


14 
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accessories, chrome-on-brass acces- 
sories with snap-in fasteners, and 
chrome finished hidden-screw ac- 
cessories. Autoyre Co. 


For more data circle No. 2 on postcard, p. 107 


Interchangeable tool kit 

Here is a counter display box 
which has interchangeable too] 
parts. The customer has his choice 
of two types of handles and any of 
13 tools which fit into them. The 
cardboard display, No. AZ614, is 
18% x 9 x 2% in. and holds two 
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types handles, three sizes straight 
slot blades, two sizes Phillips 
blades, seven sizes of hex wrenches, 
extension pieces and plastic tool 
bags. Vaco Products Co. 


For more data circle No. 3 on postcard, p. 107 


Colored plastic hampers 


These clothes hampers are un- 
breakable, snagproof, rustproof, 


and dentproof. Made of polyethlene, 
they are available in pink, tur- 
quoise, baby blue or yellow with a 
cover. 


black This lightweight 











family size unit will not mar or 
scratch walls or floors. Individually 
boxed. Retail at about $9.95. Beacon 
Plastics Corp. 


For more data circle No. 4 on postcard, p. 107 


Brass finish carpet sweeper 
Here is a carpet sweeper finished 

in antique brass. A black handle 

boosts its appeal. It is just half 




















Want more information on these 
products? Then use free post 
card on page 107. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





\s 


yy 


the size of regular sweepers so it 
can serve as a fireplace accessory 
or living room valet. This compact 
unit has a break-down handle and 
will fit into a very small box. The 
sweeper adjusts to thick and thin 
rugs and cleans itself as it sweeps. 
Bissell Carpet Sweeper Co. 


For more data circle No. 5 on postcard, p. 107 


Automatic cage fountain 


Anyone who keeps birds, chick- 
ens or small animals in cages will 
be customers for this automatic 
cage fountain. The low-priced Lit- 
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tle Giant is made of plastic with 
brass tube fittings. The non-clog- 
ging, no overflow unit can be used 
in series or singly with water pres- 
sures from 18 to 75 lb. Miller Mfg. 
Co. 


For more data circle No. 6 on postcard, p. 107 


Tub caulking compound 

Dewk is a white plastic patching 
paste that will blend with white 
porcelain or tile. The paste comes 
in a tube that makes it easy to 
apply to cracks. Any excess mate- 
rial can be washed off with water 


a9 ~- -~ 
. oe + 
’ » > 


2 oe . ie : ; 
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before it sets. Dewk adheres to 
any clean surface, can be painted 
and is water resistant. It does not 
become brittle. Dewitt Products 
Corp. 


For more data circle No. 7 on postcard, p. 107 


Cushioned screwdriver line 
This company is now making a 
cushion grip screwdriver available 








in four styles. The drivers range 
from 3 to 12 in. in a round blade 
mechanic, square blade mechanic, 
electrician and Phillips styles. The 
cushion is a neoprene rubber 
bonded to an amberlite handle. The 
grip is not affected by water, oil 
and gasoline. A colorful free dis- 
play board is available with a 2 
doz. assortment order. Bridgeport 
Hardware Mfg. Corp. 


For more data circle No. 8 on postcard, p. 107 


Stainless steel utensils 


Here is a new line of cooking 
utensils made of stainless steel. 





(Continued on page 104) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 107. 


HELP YOU SELL MORE 





Steel tape reference book 


This company has released a 
Tape and Rule Reference Manual 


containing product information, 
specifications, applications and 
sales features. The free manual is 
12 pages long and contains 7 dif- 
ferent hand leaflets for sales 
reference. Lufkin Rule Co. 


For more data circle No. 9 on postcard, p. 107 


Rotary power mower display 
Choremaster’s mower display 
spotlights the Safe-T-Guard fea- 
ture on five rotary power mower 
models in the 1958 line. The cor- 
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rugated cardboard display is 18 x 
21 x 31 in. and about 6 ft high 
with top display added. Top dis- 
play is a transparent plastic unit 
that can also be used in windows 
or doors. Weber Engineered Prod- 
ucts, Ine. 


For more data circle No. 10 en postcard, p. 107 


Display panels for tools 


Here are some attention-getting 
panels which attach to perforated 
wall panels displaying Husky tools. 
A complete line of hand units can 
be displayed on the racks in this 














set. Each rack fully describes what 
it holds for self service selling. 
New Britain Machine Co. 


For more data circle No. 11 on postcard, p. 107 


impulse display for levels 


Here is a Midget level packaged 
on small cards under a plastic skin- 
bubble. The level is made of ex- 
truded aluminum and has a black 
anodized finish. It measures only 
4 in. long. The self service, double 


faced cards are printed with a sales 
message in yellow and black. Levels 
retail for $1 and come packed 12 
to a display card ready to open and 
use. This company also has a small, 
working display model for its com- 
plete line of folding door hardware. 


Macklanburg-Duncan Co. 
For more data circle No. 12 on postcard, p. 107 


Set of fireplace tools 


The Colonial Fireset is designed 
in a pre-revolutionary mode. The 
handles come in 30 and 36 in. 
lengths for different size hearths. 


(Continued on page 125) 
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Senstitional L calls it 
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A 2 SPEED 
3" POWER DRILL 


UD 


Lets you change from 1,000 to 3,000 RPM and back again as 
desired, to get just the right speed for different jobs. Speed 
change is easy, quick, positive. Auxiliary grip handle can be 
ee in either end for proper grip at either speed. Ingenious 
“te delivers maximum torque under load. ¥%” geared chuck. 

pee Ets sky yt wennlinn’ design. Fully guaranteed. 
eae - nee the eee “x : 


xo . + ie 
+ pe ee + ~ wt 
. 2 7 * 


MODEL #808 


L« 
© me « . 


r ‘ee _ 
= San ae 


A TRUE ALL PURPOSE DRILL 


Here in 1 tool is everything needed in an electric drill. The 3/8” 
size is just right for most work — and the 2-Speed feature gives 
you just the right speed. Hi Speed (3000 RPM) for drilling 
through Steel to 5/32" — Wood to 3/8" — Aluminum, Brass, 
Copper to 1/4”. Best also for Rotary Sanding, Sawing, Grinding, 
Buffing. The Lo Speed (1000 RPM) is best for heavier materials 
and Masonry, Concrete to 1/2”. Also for Polishing, Waxing, 
Screw Driving, Paint Mixing, etc. Naturally, there’s big demand 
for such a multi-useful tool. Deliveries are already a problem. 


Orders pouring in. Don't delay. 








Polyethylene film 

bags not only spark 
eye appeal, but win 
customers by keeping 
merchandise clean, on 
the dealer’s shelf or as 
a permanent dust cover 
at home. 


Brightly-printed 


polyethylene bag 


stimulates impulse buying 


The film bag, made of BAKELITE Brand Polyethylene, “brings a much more BAKELI f 


dramatic effect to the package. The ‘Krisper’ shows through and, with the POLYETHYLENE eRano 


picture of bacon imprinted on the bag, gives a life-like impression of bacon 
crisping.” That's the report of V.O. Winkenweder, Vice-President, Superior 


Piston Ring Company, the manufacturer. UJ AY . ON : 


Whether you're a manufacturer or a retailer, you benefit when you mar- 


ket hardware goods packaged in film made of BAKELITE Polyethylene. Talk ~ P.N-isiie)= 


to your packaging supplier for ideas, or for a copy of our “Hardware Pack- 
aging” booklet, write Dept. YJ-77. 


BAKELITE COMPANY, Division of Union Carbide Corporation cS 80 East 42nd Street, New York 17, N. Y. 


The terms BAKELITE and UNION Cars are registered trade-marks of UCC. 
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LET THE INGRAHAM NINE — 
GOTOBATFORYOU 
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_ THEY’RE SURE-FIRE WINNERS... 
BIG PROFIT MAKERS! | 





















These colorful, merchandise-movers 
mean extra Ingraham sales for you 








Ingraham Sentinel Ingraham Sentinel 
1OW-31. Rugged chrome 1OW-32. Golden color 
case with matching expan- case, stainless steel back. 
sion band. Stainless steel Luminous silvered metal 
back. Luminous silvered dial. Small second hand. 
metal dial. Small second Leather strap. Retail $6.98. 


hand. Retail $6.98. 
Ingraham Sentinel 10W-33. Same as 10W-32 but 








Display Deal No. 660 has matching expansion band. Retail $6.98. 
Consists of two 10W-31, two 10W-32 and two 10W-33 In- 
, : YOU SELL 
graham Sentinel wrist watches that are handsome, accu- 2 10W-31 watches @ $6.98 each ............. $13.96 
rate, shock-resistant, and anti-magnetic. 2 10W-32 watches @ $6.98 each .............. $13.96 
2 10W-33 watches @ $6.98 each ................. $13.96 
TOTAL $41.88 
YOUR COST $28.50 


‘YOUR PROFIT 



















Display Deal No. 195 


Consists of 6 IS-1 Ingraham Sen- 
tinel wrist watches. 


o*@te 
.* ** 






Ingraham Sentinel !S-1. Hand- 
some chrome case. Luminous dial with 
golden color minute markings. Sweep 
second hand. Gray padded leather 
strap. Retail $6.95. 






YOU SELL INGRAHAM, BRISTOL, CONNECTICUT 
6 IS-1 watches @ $6.95 ........... $41.70 
YOUR COST $28.50 


YOUR PROFIT $13. 
























Ingraham Sentinel 1S-4. 
es WATERPROOF-DUSTPROOF™. Sturdy 
chrome case with stainless steel 
back. Luminous silvered metal dial 
with applied golden color numerals. 
Sweep second hand. Gray padded 
leather strap. Retail $10.95. 











or 


tea 


s iS 
ey 


Display Deal No. 198 

Consists of 4 1S-4 Ingraham Sentinel 
wrist watches. Individual watch boxes 
included with display. 


*Remains waterproof 
and dustproof if back, 
crystal and crown re- 
main intact and, if 
removed, expertly re- 


YOU SELL placed. 
4 18-4 watches @ $10.95 ........ $43.80 
pa Ee CEN eee $29.96 
ena «. eoRanam comran, omee IEE biccicenisiersennilinnibdamstisiinaiinti $13.84 


a ~ 


Display Deal No. 594 


Consists of six IS-20B Ingraham Sentinel 
wrist watches. Each in gift box. 







SHOCK - RESIST 





ANTI- 
MAGNETIC 


Ingraham Sentinel 1S-20B. Smart 
golden color facet case with matching 
band. Silvered dial, applied golden 
color numerals. Sweep second hand. 
Retail $8.95. 



















TARNISH- 
“RESIST CASE 





















YOU SELL LONG ure 
6 1S-20B watches @ $8.95 ... $53.70 ma nsPRING 

YOUR COST $36.72 

YOUR PROFIT $16.98 





INGRAHAM, BRISTOL, CONNECTICUT 







~<—y 


ORR Ingraham Sentinel “‘Click’’ PW-200 

















and PW-207 pocket watches. One i “Es 2% ag 
Fora Spare , of America’s long-time favorities. Rugged, for Wort, for the Kias ya ware 
. ,  — hoe se i ea AE Bis iy a, egestas. be 
shock-resistant movement. Can‘’t be over- 
Display Deal No. 114 wound. Rotating second indicator. Chrome Display Deal No. 570 


plated case. Unbreakable crystal. Retail Consists of four Ingraham Sentinel “Click” 


Consists of six Ingraham Sentinel ‘Click’ 
$3.50 (PW-200) and $3.95 luminuous (PW- PW-200 and two “Click” PW-207 (lu- 


PW-200 pocket watches. 





207). minous). 
YOU SELL 
6 PW-200 watches @ $3.50 . $21.00 YOU SELL 
YOUR COST $14.70 4 PW-200 watches @ $3.50 .. $14.00 
YOUR PROFIT $ 6.30 2 PW-207 watches @ $3.95 .. $ 7.90 








$21.90 
YOUR COST $15.32 
YOUR PROFIT 

















Ingraham Sentinel 

“Dapper”. 40-hour alarm. 
Modern styled metal case in 
baked enamel ivory finish. 
Brass plated bezel. Smart, 
easy-to-read dial. 4%” high, 


ae . © YOU SELL 
4” dial. Retail $2.98 and 3 R-80 clocks @ $2.98 ............. 


$3.98 Guminows). 3 R81 clocks @ $3.98 | Display Deal No. 231 
Consists of three R-80 Ingraham Sentinel 40- 
selina cehasiemetanchiedie $14.4 hour “Dapper” alarms and three R-81 ‘’Dap- 

eres rents et per” alarms (luminous). 
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Mossberg’s 3-shot shotguns with multiple chokes 


Shoots all new Magnum loads 





C-LECT-CHOKE Models in 12, 16, 20 and 410 gauges 


3-shot, clip-type, bolt action shotguns with finger-operated C-LECT-CHOKE attached and 
precision engineered to the gun. Today, everyone wants changeable chokes—and here's the 
finest. All settings from Full to Cylinder Bore are positive and clearly marked. 


Chambered for all 2%” shells including all new Magnums. Model 183K (410 ga.) takes 3” 
shells. All handle rifled slugs. 





Models 195K, 190K, 
185K and 200K have 
vented barrels and cush- 
ion rubber recoil pad. 


‘ , 195D and 190D have re- 
OMPWE These Retail Prices!* a 


195K (12 ga.) .. . $39.95 185K (20 ga.) . . . $36.95 
190K (16 ga.) ... $38.95 183K (410 ga.). . . $34.95 
200K (12 ga. Pump Action) . . . $52.95 


For changeable choke shooting at rock bottom cost—Mossberg’s popular 
Interchangeable Choke Tube “D” Models— 

195D (12 ga.) .. . $36.95 185D (20 ga.) .. . $31.95 
190D (16 ga.) . . . $35.95 183D (410 ga.) . . $30.95 


*$1.00 HIGHER WEST OF ROCKIES 


4,0 
BB 0% mark-up for dealer on his cost 


“TD” Models with inter- 
changeable choke tubes 

















=e aE a eo a ae ee eo eee ee ee ee ee ee ee oe 
Carry the full line of Mossberg multiple choke shotguns— 
— and never lose a sale! 


FREE ru WAY Cre 


— complete catalog—the line of guaran- 
— teed quality. Every item carries 334% f 
‘in mark-up for dealer on his cost. | or accurac y 
q . Mossbera, {| 
bk Rk partes a eS ae ee 
—_ O. F. Mossberg & Sons, Inc., 71608 St. John Street, New Haven 5, Conn. 
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MEA CORMIBAN TORN 


AMER-Ylds PROFIT-PAK puts you in 
the furnace filter business for only $20* 


’ . ' r a 
, , 
2 , | ‘ a . eo x ery ’ miv . 
( i | ] v t } » OT d d } rt) 


The new way to sell more furnace filters! 
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Minneapolis, Minn., hardware wholesaler 


Janney, Semple, Hill & Co. says... 


“OUR DEALERS SOLD US ON PROFIT-PAK” 


“Complete assortment in 20” of floor space” 






, - j 
i don? : 


“Stops hide-and-seek selling” [ 19°!) aman-glas 
rT b . 99 \ x FURNACE 
Encourages self-service FILTERS | 





“Makes filters more profitable” 








The word is going around .. . Profit-Pak is the 
profitable way to merchandise furnace filters! 

Wholesalers like Profit-Pak because they 
can save time writing up and making up a 
furnace filter order. There’s no need to try to 
figure out a representative assortment for a 
dealer, no need to assemble, price and ship a 
variety of units. One Profit-Pak will handle 
85% of the dealer’s furnace filter needs. 

Retailers like Profit-Pak because a com- 
plete furnace filter stock can be effectively 
displayed in a space just 20” wide. The zip- 
open carton becomes the display rack. There’s 
no need to find shelf room for a bulky filter stock .. . no 
wasted time looking for sizes . . . no selling odds and ends 
from broken cartons. And, best of all, Profit-Pak makes 
furnace filters a self-service proposition. 

If you haven’t learned about the new Profit-Pak way 
of buying and selling furnace filters, mail the coupon 
for complete information. Solve all your furnace filter 
handling problems . . . and make more money. 
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American Air Filter Company, Inc. 
Louisville 8, Kentucky 

















+ 
MAIL AMERICAN AIR FILTER CO., INC. 
AMER-glas Sales Dept., 435 Central Avenue, Louisville 8, Ky. 
Please rush me complete information on the PROFIT-PAK way to 
COUPON sell more furnace filters and make more profit. | 
| 

' NAME 
TODAY! COMPANY 7 
ADDRESS | 
city ____IONE STATE 
eter [ ] lam a retail hardware dealer. |_|! ama hardware wholesaler. : 
J 
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Exclusive Features: 

e Gleaming, rust-proof 
Alcoa Aluminum 

e Patented Kant-Kut-Korners 

e Patented Rigid-Edge 


e Heat-resistant 
asbestos backing 


e National advertising 


LOWEST COST, HIGHEST PROFITS 
in ARISTO-MAT HISTORY! 


Special Money-Making Package of 


Contains all popular sizes 
... makes you extra sales! 


REGULAR AL-2 ALUMINUM 


PROFIT-PAK contains: 


4—17" x 19” mats .. . retail @ $2.98 ea. 
2—15" x 19" mats ... retail @ 2.79 ea. 
2—13” x 19” mats... retail @ 2.49 ea. 
2—11" x 19” mats... retail @ 2.29 ea. 
2— 8" x 19" mats... retail @ 1.98 ea. 


Total retail value 31.02 
Your Cost only 15.00 


Your PROFIT *4 6 02 


Take advantage of this profit opportunity. 
See your distributor or write direct, today! 


| wy 
Viisto-mal (7 TOMNpunly 


1718 EAST 75TH STREET fallen Veleme Cee eel felk: 
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Now an opportunity to increase your 
household brush sales 





, / ‘ w & 
(; brushts look for thus seal 


sv 


cot to hu oft 
TYNEX® nylon bristles 
stay lively 
« test 310 5 times longer 
* are easy te clean 
« remeoin odor-tree 


serithred 














Here’s how joining the big Du Pont “Queen who cleans” 
promotion can mean increased sales for you! 


The four-step campaign includes: 

1. NATIONAL CONSUMER ADVERTISING—To touch things 
off—a brightly-colored double-spread ad in the October issue 
of ““Good Housekeeping.” Millions of readers will see this 


message featuring quality household brushes with Du Pont 
TY NEX nylon bristles. 


2. COMPLETE PROMOTIONAL PACKAGE—To help fan the 
interest created by the consumer ad, a merchandising kit con- 
taining the following aids is available to you: 





NATIONAL AD REPRINTS—for your counter displays, catalogs 
and mailings. 

DISPLAY IDEA SHEETS—sketches and suggested copy for sales- 
building, attention-getting windows and in-store displays. 
COUNTER DISPLAY CARDS—powerful point-of-sale cards to 
promote and tie in your brush sales with the over-all selling theme. 
FACT CARDS—gives your store personnel the quick, easy selling 
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) and for the finest brushes 
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slay Dively bristles 
of Du Pont aid - BA nylon 








Kellogg Brush 
Monv tacturieg Co. 
Westfield. Mossoc husetts 


arg e 
George S. Le mer & Compony, New York, New 









On Fibre Brush Company 
Frederick. 





sachusetts 





er s 
Anchor vs Polmer. Mor 
Avrora, lilmors 


Nationa! Brush Compory 
Avrora, lihnors 


“so 
scuor Ente 


ts, Ine. smmegs con sereee wrvind. - -7F 
Stonley Home Products grits tees 


Westtield massachusetts 








BETTER THINGS FOR BETTER LUVING. 


facts for greater customer understanding and profits. 

ART PROOF PAGE—contains all necessary illustration elements 
to make up hard-hitting, sales-building newspaper ads and 
folders. 

LAPEL BADGES—pressure-sensitive badges to identify your 
personnel and promote the profitable selling theme. 

3. NATIONWIDE PUBLICITY CAMPAIGN—Du Pont will add 
fuel to the “Queen who cleans” promotion. Publicity releases, 
issued at strategic times to consumer magazines, newspapers, 
radio and TV, and business and trade press, will keep the 
campaign hot, 

4. POINT-OF-SALE CONSUMER RECOGNITION — To insure 
that the ““Queen who cleans” promotion winds up in a blaze 
of sales for you, consumers will be directed to look for house- 
hold brushes which are tagged with the powerful, sales-build- 
ing Good Housekeeping seal! 

Don’t miss out On your share of the profits! Join the “Queen 
who cleans” promotion by contacting your brush supplier 
now. Or write to E. I. du Pont de Nemours & Co. (Inc.). 
Polychemicals Dept., Room 62815, Wilmington 98, Del. 


REG. y. 5. PaT. OFF. 


THROUGH CHEMISTRY 
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DRY BASEMENTS 


Gold Bond Hydro-Check 
prevents ANY seeping 
or leaking 
































Yes, new Gold Bond Hydro-Check is fully 
guaranteed to prevent amy seeping or leaking in basement 


walls even under hydrostatic pressure. 


You can truthfully tell your customers it’s a cinch 
to apply, too... goes on like latex paint because 
it’s the first basement waterproofer ever made with 
latex! It actually flows on porous concrete for 


a guaranteed tight waterproofing seal. 





This is a Gold Bond first that already has proved 
itself a real profit-maker for the dealers who 
have stocked it. Make your store a waterproofing 
headquarters, too, and watch satisfied 
customers come back for more Gold Bond Hydro-Check. 
Contact your Gold Bond salesman right away 
—or write Dept. HA-87, National Gypsum Company, 
Buffalo 2, New York. 





Guaranteed to prevent water leaking or 


seeping through masonry walls or money refunded. 





FIRST NAME IN LATEX PAINT 


BOND HYDRO-CHECK 
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ON al WHoMD GIVES You 


THESE 
PROFIT 
ADVANTAGES 


This year, as year after year for the past 16 years, MORTITE will 


ol-wedal-meolalh meal b4lelal- tik ar toh ate 4l-1-le mm elg@elei* los aoh mba mr dlale Mole lb lal maal- iat 3 oe 


BARGAIN BOX (stock#B2) @ , - lt. @--. ECONOMY BOX (stock 


More profit per unitsale. — a a ) ie” #M1) List 98¢. 
List$1.25 12rolls/cartons: “ee :. Pv = 12 boxes/carton. 
Shipping ut. 25 lbs. OF se  §=Shipping wt. 19 lbs. 
Dealer Price $10. Profit Se con. “eee §@6Dealer Price $7.84. 
$5 (list less 334%%) — | jini Profit $3.92. 


This year again, MORTITE will be the fastest selling, the most 


2 


eolmepane-te)l me 4-1- bee) -1e8-.4agier 








Seals air conditioners Seals loose screens Seals bath, laundry tubs 


This year, as they always have, more people will buy more Mortite 


x | 


ey -jet- 00-1 -mmeolalh an... @)- MM @ ele) -1- mn -teMmaal- tah ae leila lem AIP 


ORDER MORTITE FROM YOUR JOBBER NOW! 


ortell 


COMPANY 


Technical Coatings for Home and Industry Since 1895 
Detroit, Michigan KANKAKEE, ILLINOIS Lyndhurst, New Jersey 


JW 
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using of America 
1419 Peachtree 
Atlanta, Georgia 
Attention: Mr. W. F. Torreysoa, Jr. 
Dear Mr. Torreyson: 
We advertise and strictly live the following sl 
Pay = ae COMPANY USES okt tue best Raw MATERTALS fin 
PAINT INDUSTRY. WUT MEANS--IF rs SOUTHPORT 
a a 0 2000". 
indeed prow’ of our alumi 


We are 
Alcoa's <1unioue num pigment. are eapestal our alusinun 
products in which our cotton seed gm cially prow is KK as the vehicle. 


m which we use 


Southport is a division «. ae Wesson O11 and 
Company, and the cotton seed gum is «a by- 
of cotton seed oil. In our opiates, our cotton seed 
combined with Alcoa's aluminum pignent, is a combination 
beat. Th 6 manufactured with this combination 

ver Comet -- noaay bodied aluminus soee J. used 
cn roofs of all types, ae we as all types of metal and masonry 


num Redyeote -- a semi-liquid surface roof coating 
setateanl'a with asbestos fibres for all types of roofs, 


uminue Plasticseal -- an aluminum caulking compound fore 
tens 6 on ae ck and retain the sania aluzinuws 


May I repeat, “IF IT'S SOUTHPORT IT HAS TO BE GOOD". 
Sincerely, 
SOUTHPORT PAINT COMPANY, INC. 


Vice President 


“Quality Paints end Roof Products Since 1907” 





“Southport Paint Company uses only the best raw materials available...” 
Big-profit Southport Line combines Alcoa Aluminum Pigment with cotton seed gum vehicle 


Dealers throughout the South are cashing in with the qual- 
ity line of aluminum paints and roof coatings made with 
Atcoa® Aluminum Pigments and cotton seed gum vehicle 
by Southport Paint Company, Savannah, Georgia. 


Like other progressive paint manufacturers, Southport 
management points to these logical steps to increasing busi- 
ness year after year: best ingredients, careful formulation, 
aggressive promotion. 


Mr. Ben F. Pearson, Southport vice president, writes, 
“We are indeed proud of our aluminum products in which 
we use ALcoa’s Aluminum Pigment.” And Southport labels 
are displayed with pride at the dealer level. Good aluminum 
paint products make friends everywhere—friends who re- 
turn with repeat orders. There’s big money in aluminum paint 
made with ALCOA Pigments. Are inn getting aie share? 

ALCOA does not make paint, 
but ALcoa Aluminum Pigments 
are used in most high-quality 
paints like Southport. Through 
close cooperation with ALCOA, 
















ALUMINU AA 


ALUMINU™ COMmMPse NY GF AMERICA 
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paint manufacturers have developed successful, fast-selling 
aluminum paints for all purposes. 

Write today for our FREE booklet, Painting With Alu- 
minum. It contains valuable, up-to-date information to help 
you answer your customers’ questions. Use the coupon. 


Aluminum Company of America, Paint Service Bureau 
1735-H Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send me your FREE booklets: 


[] Painting With Aluminum 
[] Aluminum Asphalt Roof Coatings Make Time Stand Still 


Name 





i od 


Cc y 





Address 





City Zone State 





EE ES SS a a ny 
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e 


SMOOTH, 











Today’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


Professional and do-it-yourself painters have found that by using brushes 
with TyNEx nylon bristles, they get the smooth, even flow which assures 
effortless painting. 

The improved T'yNEx nylon bristles in today’s quality paintbrushes 
are tipped, “‘flagged,’’ and of different lengths. Such improvements mean 
greater paint pickup and maximum area of paint coverage per dip. The 
result .. . a timesaving, streak-free finish on any surface. 

The quality of TyNEx nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TYNEx nylon bristles. Benefit 
from this preference for today’s brushes with 'T'YNEx nylon bristles by 


stocking a complete selection. 
TYNEX is the registered trademark for Du Pont nylon bristles. 


TYNE X®* 


nylon bristies 


RE6. vy. s. Pat OFF 
BETTER THINGS FOR BETTER LIVING 
:.. THROUGH CHEMISTRY 
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says Jiminy Filter 


I'm going to work for 


you in 2U0/ cities 








FIND YOUR TOWN among the 207 cities where Sunday supplements will carry advertising of 
Fiberglas* DUST-STOP* furnace filters during the fall selling season. Here’s local advertising 
support delivered right to your customers’ doorsteps—24 million strong! Be the first in your town 
to tie in with this program. Your DUST-STOP Distributor will supply Jiminy Filter Display, banners 
and other materials FREE! Owens-Corning Fiberglas Corporation, Dept. 35-H, Toledo 1, Ohio. 


Abilene, Texas 

Albany, Ga. 
Albert Lea, Minn. 
Altoona, Pa. 
Altus, Okla. 
Anderson, Ind. 
Anderson, S. C. 
Anniston, Ala. 
Ardmore, Okla. 
Asbury Park, N. J. 
Ashland, Ky. 
Athens, Ohio 
Atlanta, Ga. 
Austin, Texas 


Bakersfield, Calif. 
Baltimore, Md. 
Beckley, W. Va. 
Big Spring, Texas 
Biloxi, Miss. 
Birmingham, Ala. 
Bloomington, Ill. 
Bluefield, W. Va. 
Bogalusa, La. 
Boise, Idaho 
Boston, Mass. 
Bowling Green, Ky. 
Brownsville, Texas 
Buffalo, N. Y. 
Burlington, Vt. 
Canton, Ohio 
Casper, Wyo. 
Champaign-Urbana, II. 
Charlotte, N. C. 
Cheyenne, Wyo. 
Chicago, IIl. 
Cincinnati, Ohio 
Cleveland, Ohio 


Colorado Springs, Colo. 


Columbus, Ohio 
Concord, N. C. 
Coshocton, Ohio 
Council Bluffs, lowa 
Cumberland, Md. 


Dallas, Texas 

Danville, Ill. 
Danville, Va. 
Davenport, lowa 
Dayton, Ohio 
Daytona Beach, Fla. 
Denison, Texas 
Denton, Texas 
Denver, Colo. 
Des Moines, Iowa 
Detroit, Mich. 
Dothan, Ala. 
Dubuque, lowa 
Duncan, Okla. 


El Dorado, Ark. 
Elmira, N. Y. 
Enid, Okla. 
Eugene, Ore. 
Eureka, Calif. 


Fairmont, W. Va. 


Fayetteville, N. C. 


Florence, Ala. 
Florence, S. C. 

Fort Lauderdale, Fla. 
Fort Myers, Fla. 


Gadsden, Ala. 
Gainesville, Fla. 
Galveston, Texas 


Grand Junction, Colo. 


Grand Rapids, Mich. 
Greenville, Miss. 
Greenville, Texas 


H Harlingen, Texas 


High Point, N. C. 


Hobbs, N. M. 
Hot Springs, Ark. 
Houston, Texas 
Huntington, Ind. 
Huntsville, Ala. 
Huron, S. D. 


OR pa ee On OR ae &. a & 


FIBERGLAS 


*Fiberglas and Dust-Stop are trade-marks (Reg. U, S. Pat. Off.) of Owens-Corning Fiberglas Corporation. 





HARDWARE AGE, AUGUST 15, 1957 


} Idaho Falls, Idaho 
Indianapolis, Ind. 


Ironton, Ohio 
Jackson, Tenn 


Jacksonville, Fla. 


Jefferson City, Mo. 


Kankakee, Ill, 


Kansas City, Mo. 


Kilgore, Texas 
Kingsport, Tenn. 


Klamath Falls, Ore. 


a Lafayette, La. 


Lake Charles, La 


Lancaster, Pa. 
Laredo, Texas 
La Salle, Ill. 

Las Vegas, Nev. 
Lawton, Okla. 
Lewiston, Idaho 
Lima, Ohio 
Logan, Utah 
Logansport, Ind. 
Lorain, Ohio 


Los Angeles, Calif. 


Louisville, Ky. 
Lowell, Mass. 
Lufkin, Texas 
Lynchburg, Va. 


Manchester, N. H. 


Mansfield, Ohio 


Marion, Ind. 
Marshall, Texas 
McAllen, Texas 
Medford, Ore. 
Memphis, Tenn. 
Meridian, Miss. 
Miami, Fla. 
Middletown, Ohio 
Midland, Texas 
Milwaukee, Wisc. 


Minneapolis, Minn. 


Monterey, Calif. 
Muncie, Ind. 


— 
5 se 
mae Tet 
LEA “Ps 


we 


Muskogee, Okla. 


N New Albany, Ind. 
New Brunswick, N.J. 

New Haven, Conn. 

New Orleans, La. 

New York, N. Y. 

Newark, Ohio 

Norfolk, Va. 


0) Ogden, Utah 
Orlando, Fila. 
Owensboro, Ky. 


p Paducah, Ky. 
Panama City, Fla. 
Paris, Texas 
Parkersburg, W. Va. 
Pasco, Wash. 
Pensacola, Fla. 
Philadelphia, Pa. 
Phoenix, Ariz. 
Pine Bluff, Ark. 
Pittsburgh, Pa. 
Pocatello, Idaho 
Port Arthur, Texas 
Portland, Ore. 
Poughkeepsie, N. Y. 
Providence, R. I. 
Provo, Utah 
Pueblo, Colo. 


0 Quincy, Iil. 


Racine, Wisc. 
Rapid City, S. D. 
Reno, Nev. 
Richmond, Va. 
Rochester, N. Y. 
Rome, Ga. 
Roswell, N. M. 


Sacramento, Calif. 
St. Louis, Mo. 
Salem, Ore. 
Salisbury, N. C. 
Salt Lake City, Utah 


San Angelo, Texas 
San Antonio, Texas 
San Francisco, Calif. 
Santa Ana, Calif. 
Santa Barbara, Calif. 
Santa Fe, N. M. 
Santa Rosa, Calif. 
Sarasota, Fla. 
Seattle, Wash. 

Sioux City, lowa 
Snyder, Texas 
Spartanburg, S. C. 
Spokane, Wash. 
Springfield, Til. 
Springfield, Mo. 
Suffolk, Va. 
Syracuse, N. Y. 


Tallahassee, Fla. 

Tampa, Fla. 
Texarkana, Texas 
Toledo, Ohio 
Trenton, N. J. 
Tupelo, Miss. 
Tuscaloosa, Ala. 
Tyler, Texas 


Uj Utica, N. Y. 


Vy Vallejo, Calif. 
Vicksburg, Miss. 

Victoria, Texas 

Vincennes, Ind. 


Waco, Texas 

Walla Walla, Wash. 
Washington, D. C. 
Waterloo, lowa 
Wenatchee, Wash. 
West Palm Beach, Fla. 
Wichita, Kan. 
Wichita Falls, Texas 


y Yuma, Ariz. 
7 Zanesville, Ohio 


[> AIR FILTERS 








THIS WINTER “= ( ...WHEN YOU SELL 


EVERY HOUSE IN TOWN | STERLING HALITE 
MELTING CRYSTALS! 














HALITE Me LtTs 
HARD-PACKED 
SNOW AND ICE 


FROM .. . LIKEWISE 
DRIVEWAYS FOR THE 


WALKS 




















4} EVERY CUSTOMER 
NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 


INSTANT TRACTION ON 
SNOW AND ICE! 





THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER. ITEMS 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 
se_-. HALITE 
FOR YOU! LOOK | 
YESSIREE! HALITE’S FOR THE ADs! 
QUICKER, AND IT SAVES 
YOUR TICKER! 








IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ~~ 
in the car for emergencies. And this winter, all your customers will know about 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work . . . saves time. . . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-lb. bags (6 to a bale), and 25- and 100-Ib. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 


STERLING HALITE® mELtinG crYsTALs 
: Product of International Salt Co., Inc. 





Melts MORE Ice 
FASTER! 


TVAOWI8 MONS ONY 391 BOS 
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WARE...the new quality line 
that sells on sight° 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 


right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 


Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jl Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Utility” 
Water Pail 


This hot-dipped galvanized 
water pail is truly an all-pur- 
pose pail. It is one of the fast- 
est selling items in the line. 
Made with flaring sides and 
fitted with free-swinging wire 
bail. This Jones & Laughlin 
pail is a real business builder. 














Sheffield... the LEADER... is often copied... BUT 
NEVER DUPLICATED ... has now developed the most 
sensational aluminum paint! Continued research by our 
technicians has developed an EXCLUSIVE formulation for 
RED HOT that creates a FUSING ACTION that takes 
place when heat is applied resulting in a SMOOTHLY 
FUSED ALUMINUM SURFACE! GET THE BEST... get 
the NEW RED HOT! 


a 
USE IT EVERYWHERE | 
GUARANTEED Wherever EXTREME HEAT IS REQUIRED 


* To Withstand at Least 1600° of Heat : 
* Not to Discolor * FURNACES and BOILER 


* Not to Blister.. Peel Off ..Chip..or Crack @ OVENS and STOVES 
* Insoluble in Ordinary Solvents 


@ HEATING PIPES and CHIMNEYS | 


Shetticld Zemmge PAINT CORPORATION = 


MANUFACTURERS OF ALUMINUM PAINTS on eee, oe een. ne. 


ee ae 
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VINYL WEATHER STRIPPING 


YOU CAN PUT YOUR —| | —iaivaie 


SEINE CORDS 


CONFIDENCE INTHE |) Ba 


VENETIAN BLIND CORD 
SASH CORDS 


CLOTHES LINES 
MASON LINES 


# 5 Aaa FISHING LINES 
: NYLON CASTING LINES 

| STARTER ROPE 
ee JUMP ROPE 
| MOP HEADS 

WRAPPING TWINES 
. | KITCHEN LINES 
2) - EXPRESS TWINES 


CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 





STOCK ey TWINE 
sc NOW! 


in these best selling items 


\ 
ORIGINAL STANDARD \ 
MIKE ART. 514 —12 ply Natural, 90 ft. cored balls, 27 lb. test 12 PLY 


SERSTR SC TION 






















MIKE ART. 537 —42 ply, 270 ft. cored balls, 27 |b. test slailla ART. 514 
. resus A ~ Bs 
7 o of < i , 
and Featuring Wf HOW »// tf 
WIN y ART. 537 
MIKE! ART. 537-B —10 ply Bleached, 270 ft. cored balls, 24 Ib. test 
Parcel Post Twine is one of our leading ART. 537-8 


items — in fact, our 27 lb. test, 12 ply 
is an original feature, as is also our 
bleached white Art. 537-B which is a 
MIKE exclusive. 








kl ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, = PARCEL POST 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- Py 

nesota, Dallas, Texas, or Waynetown, Ind. Orders * 

of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
ee outside carrier's regular zone of delivery. 


. LAWNDALE, NORTH CAROLINA 
Cleveland Mills Company : 14346 Bessemer St. Marietta 3104 Gaston Ave. 











Van Nuys, California Minnesota Dalles 26, Texas 


ESTABLISHED iN 1873 Waynetown, Indiana 
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Hot Weather Favorite ! 


FAST-SELLING PEORIA FOOD CARRIER 
IS IDEAL FOR SUMMER ACTIVITIES 





Use it as a cover, serving tray, 

for storing pies, cakes, sand- 

| ae wiches and cookies .. . this 
Cash in on summer activities with this popular, Foote All-Purpose Food Car- 


All-Purpose Food Carrier. Two large compartments rier will be the most popular 
provide an easy, convenient way to carry pies, cakes, hace? in the home, fastest-sell- 
sandwiches, hot dishes and many other food items Hemi your store. 
to parties and picnics. Beautiful design, with choice 
of five colors adds beauty to any kitchen... air- 
tight compartments keep pastries fresh and tasty 
for days and give this All-Purpose Carrier 
year-around selling appeal. 





order from your jobber today, 
cash in on more summer sales 


Sales volume will be high, profit will be great, with this 
beautiful kitchenware item. Avail- 


able in lemon yellow, pink, tur- 
quoise, red or white. $2.99" 


RETAIL, 





"Slightly higher Wesf of the Rockies 





KITCHENWARE BY PEORIA METAL SPECIALTY COMPANY 
2501 S$. Washington St. @ Peoria, Mincis 
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MERCHANDISING AIDS — 


Colorful display cards, 
pricing tickets, display 
suggestions, ad mats 


consumer folder available 
FREE. All items feature 
sell-by-sight packaging. 











Here’s how your customers can get 


all the electric outlets they need! 


SURFACE EXTENSION WIRING 


Permanent — Easy to install — Neater than loose 
extension cords — More useful and economical than 
“rigid” types 
Your customers will want General Electric Surface 
Extension Wiring because it’s the most practi~al sys- 
tem ever devised for adding new electric outlets . . . 
easily ... wherever needed in their homes. It’s perma- 
nent wiring, much neater than loose extension cords 
. yet more versatile than “rigid” types of extension 
systems, and costs less to use. 


PLUG, CABLE, OUTLETS extend wiring as needed: 

(1) GE7595 Attachment Plug — Attaches to an exist- 
ing wall outlet to connect extension wiring with the 
built-in wiring system. (2) GE7580 Extension Cable — 
An attractive, smooth, two-wire cable, with a rugged 


COMPLETE, ORIGINAL WIRING SYSTEMS can be made with these additional G-E surface wiring devices . . 
garages, etc. All have pressure-lock terminals. No binding screws to fuss with.. 


Single Pole 
Switch 


Progress /s Our Most /mportant Dail 








thermoplastic jacket that can be painted to blend 
with room decorations. It can be cut to any length 
required. Pre-punched holes accommodate special, 
matching nails. Fastens neatly to wall or baseboard. 
(3) GE7501 Single Outlet — A small, one-piece unit 
with double terminals at each end for ‘ ‘feedt through” 
wiring. Wood screws furnished. G-E surface exten- 
sion wiring devices and cable are listed by Under- 
writers’ Laboratories, Inc. All items available in 
both brown and white. 


FAST PRESSURE-LOCK CONNECTIONS speed wiring. 
To connect a device, simply strip wires and push 
cable into pressure-lock terminal opening. Powerful 
steel springs grip the conductors in a firm, positive 
connection. General Electric Company, Wiring 
Device Department, Providence 7, R. I. 


! _« for basements, attics, 
. no need to disassemble device. 


Pull Chain 


Side Outlet 
Lampholder Lampholder 





GENERAL @@ ELECTRIC 
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Reader sees leader 
in her book... 


Only Flexscreen pre-sells your customer year 
after year with big-league, big space advertis- 
ing in her favorite magazines! And this fall, 
Flexscreen adds more magazines, more full- 
color page advertisements —-to reach more 
home owners than ever before. No wonder Flex- 
screen is the only fireplace equipment brand 
that customers walk in and ask for by name/! 


Smart stores catch her 


with this hook... 


Only Flexscreen gives your store all the pro- 
motion tools to help you attract — and se// 
the big fireplace accessory market. The new 
Flexscreen ‘‘Promotion Planner’’ is crammed 
with displays, mailers, newspaper ads, promo- 
tion ideas —- everything you need to promote 
the profitable Flexscreen line in a big way this 
fall. Get your copy now! 


MORAL: 


Give your department 
that Flexscreen look! 


Only Flexscreen offers such a complete selec- 
tion of fireplace equipment — firescreens, and- 
irons, firesets, grates, baskets, lighters —- from 
one dependable source. Why fiddle around with 
a “‘second fiddle’’— when Flexscreen delivers 
the volume market at full] profit margins. See 
your Flexscreen man — or write us today at 


857 North St., Norwich, N. Y. 


BENNETT -TRELAND INC. it pays to feature 
— geetangmargs sale * the favorite... 
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SWING -A-WAY builds-in the kind of quality that makes it FIRST in its field, and FIRST 
in ratings by America’s foremost testing laboratory and publisher. As proof of our con- 
fidence in SWING-A-WAY all products are backed by a 5-YEAR free service GUARANTEE! 
Of the major producers, we’re happy to say that only SWING-A-WAY can still make 
that statement. Sell the line that protects your customers and you...sell SWING-A-WAY! 


first in sales first in value! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENUE, ST. LOUIS 16, MO. © In Canada: Fox Agencies, Port Credit, Ontarle 
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The Customer is 
ALWAYS Right with 


WATER 
SUPPLY 


EMPSTER 


D 



























EQUIPMENT 
al 


America’s Complete Line of 


WATER SYSTEMS 


It’s always easier and more profitable 
for a Dempster Dealer to do business 





because whatever his customers want, his 
customers can get from Dempster’s 
complete water system line. 


Whether it’s price, capacity, pressure, 
depth, quality or any combination of 
factors, there’s a Dempster water system 
to meet the need. And every Dempster 
pump is tops in performance, 
engineering and construction. Nearly 





80 years of water system experience 


guarantees full satisfaction. 
Multi-Stage Jetmaster 
two or three stages 


Single Stage Jetmaster 
deep well or shallow well 

















shallow well 
WATER 
SUPPLY 


DEMPSTER MILL MANUFACTURING CO. 
_ Home Office and Factory: Beatrice, Nebraska. 
For fast service, Dempster branches and warehouses are located in: 





EQUIPMENT 





ee 


aha, Sioux Falls, South Dakota Amarillo, Texas 
~~ as City, Missouri Denver, Colorado San Antonio, Texas 
|. lowa Oklahoma City, Oklahoma 
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COMPARE 
THESE ADVANTAGES 


w Slit-proof w Unaffected by 


(no “*pin-holing”) detergents or 
soap solutions 






a Greater 
strength = Light, flexible, 
= Higher heat easily handled 
resistance a= Lengths to 400’, 
fewer fittings 
w Resists acids, 
alkalies, salts = Low installed cost, 


lasting service 








APPROVED FOR DRINKING 
WATER SERVICE BY NATIONAL 
SANITATION FOUNDATION 





ORANGEBURG MANUFACTURING CO., INC. 
Orangeburg, N.Y. Newark, Calif. 
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ORANGEBURG 


A completely new flexible plastic pipe 
made only by Orangeburg...engineered to meet today’s 


challenging piping requirements. 


Slit-proof! Stronger— Gives superior service 





Orangeburg SP is a new, stronger, flexible plastic pipe that 
gives superior performance. Takes higher pressures, higher 
temperatures. Defies rough-handling, hot sun, sub-freezing 
temperatures. Does not corrode. Won't crack or break. Has a 
super-smooth bore that increases flow capacity, prevents 
build-up of pressure-reducing deposits. 


Orangeburg SP is the only flexible pi. istic pipe made from a 
superior new-type polyethy lene resin which took ten years 
of research to perfe ct. This resin’s extremely high mole cular 
weight gives exceptional strength and service life ... Superior 
qualities found only in Orangeburg SP Plastic Pipe. 











PROVED SUPERIORITY —Exhaustive tests prove Orangeburg 
SP Plastic Pipe is completely slit-proof—free from “pin-hol- 
ing’! Exceeds every test known for polyethylene pipe! 
IDEALLY SUITED FOR water service lines, jet wells, under- 
ground sprinkler systems, swimming pools, water and drainage 
lines during construction, chemical process lines, air -condi- 
tioner units—and many other installations. Sizes: 4%” to 2”. 
SPECIFY ORANGEBURG SP—macde to metal-pipe diameters, 
weighs only ¥% as much as steel, installs faster and at less cost. 
Opens many new cost-saving applications...opens new sales- 
frontiers in the hardware fie Id. Send coupon now. 











Backed by ORANGEBURG -a 64-year reputation for quality. 


siaestaesiensieenienaiententententantententantaneadantentamenmantentententanten 


ORANGEBURG MANUFACTURING CO., INC. 
ORANGEBURG, N. Y., Dept. F-879 


Send descriptive literature on new Orangeburg SP 
Plastic Pipe. 


NAME acteanias 













FIRM . neni 











ADDRESS 


CITY STATE 
















Ked Tagg 
Says 








“For highest sales and profits— 


sell your customers top-quality 
CYCLONE LAWN FENCE” 


YCLONE “Red Tag” Lawn Fence is in a class by itself! It’s made 
better . . . so it sells better. That means more sales and higher 
profits for you. Feature CYCLONE Lawn Fence. Put it up front where 
everybody can see it. And make sure it’s displayed with the nationally 
known CYCLONE “Red Tag” label—the symbol that means quality, 
value and dependability. CycLoNE Lawn Fence is available in both 
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woven and welded, and in single- and double-loop styles. . . 


of 36, 42 and 48 inches. 





CYCLONE 
WOVEN LAWN FENCE 
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— and uniformly woven. Curved 
picket tops are even and symmetrical. 
Ends are locked securely into two top 
cables. Picket spacing is uniform. Ex- 
tra-deep crimp of picket wires forms a 
lock for cables. Horizontal cable wires 
are 2-ply twisted, with a triple twist 
between pickets. Cable twist is re- 








heights 


CYCLONE 
WELDED LAWN FENCE 


Every wire held firmly in place by a 
strong, clean weld at every joint. All 
wires are straight and true. Welding 
is done neatly, without burnt wires. 
Arches in picket tops are uniform, so 
is spacing between wires. Horizontal 
cable wires are deeply crimped, giving 
added stability. All wires galvanized. 






















Extremely rigid enclosure for level 
property. 


versed on pickets instead of between 
them, forming a lock on pickets. 


Check your stock right now. Then place your order through your 
CYCLONE jobber. And remember, there’s a complete line of matching 
Gates, as well as Flower Bed Border and Trellis, too 


This FREE FOLDER brings in more business 


Every buyer of Cyctone Lawn Fence should get a copy of this folder. 
It explains in clear-cut, easily understood language how to erect a fence. 
It’s a wonderful aid in clinching the sale, and it makes more friends for 
your store. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST © UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Can Grow! 





Danny SHows How You 








Danny and his helpmate Dot 
Look over lawn and garden plot, 
Soon discover that they need 
Help in fighting pest and weed. 


“ 





They buy the brands t 


End-o-Weed and End-o-Pest, 
From the makers of Vigoro! 
That’s how your sales and profits grow! 


End-o-Pest and End-o- 
Weed Products make 
your garden department 
complete 


Stock them—Display them 


Priced to give you a good 
profit. Promoted to give 
you fast turnover 





The BIG line for BIG profits 











GARDENERS COUNT ON IT! 


Instant Vigoro Complete Water- 
Soluble Plant Food is ideal for 
house plants, transplanting and 
supplemental feedings of every- 
thing that grows—lawns included. 
Double-acting: feeds plants thru 
both leaves and roots. Benefits 
plants in matter of hours. 


End-o-Pest 
Rose Dust 


““Best,”’ say rose grow- 
ers. Controls all pests 
and diseases for which 
cures are known today. 
Easiest to use, most ef- 
fective. In handy re- 
fillable dust guns with 
refill cartridges and in 
20-0z. packages. 





End-o-Pest 
Garden Spray 


Contains Malathion for 
sure death for hard-to- 
kill insects that attack 
vegetables and orna- 
mentals. Easy to mix. 
Safe. Used throughout 
growing season. Avail- 
able in 2-oz. and 6-oz. 
sizes. 





End-o-Weed 
Lawn Weed Killer 


Sure death for weeds. 
Doesn’t harm grass. 
Easy to use, especially 
with Side Spray that 
fits ordinary gallon jug. 
Available in 8-oz. and 
qt. cans. Special End- 
o-Weed for crabgrass 
and chickweed in 7-oz. 
and 22-oz. cans. 





Vigoro, End-o-Pest and End-o- Weed ore trodemorks of Swift & Compony 
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eo et Stock and display these Vigoro Plant Foods too: ~~~ 
4 
,~’ Vigoro Complete Rose Food * Special Vigoro for camellias and ay 
; azaleas *® Vigoro plus Chlordane * Vigoro Complete Plant Food \ 
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End-o-Pest 
Garden Dust 


Big repeat item. Used 
regularly to control all 
types of fruit and vege- 
table insects and dis- 
eases. Safe to use. Avail- 
able in applicator guns, 
refill cartridges and 2- 
lb. canisters. 





End-o-Pest 
Tree Spray 


Big seller, protects 
home owner’s favorite 
trees — evergreen, fruit 
and ornamental. Con- 
trols chewing and suck- 
ing insects and many 
fungus diseases. All 
purpose. Available in I1- 
lb. and 3-lb. canisters. 





End-o-Pest ARC 
Ant and Lawn 
Insect Control 


In two forms: Dust— 
available in 1-lb. and 4- 
lb. canisters, controls 
ants, grubs and other 
soil insects. Liquid 
form—in 6-oz. and pint 
bottles—controls 
household pests as well. 
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GOLDEN VIGORO COMPLETE LAWN FOOD . 


\ See your local Vigoro Plant Food Representative or write ; 


SWIFT & COMPANY a 
__ Plant Food Division © Chicago, Mlinois ~o 


ow 








NOBODY OUTGUNS AEROWAX 


In the Battle For Fall Cleaning Doilars! 


2 6 Commercials 
in September... 


46 in October 
28 in November 
30 in December 


No Household Line Out-Advertises Boyle-Midway 


No Rubbing 


ahele) 
WAX 


IT 


For All Floors 


SAVES REWAXING! 


.. None Gives You a Better Deal! 


Push BIG SIZES for 


BIG PROFITS... 


feature Aerowax half- 
gallons during peak 
/ housecleaning season! 


LOS ANGELES BROOKLYN 


BOYLE- MIDWAY INC., 2 a 40th St., ow Vests 96:1 N. Y. 


we 


CHICAGO 


MR. DEALER! LOOK AT THE FACTS! 
Aerowax fates tops among your floor 
wax brands . . . a big-volume leader in 
a big-profit field! And, when the chips 
are down—when housecleaning sales 
hit their Fall peak—mnobody gives you 
bigger advertising, better advertising, 
than Aerowax! 


TV Schedule Can't Be Matched! 
Only Aerowax can offer you all the 
power of Boyle-Midway’s vast TV in- 
vestment! On the air not twice a month 

.. not once a week . . . but every single 
weekday Via 7 top-rated shows! Reaches 
30 million TV-homes week after week 


CANTON, OHIO CHAMBLEE, GA. 





Watch AEROWAX Move 
On These 7 Top Shows! 


Love Of Life CBS-TV 
Secret Storm cas-rv 
Queen For A Day nec-rv 
It Could Be You nec-rv 
Tic Tae Dough wec-rv 
Doug Edwards cas.rv 
Name That Tune ces.rv 





. month after month! 


And remember . . . Boyle-Midway 
now ships Aerowax from six major 
plants and two warehouses . . . strate- 
gically located from coast to coast to 
serve you faster, more directly, more 
profitably! Check your Boyle-Midway 
man for details. 


Stock Now for Top Seasonal Profits 
Feature Aerowax quarts, half-gallons 
and gallons for top seasonal profits . . . 
and stock the full Aerowax line all 
year ‘round for biggest floor wax vol- 
ume! Order today. 


CRANFORD, NEW JERSEY 


6 strategically located plants plus 
2 warehouses, at Seattle and Dalias 
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FIRST 


{olen wm Power Mowers FOR ’58! 
Ride Right into Mower Sales with 


RANGER 7K 21 


Tractor Type 2% h.p. 4 Cycle 
Rotary Mower Gasoline Engine 







































Quick Hitch 
trailer type 
Mowers available 
to provide 
Full 60” Cut 


Full 21” Cut 
Rear Discharge 


Comfort for any 
Size Operator 


All Controls 
Directly Under Rear Wheel 
Hand Chain Drive 


Recoil Starter | ss Shift Lever for 


Neutral, Forward 
Exposed Handle and Reverse 


An entirely new concept in 
Riding Mower styling, 
safety, comfort and 
economy. 


Order NOW for 1958 Price Protection 


Besides providing the longest discounts in the Industry . . . 
Root will guarantee price protection against increases, on 
orders placed prior to December 31, 1957 and deliver as 
you request. 

















The Root line is Complete, there's an 
advantage in buying from one recognized 


manufacturer. Other units are....... Neaey. duty PATHFINDER voters 


@Heavy duty PATHFINDER MOWERS, recommended for heavy a eee 
mowing jobs in brush, weeds and grass. 20” Hi-Boy, 24” Hi-Boy, 
20” Self-Propelled and 24” Self-Propelled. 

@ Popular priced WHIZ MOWERS, 18” and 20” Free- Wheeling models 
and the new 20” Self-Propelled and 21” Self-Propelled models. 

@WHIZ POWER SAWS, complete power tools, 18” with 2 h.p. 
4-cycle engine; 20” with 21/4 h.p. 4-cycle engine and the big heavy 
duty 26” self-propelled with 5 h.p. 4-cycle engine. 

@ATTACHMENTS for WHIZ POWER SAWS — Mowing Unit, 
Post Hole Auger, Rotary Tiller Hoe, Disston Chain Saw, Cord 
Wood Cut-off and high speed Grinding Wheel. 


Write for complete information about the entire Root The pepater 20° Sclf-ercociio€g Witz 
line and the new Price Protection plan for 1958. SAW unit. 
Please address inquiry to Sales Manager 





127 EAST ELEVENTH ST 


ROOT MANUFACTURING CO., INC. pine TE ENTH Te 
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“Our L7co/n: counter display sells itself... 
has really boosted our sales of grease guns, fittings” 


“With grease fittings becoming more 
and more common on Power Equip- 
ment, our investment in grease appli- 
cation guns and fittings has given 
us a very comfortable increase in 
over-the-counter sales. 

“Part and parcel of any sale in- 
volving major garden equipment 
today is greasing equipment as a 
tool for proper maintenance. Our 
Lincoln counter display sells itself 
and has stepped up our sales of 
grease guns, fittings and associated 
equipment.” 


(signed) 
JOE WAY 
Wayson Power Equipment Co. 
Cleveland, Ohio 


Set up self-service 
Lincoln Merchandiser 
in 3 minutes 


... watch sales climb! 


New colorful Lincoln Merchandiser invites 

inspection . . . builds steady, profitable sales 

volume. Grease guns, packaged fittings 

a) nationally advertised ...selected for un- 
B.. me limited, everyday applications. 


Cash in Big... order now! You get Merchandiser 
at no cost when you order representative stock of Lincoln 
lube equipment from your wholesaler. 
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9 out of 10 dealers prefer KLEARCOR to ordi- 
nary plastic pipe; has even greater sales appeal 
because of availability at new popular prices. 
Smooth, pearl-clear inner core shows it's made 
of premium grade virgin polyethylene. Black 
sheath provides protection against checking in 
sunlight. 


‘100% Switch to KLEARCOR plastic pipe 


for QUALITY, SALES APPEAL”’ 










O. A. Forslund, President 
Forslund Pump & Machinery Corp., 
Kansas City, Mo. 





ALEARCOR 


AVAILABLE AT POPULAR PRICES 


Lightweight, flexible, corrosion-proof, smoother- 
greater flow, KLEARCOR lasts indefinitely. Real- 
ly a seller from Home Water systems, Farms, Jet 
Pump Well installations, Municipal Water Lines, 
Food Processing applications, Chemical Process- 
ing solutions and Water Distribution lines. 


(® Registered; Patent Pending 


Write, Wire, Call: 






WESTERN PLASTICS CORP. 


Box 436-V Hastings, Nebraska 


Phone 3-136] 
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MAIL THIS COUPON TODAY 






. [ ] | am interested in a dealership. 


























° [ ] Please have representative contact me. 

: [ ] Please send literature on KLEARCOR PIPE. 

* NAME 

ADDRESS 

: CITY COUNTY STATE 

: Name and address 

: of your distributor eeeeeeeoeeoees eeeseeeeeoe eee 






tbbounittl beats last year’s total 


Shelf-Kushion® figures in 5 weeks... 













our customers are doing the same! 


One of the hottest items in Rubbermaid history con- 
tinues to move at peak volume. Just 3 months 

after introduction, over 150 miles of 
Shelf-Kushion moved to dealers who 
reported similar amazing 
sales results. 




















For anstance: 


O’Neil’s, one of Akron’s 
leading department stores, 

ran an ad on Sunday, and 

sold out completely on Monday, 


In a three week period, 
Shelf-Kushion sales at the 
May Company in Cleveland 
averaged $500 a week. 


Wanamakers in Philadelphia 
re-ordered two weeks after 
they received their original 
supply to the tune of $1600. 






This full-color, full-page ad in 
September Ladies Home Jour- 
nal will help it happen to you! 


And there’s more: : 
free consumer folder ' 
dramatic window banner ¥ 


e 
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carries your stock of colors, 
sizes, in one handy unit. 
Three to choose froom—F REE 
with your basic stock. Ask your 
Rubbermaid salesman for complete 
information or write us now. 


THE WOOSTER RUBBER COMPANY e+ WOOSTER, OHIO 
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Jamesway. 
Quality Wheelbarrows 


VEN when filled to capacity, the Jamesway 
Garden Wheelbarrow is easy to operate. It’s 
so perfectly balanced that up to 15 lbs. less lever- 
age is needed at the handles than with most 
competitive models. It’s longer and wider than 
most barrows in the same price class .. . has up 
to 5 lbs. more steel for greater strength. 
Backed by Jamesway’s half century of experi- 
ence in metal fabrication, this smart barrow 
offers many other “plus values” — steel construc- 


tion and seamless tray design for long life .. . 








“Rigid-Curl” rims for extra strength . . . punc- 
ture-proof 10” x 1.75” tire for smooth operation. 
And it’s finished in colorful baked-on enamel. 
CAPACITIES: level —3 cu. ft.; heaped — 4 cu. ft. 

This is just one of Jamesway’s complete line 
of quality wheelbarrows. All feature the same 
sturdy construction, attractive styling and work- 
saving balance. For complete information, contact 
your hardware jobber or distributor. James Mfg. 
Co., Fort Atkinson, Wis.; Lancaster, Pa.; Los 
Angeles 63, Calif. Dept. HA-87. 


A style for every customer 











HEAVY-DUTY WHEELBARROW — Deep, 
seamless tray, hardwood handles, 
heavy channel skids and braces, 4.00” 
x 8” pneumatic tire. CAPACITIES: 
level — 4 cu. ft.; heaped 5 cu. ft. 


HOME-MAKER WHEELBARROW — Per- 
fect for round-the-home chores. Deep 
tray has no seams or joints... pr 
from a single sheet of steel. Semi- 
pneumatic 10” or 12” x 2.75” tire. 
CAPACITY: 4 cu. ft. 


Jamesway. 


50 YEARS OF METAL FABRICATION 
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GARDEN CART — No. 1 in the Consum- 
er Reports ... can be tipped forward 
for easy loading and unloading. Two 
10” ball-bearing, rubber-tired wheels. 
CAPACITY: 4 cu. ft. 










A Smashing Success In Store Tests! 


CIVE ATRADEIN ALLOWANCE... 


et 125 atcowanee 9" 2/00 ALLOWANCE 


for any old pot or pan toward the purchase of for any old egg beater toward the purchase of the 
selected Flint-Ware pieces. Famous Flint 673 Foo Beater. 


= 7 BY BIG NATIONAL 


Advertised by 
Radio TV Personalities 


77 im, IN ceeeediiai { Zon arysgin! \. AW 
CA With Free Pury your ‘oe - te 


Display Material! 7 Don McNeill and Fran Allison will 


personally sell this Flint Trade-in 
This Fall, millions of women will Promotion to your customers .. . 


be trading-in their worn-out kitch- ee. on the famous ‘‘BREAKFAST 
en utensils on brand new, high a oe CLUB” .. . and on three other top 
profit, FLINT merchandise. To up e ay rated ABC National morning 
identify your store as the FLINT A u wy radio shows... ““MY TRUE 
“trade-in” center, get FREE trade- a Ww 1a STORY’’ .. . ‘““WHISPERING 
in barrels, pennants, counter Sa STREETS” . . . “WHEN A GIRL 
cards, window cards, banners .. . a : MARRIES.” Total audience per 
everything you need for a big- 4 uh) Ah week: 10,624,300 loyal, buying 
time, bang-up promotion. ae customers. 


A 
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Another Sales-Building Program from (EKCO, (Exco) 


| TRADEIN PROMOTION 


MAKE YOUR FULL FLINT MARK-UPS 




















Edge blades. 





ge EL OO ALLOWANCE 


for any old knife toward the purchase of selected 
Flint Knives—both hollow ground and new Waverly 





ONE BSOLSALLOWANOCE 


for any old kitchen tool toward the purchase of 
selected Flint “2000” Kitchen Tools. 


ADVERTISING PROGRAM Y 1S 








... in Fall issues of LADIES. 
HOME JOURNAL and BET- 
TER HOMES & GARDENS. 
Total readership: 34,809,- 
500. First copies on sale 
August 20th. There’s no 
time to lose. 


SALE AT RETAIL 
ENDS NOV. 30 


CALL YOUR 
EKCO-FLINT 
DISTRIBUTOR 
OR MAIL COUPON 
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Advertising Dept. 18 
Ekco Products Company 
1949 North Cicero Avenue 
Chicago 39, Illinois 


Please rush advance information on your newest sales-building 
program, the Flint Trade-In Promotion, and tell me how to get my 
free display kit worth $5.00. 


Name 





Store Name 


Address 








City and State 


® 
the greatest name in housewares 








BERNZ SENSATIONAL “ 
Be “THERE ARE 


MILLIONS OF 
OLD TORCHES 
READY FOR 


4 TRADE-IN 
4 | 


Give a big | " Mlowan e 


ON ANY OLD TORCH 
TOWARD THE FAMOUS 


Lp rt :t: ee) ia ie ah 


You can sell a brand new untapped 
market — the present torch owner! * 


“TRADE-IN” Pak, TX-8500 includes: 


1, 6 Bernz-O-Matic TX-888 Torch Kits 
with special ‘Trade-in’ wrapper. Re- 
tail price $8.88 each 


2. 1 FREE Bernz-O-Matic TX-10 Torch. 
Retail price 


3, FREE DEALER MERCHANDISING KIT 
containing ad mats and window ban- 
ner. 


Packed in Trade-in carton in indi- 
vidual boxes. Wt. 25'/2 Ibs. 


Dealer Cost—You pay only $35.70 
——your regular price of 6—TX888's 
($5.95 each). 


MAGAZINES WILL REACH 
RESENT TORCH OWNERS 
; ypc : Popular Science 


LTIPLE PAGE ADS IN THESE 


> MU 
FULL AN MARKET OF P 


ovember, December 


kers 


POPULAK September, N 
CERNE Homema 
Living for Young Mo 
November 
Family Handyman 


Christmas 


OTTO BERNZ CO., Inc. 
ROCHESTER, NEW YORK 


HARDWARE AGE, AUGUST 15, 1957 











A BREATH<OF OUTDOORS 


Multi-colored to suit any kitchen color 
scheme—still at Decoware’s usual popular 


prices. 


Lovely new design in Decoware, “Fruit "N Flowers” 
is as fresh and sparkling as a morning in May. Ele- 
gantly and colorfully styled, beautifully lithographed 
with Continental's master touch, these Decoware con- 
tainers are outstanding for convenience, sturdiness, 
and low cost. There's a complete line of kitchen and 
home essentials in “Fruit 'N Flowers,’ and they're 
trimmed in kitchen red, popular color for today’s 
homes. Decoware is priced and styled for profit, so 
stock up now on the new “Fruit 'N Flowers” pattern. 


CONTINENTAL E CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 





Two a BONUS OFFERS 


Fst THIS NEW $18% TOASTER 
: seiee WITH PURCHASE OF ANY 12 
:o 92. @ TOASTMASTER APPLIANCES! 


* You make $18.95 profit on - 
the free 1B24 Toaster! ut 

* You get a bonus of $12.79 | he 
extra profit...or 





* You make $1.07 extra profit 
on each of 12 
Toastmaster Appliances! 


Here’s an offer that spells EXTRA PROF- 
ITS, no matter how you look at it! The 
newest toaster in the Toastmaster line—and 
we're giving it to you absolutely free when 
you buy any 12 Toastmaster Appliances! 
The new 1B24 Toastmaster Toaster is a 
classic of smart new contemporary styling 
. . Sleek low black handles .. . with the same . | : 
sound engineering and heat control that have 6 ae ; 
sold millions of Toastmaster Toasters! ig St " et al 
Use this Bonus Offer to get your fall se- i on cana cies 
lection of Toastmaster Appliances—the se- ' 
lection best suited to your own individual $1895 
market—at a big extra profit to you! — 








“6 ‘ THIS *19%° TOASTMASTER 
: ‘$0 AUTOMATIC FRY PAN ONLY $7°*° 
e WITH PURCHASE OF ANY 


a TOASTMASTER APPLIANCES! 


*K You make $12.45 profit 
(62%) on fry pan at 
this special price! 


* You get a bonus of $5.06 
extra profit...or 


You make $.72 extra 
profit on each of 7 
Toastmaster Appliances! 


Another tremendous extra-profit opportu- 

nity for your fall buying! If you act quickly, 

you can get this 11-inch Toastmaster Auto- 

matic Fry Pan—retailing for $19.95—for 

only $7.50 with your purchase of any 6 

MODEL 8A1 Toastmaster Appliances! 

$4 995 Order any 6 appliances you prefer—the 
ati ones you know will move best in your par- 

Matching vented ticular market. Feature the new, bigger, 
re famous-for-quality Toastmaster line! You're 

going to make money with Toastmaster— 
and you’ll make even more when you take 
advantage of this extra-profit Bonus Offer! 


Cat oo” ur 10 A sTM q 1ST ER ais os NOW? fi a. 


TOASTMASTER DIVISION 


*Note: Model 1Bi4 Toasters, Fry Par 
Cnr : m is DA 


> p werr ‘ " yaster =~ f it n , T aS 3 Gr , ati 
le ©, occ s Cc T Jels “ . vs > affle Baker ~S ? Baker 
yo e $39.50 reta — to 3 00 ta $3 95 retail - $: 1.95 retail 
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Well-signed, angled visual-front store has off-center doors with covered space 


Pg SRS ace 


tor window shopping and outdoor display. 


Hardware Age 


feature articles 
Aug. 15, 1957 Vol. 180 No. 4 





How to step up traffic flow 


New layout in 6-year-old store makes customers go into all 


parts of display rooms. Helps turn demand lines into impulse items 


Many stores attract heavy traffic 
but can not get traffic to flow to all 
departments. 

Carefully check your present lay- 
out to study traffic movement 
through your store. Then ask your- 
self these questions: 

1—How can I get more custo- 
mers to visit more departments? 

2—How can I increase impulse 
sales? 

Ace Hardware, Waukegan, IIl., 
built its own store six years ago 
and has always pulled good traffic. 
However, the Stauber brothers, 
William and Edward, wanted to sell 
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more merchandise to more custo- 
mers. 

They decided to change the store 
layout. The changes were made last 
year. The revamped store has in- 
creased self service sales to about 
40 percent of current volume. Im- 
pulse sales continue to rise with 
the new layout. 

The Staubers relocated cross 
aisles to force customers to move 
around instead of past some dis- 
plays. They also changed the 
lengths of main aisles. 

Layout changes have helped to 
increase self service sales to about 





40 percent of volume. Since the 
firm revamped its store layout more 
impulse sales are made of lines 
considered to be demand items. 

Figs. A and B show the new lay- 
outs in the two-floor store. 

All aisles in the revamped store 
are four feet wide. Some aisles 
had been narrower. 

Check-out centers at the front 
and rear encourage self service 
sales. The rear-of-the-store check- 
out opens out onto the firm’s own 
parking lot. 

Sidewall displays have been 
brightened with concealed fluores- 
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How to step up traffic flow 





(Continued) 


cent lamps under valances. These Customers entering the store toward the staircase to the base- 
new lighting units make wall dis- from either end must go around ment. 
plays real eye-catchers. checkout tables to reach long aisles Storage rooms are concealed in 

New raised-letter signs identify taking them into the mid-store de- back of the sidewall displays on 
sidewall departments. partments. both sides of the main floor. 

Fig. A shows the main floor lay- Three interior views of the first Fig. B shows the basement lay- 
out. Sidewalk shoppers can look floor are marked to key them to out with its more than 3600 sq ft 
through angled visual-front win- three locations in floor plan A. of display space. 
dows into displays of special pro- Long aisles pull first-floor custo- The basement features do-it- 
motion items and housewares. mers into the center of the store yourself lines and tools and equip- 


Fig. A—Varied length cross and main aisles in this main floor plan force traffic to move around instead of past some 
display tables. Interior photos show displays in sections 1, 2 and 3 
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Fig. B—Basement floor plan. Cross traffic moves easily in and around tables and islands in center of floor. On either 
side trattic is forced down long aisles. 
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1—Wide aisles run from front to rear. 


side wall. 


ment for professional mechanics. 

Six lengthwise aisles in the base- 
ment allow customers to move 
quickly from front to rear depart- 
ments. Cross traffic moves freely 
in the middle areas of the base- 
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ment to look at demand lines from 
four sides. 

The Stauber brothers employ 14 
people. 

Stauber Ace Hardware serves 
home owners, contractors and in- 


2—Battery operated lanterns on posts add safety and 
remind customers of basement departments. Until lan- 
terns were placed on posts many customrs did not know 


of basement displays. 


3—Over 30 types of hammers are shown in this well- 


stocked tool section. 




















HARDWARE AGE, AUGUST 15, 1957 


Note concealed fluorescent lighting units in valances along 


dustrial plant purchasing depart- 
ments. It carries more than 1000 
charge accounts. More than half 
of the firm’s charge account custo- 
mers make some credit purchases 
at least once a month. 





Store management 





Can dealers compete with chains? 


. . - dealers can compete by using 
modern merchandising methods. 
Here’s how this wholesaler, Rose, 
Kimball & Baxter, plans to supply 
these tools to its dealers through 


a new dealer program. 


by W. A. Phair, editor 


A retail merchandising and store management pro- 
gram designed to enable independent hardware deal- 
ers to compete with the chains and other hardware 
outlets has been developed by Rose, Kimball & Baxter, 
Inc., 93-year-old wholesaler of Elmira, New York. 

This program is the result of a study of hardware 
distribution problems conducted by the wholesale firm. 

The program itself is fairly simple to use in a store 
and it does not affect the independence of the store 
owner. 

The store is supplied a variety of modern merchan- 
dising aids by the wholesaler. This assistance helps 
the dealer improve his sales and profits and encour- 
ages him to purchase an increased share of his re- 
quirements from Rose, Kimball & Baxter. Thus both 
the retailer and wholesaler gain by working closer 
together. 

This program has so far been applied to approxi- 
mately two dozen stores. The effectiveness of the 
merchandising program is indicated by the experi- 
ence of one program dealer who saw his sales increase 
31 percent in a six-month period of this year, over a 
similar period a year ago before the plan was put in 
operation. 

Another program dealer showed a 30 percent in- 
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... yes, says this wholesaler 


Planning a program store layout are, right to left, 
M. G. Kimball (standing), vice-president of Rose, 
Kimball & Baxter; S. R. Rose, president, and Harry 
Jones, manager of the Dealer Service Department. 


crease in his general hardware sales since the plan 
was put in operation in his store. 

What is this merchandising program? Basically, 
it is a simple, effective means of putting into the 
hands of independent hardware dealers the same 
important merchandising tools that have been largely 
responsible for the success of chain store operations. 

But who pays for this, asks the hardware dealer? 

Rose, Kimball & Baxter supplies these tools to 
selected hardware dealers without charge. In turn, 
the wholesaler requires the agreement of the hard- 
ware dealer that he will use these merchandising tools 
in a proper manner. 

The wholesaler knows from experience that if these 
tools are properly used, the hardware dealer’s busi- 
ness will increase, and his profit will improve. The 
wholesaler expects that in return for this assistance, 
the dealer will buy a larger quantity of merchandise 
from him. 
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Robert Rose, president of the wholesale firm, ex- 
presses it this way: 

“If the hardware dealer succeeds, we succeed. If 
he fails, we fail. It is our intention to do everything 
possible to help our dealer customers operate success- 
ful businesses. In return, we will enjoy a larger and 
more profitable business with these dealers. A mer- 
chandising program such as we are undertaking, must 
be profitable for both parties in order to succeed. We 
intend to do everything in our power to make it 
worthwhile for our key dealer customers.” 

Gloyd Kimball, vice-president in charge of sales, is 
the spark plug of the program. He is convinced from 
his experiences thus far, that independent dealers can 
meet chain competition if they will use modern mer- 
chandising tools. 


is a program necessary? 


Why is such a merchandising program necessary? 
Mr. Rose and Mr. Kimball have a prompt answer. The 
chain stores and the department stores and other out- 
lets, they point out, are selling more and more hard- 
ware. This has imposed hardships on many inde- 
pendent hardware dealers who have seen their sales 
and their profits decline. 

Does this mean that the independent hardware 
dealer is doomed? 

The management of Rose, Kimball & Baxter made 
a very extensive study of this problem. They studied 
chain store methods. They visited other hardware 
wholesalers, and particularly studied the experience 
of wholesalers with merchandising programs in other 
parts of the country. 

They also acquired the services of Cosgrave & Asso- 
ciates. This firm, headed by Paul L. Cosgrave, has 
specialized in hardware distribution methods, and 
has been particularly active in setting up dealer mer- 
chandising programs for wholesalers. 

The conclusions drawn from these investigations of 
Rose, Kimball & Baxter, plus the experience of Cos- 
grave & Associates, were that the independent hard- 
ware merchants can successfully compete with chain 
competition, provided he uses many of the methods 
that have proved successful in chain store operations. 

Why is this important? For one thing, a check up 
of a group of hardware stores showed that most of 
these hardware dealers do not know what their best 
sellers are. Lacking an effective stock control, the 
average hardware store is usually out of the best 
sellers, which means that much profitable business is 
needlessly lost. 

This is not guess work. Here are some actual ex- 
amples: 

In one store, in the electrical department, the store 
should have carried 392 items, but was out of 116 of 
these basic items that people ask for most frequently. 

Or take another store, in the tool department, where 
there should have been 430 basic items, the store was 
lacking 216 of these, 50 percent. In other words, this 
store was carrying only half of the basic items that 
its customers wanted. 

Here are some more of these startling examples. 
In the housewares department, a store was out of 375 
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Typical sheets from the basic stock selection list 
used by program dealers. 


This inventory schedule form is used by stores 
to record, by departments, the result of peri- 
odic stock checks. 
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ROSE, KIMBALL & BAXTER, INC. 
Profit Maker 
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(Continued ) 


of the 485 basic items. In other words, this store 
was out of 77 percent of the most important and best 
selling housewares items. 


These figures showed that one of the most impor- 
tant things that a hardware store needs to be com- 
petitive is an effective list of basic stock items and 


a simple method of stock control for these basic 
items. 


The chain stores have long used basic stock lists. 
The items on these chain store stock lists are usually 
divided into “basic” and “basic-basic.” The basic- 
basic items are those which a store must have if it 
is to supply its customers most wanted needs. Sears, 
in a circular sent to its store managers recently, said 
“Never allow basic-basic items to be off your shelves. 
Watch especially such items.” 


With this background, the development of a basic 
check list was one of the primary goals of the Rose, 
Kimball & Baxter program. 


Having the proper items in the store is an impor- 
tant part of the picture. However, another important 
element is the proper display of these items to provide 
not only maximum exposure, but also to put them 


where the customer expects to find them. This science 
of display has been very thoroughly developed by 
chain stores. It is also used in the Rose, Kimball & 
Baxter program. 


Can these methods be applied to the independent 
hardware store? The experience has been that they 
can be applied, and very successfully. They have been 
used in a number of stores in other sections of the 
country with great success. 

The Rose, Kimball & Baxter merchandising pro- 
gram has four key phases. 


The first is modern store enginering. This includes 
lighting, layout, effective display methods, etc. 


The second element is modern merchandising. 
This involves the use of vertical arrangement of mer- 
chandise, instead of the horizontal method commonly 
used by hardware stores. It concerns keeping mer- 
chandise together in family groups, and it also in- 
cludes the use of effective pricing procedures and 
ticketing methods. It also covers the proper use of 
paint to provide the most effective color background 
for various merchandise. 


The third factor is modern sales promotion and 
advertising. This includes the proper use of con- 
sumer broadsides and circulars, effective newspaper 
or radio advertising; the proper use of store decora- 
tions to tie into promotions, etc. 


The fourth factor is stocking the right merchan- 
dise. Most dealers do not have the time or facilities 


View of a program store showing the use of the specially designed Rose, Kimball & Baxter 


fixtures. These fixtures can be set up by a dealer himself. 
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to collect the figures needed to know what constitutes 
their best selling merchandise in all departments. 
For example, it is not generally understood that 80 
percent of an average hardware store’s sales are 
accounted for by only 25 percent of the store’s in- 
ventory. 

Most hardware stores that have been studied by 
Cosgrave & Associates in their consulting work are 
frequently out of the basic items which a shopper 
expects to find and to buy in a hardware store. Yet, 
these same stores will usually carry thousands of 
items which tie up capital but do not produce sales. 

To enable a dealer to keep his inventory in good 
condition and to make certain that he gets the maxi- 
mum sales potential out of every dollar invested in 
stock, the Rose, Kimball & Baxter program includes 
a basic stock selection list. This list consists of about 
6500 items, of which 5020 are basic-basic items, or 
items which must be in stock in every hardware store 
if it is to be operated at a profit. 

This basic stock selection list is divided into two 
types of items—basic-basic items and basic items. 
The basic-basic item should be in every hardware 
store. The basic item is a good seller, but is not as 
important as basic-basic merchandise. The items on 
this stock selection list must be modified to meet the 
specific requirements of certain localities where shop- 
pers may have a demand for an item that is not used 
in other areas. This list must also be supplemented 
by seasonal lists. It must be constantly studied and 
revised, as experience and sales figures indicate, to 
keep up with changes in shopping habits. 


The dealer's first step 


What happens when a dealer decides to use the 
Rose, Kimball & Baxter program? 

The first step is the signing of a very simple agree- 
ment between the dealer and the wholesaler. This 
agreement outlines the services which the wholsaler 
will supply the dealer. It also contains an agreement 
by the dealer that he will make serious use of this 
material and assistance provided by the wholesaler. 

The store remains completely independent, as in 
the past. On suitable notice, either the dealer or the 
wholesaler may withdraw from the program without 
penalties. 

After the agreement is signed, the next step is for 
a study to be made of the store to determine how it 
can be adapted to modern display methods. This study 
is conducted by the Program Dealer Service Depart- 
ment of Rose, Kimball & Baxter. This department 
now consists of nine people, under the management 
of Harry Jones, and reporting to Gloyd Kimball. Mr. 
Jones has a background of experience in grocery 
chains where programs of this type have been in 
use for some time. 


The Rose, Kimball & Baxter Dealer Service Depart- 
ment develops a modern layout for the store and 
recommends the type of fixtures that can be most 
effectively used. These fixtures are specially designed 
by Rose, Kimball & Baxter to incorporate the display 
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View of the tool department of a store modernized 
under the Rose, Kimball & Baxter program. 


: -heen 
oor es 1. ee 


. = ° am ; * 
§ . t+ ; ; £. 4: ~ >. a ; 
Som . * 
ry ‘ 
. 





Typical fixture supplied by Rose, Kimball & Baxter 
in the store modernization phase of the program. 
This island carries paint sundries and some farm 
hardware. 


elements that are vital to getting maximum sales 
in a hardware store. 

The dealer can purchase these fixtures ready made, 
or he can make his own fixtures from plans supplied 
by Rose, Kimball & Baxter. Most dealers find it more 
practical and less expensive to buy these fixtures, 
made up, from an Elmira builder who builds the fix- 
tures exclusively for Rose, Kimball & Baxter dealers. 

While this is going on, the dealer and the Dealer 
Service Department take a store inventory, checking 
this against the basic stock selection list. The usual 
experience, when this is done, is to discover a great 
deal of merchandise in the store that is not fast- 
selling merchandise. This merchandise is often put 
up on a special sale to get back the store’s capital 
invested in it. The cash realized from such a sale 
can be used to build up the inventory of the basic 
items, as shown on the stock selection list. 

When the new fixtures are ready to be installed, the 
Rose, Kimball & Baxter Dealer Service Department 
provides a set-up man to show the dealer, or any 
local help hired by the dealer, how the fixtures should 
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be set up in the store. These men also sample the 
bins. The dealer pays a moderate fee for the services 
of these men. 

While these steps are underway, the Dealer Service 
Department is also working with the dealer in devel- 
oping an effective reopening promotion sale. They help 
the dealer in layout of advertising, selecting specials, 
how to display to get the most out of the promotion 
items, etc. 

Thus when the fixturing is finished and the bins 
have all been merchandised properly, and the stock 
has been corrected so that it includes all the basic 
items, the sale is put on. 
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The results of these opening sales are most unusual. 

For example, this is the experience of one dealer: 
“We have had spring open house for several years. 
In other years, half of the people came in only to 
register for the door prize. But this year, they were 
certainly in a buying mood. At least 90 percent of 
the people who registered made purchases. They 
didn’t buy just the special sales items either, but 
picked up many other things. In addition, we sold 
several major appliances and plumbing fixtures. The 
remodeling job is certainly selling the merchandise.”’ 

The success of a program store over the years will 
depend in a very large measure upon how carefully 
it maintains its stock, according to the basic stock 
list. If it does not do this, it will very quickly develop 
a great many out in the most wanted items, and will 
thus lose many profitable sales. At the same time it 
will begin buying merchandise that is not on the basic 
list and which will undoubtedly have a very poor sell- 
ing potential. 

So, an important part of the Rose, Kimball & 
Baxter program is the continuing use of the basic 
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These two layouts were prepared for two program stores as part of the modernization phase 
of the dealer program. Note the differences in the dimensions of each store. 
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stock selection list. Experience has shown that oper- 
ating with this list, and with a periodic checking of 
inventory, it is possible to operate a store on a 
smaller inventory, and a higher turnover. 

The list also helps minimize one of the largest 
profit-killers in the hardware business—duplicated 
lincs. The basic stock list keeps duplicated lines to a 
minimum. 

It is important to emphasize that while the basic 
stock list is based on the experience of hundreds of 
dealers and the experience of chains and other sources, 
it still must be adjusted to the specific needs of the 
individual store. 


A planned check on stock 


For example, the average store will carry about 30 
different hammers. Of these, about 13 will be basic- 
basic items and five will be basic items. The remain- 
ing models and styles will be those selected by the 
dealer himself as models for which there is a heavy 
call in his particular market area, even though they 
may not sell well in other areas. The final decision 
on what a store will or will not carry rests in the 
store manager’s hands. 

In order to keep a program store’s stock in good 
shape, Rose, Kimball & Baxter provides a simple plan 
for a monthly stock check. The plan recommended 
by Rose, Kimball & Baxter is to divide the store into 
various departments, with each sales person responsi- 
ble for certain departments. Then these departments 
are split up in such a way that a small amount of 
time spent each morning in taking inventory on a 
special form will provide a complete stock check 
each month. 

This periodic stock checking also assures that the 
bins are kept full and clean. In making this inven- 
tory check, the sales clerk uses the basic stock list, 
since the stock list is arranged in the same manner 
as the merchandise is binned on the fixtures. This 
makes it very easy to take inventory. 

On the basis of this stock check, the dealer orders 
merchandise, preferably for a six-weeks’ supply. By 
placing an order for a six-weeks’ supply, the dealer 
keeps his dollar investment in stock at a minimum 
and, if followed out properly, it will give him an 
eight-time turn in most departments. This compares 
with about two turns for the average store. 

The salesmen of Rose, Kimball & Baxter check the 
stores on a regular basis to handle the orders. A 
member of the Program Dealer Service Department 
also calls once a month to consult with the dealer on 
any problems he may be facing. 

It has been found that in the two dozen or so stores 


that have already installed the Rose, Kimball & 
Baxter program, that an increase in sales of around 
25 percent is usually experienced, without an increase 
in costs or inventory. 

This experience has also shown that while the in- 
ventory is usually increased in the number of items 
carried, there is no increase in dollars involved. 

In addition to these elements of the program, the 
dealer is also provided with a price change service to 
keep his prices up to date. 

It is also planned, when sufficient time has elapsed, 
to provide dealers with a report form for a record of 
their purchases of items on the basic stock list. This 
will enable the dealer to make a more intelligent 
decision on the amount of stock to keep on hand, and 
the amount that should be purchased to provide a 
good turnover. 

It will also be extremely valuable in helping the 
dealer to understand his seasonal trends in the buying 
of various items so that he can anticipate it at the 
right time. This will be a refinement that will be 
most helpful to dealers in operating a store with the 
minimum capital investment and the maximum turn- 
over. 


Line forms to the right 


The results of the Rose, Kimball & Baxter program 
to date have been most encouraging. A waiting list 
of stores interested in participating in the program 
has already developed. However, the management of 
Rose, Kimball & Baxter feels that it is important that 
each store that joins the program be given special, 
personalized attention and on this basis is moving 
at a slow but steady speed. 

The full potentials of this program so far as the 
wholesaler is concerned, will not be realized immedi- 
ately. It requires a number of changes in buying 
procedures and in order filling procedures. In the 
development of this program, Rex Baxter, vice-presi- 
dent in charge of purchasing for Rose, Kimball & 
Baxter, has given his enthusiastic support to the effort, 
as have all the buyers. 

The important element in this program is follow 
through. And according to the stores to-date, when 
there has been follow through, the store has found the 
program a very simple and effective means of meet- 
ing chain store competition. 

The wholesaler, in turn, has experienced an in- 
crease in business from these program stores. Since 
a considerable investment is involved on the part of 
Rose, Kimball & Baxter in setting up and operating 
this program, a higher sales volume per store is a 
necessary requisite to its continuation. All present 
indications suggest that this will be realized. °® Enc 


Does the Rose, Kimball & Baxter store program really work? 





> 


For the answer, please turn the page for a first-hand account of a dealer's experience 
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What do dealers think of the Rose Kimball & Baxter program? 


Does the Rose, Kimball & Bax- 
ter store program really work? 
This question was asked of George 
Camin, partner of the Owego- 
Murray store, Owego, New York. 

Mr. Camin has spent 18 years 
in the hardware business in Owego, 
a town of 5000 population. Prior 
to that he had been associated with 
Sears’ stores. 

In addition to hardware, this 
store has a second floor devoted to 
furniture and wheel goods, etc. 
The lower floor is almost entirely 
general hardware and appliances. 
Four people, including a check-out 
cashier, operate the lower hard- 
ware floor. 

This program has been in effect 
for nine months in this store and 
Mr. Camin reports that his sales of 
general hardware have increased 
30 percent in that time. 

He sums up his experience with 


Right view of the store front of the Owego-Murray store. 


the Rose, Kimball & Baxter pro- 
gram with this statement: 

“IT have been looking for this 
type of assistance for some time. 
To me, it is indispensible for the 
success of the independent hard- 
ware store.” 


George Camin (right), partner of 
the Owego-Murray store, checks 
a store ad with Harry Jones, Rose, 
Kimball & Baxter Dealer Service 
manager. 


Second 


floor of store handles furniture, wheel goods, etc. 
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Mr. Camin feels that his in- 
creases in sales have been due to 
having the proper stock on hand 
and to showing it off more effec- 
tively. The open display, he finds, 
makes selling easier and, when 
combined with the basic stock se- 
lection list and periodic inventory 
checks, the turnover is improved. 

The procedure in this store is to 
make a complete check of the stock 
of general hardware every month. 
The work is divided so that each 
sales clerk spends between one to 
one and a half hours each morn- 
ing, on four consecutive days, 
cleaning, refilling and checking the 
bins. The checking is done on the 
first four days of the week, in 
order to leave sales people free for 
selling on the last two days of the 
week when business is very heavy. 

A check out counter at the front 
of the store is an essential part of 
this store layout. 

Another store reports that in a 
six-month period, with the pro- 
gram, sales showed an increase of 
31.3 percent against an earlier six- 
month period without the pro- 
gram. 

This store has developed some 
very interesting experience in con- 
nection with the percentages of 
cash and credit sales. 

During a recent period when 
total sales were up 31.3 percent, 
cash sales showed a gain of 34.4 
percent while credit sales were up 
28.7 percent. 

Even during the slow month of 
January, when other dealers in 
the area were reporting poor busi- 
ness, this store showed an in- 
crease in cash sales. 

In the opinion of this store 
owner, the primary reason for the 
increase in sales was the moderni- 
zation phase of the program. ® End 
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Simple controls 
bring rental profits 


Posted schedules help sell rental tools to 


users and interest users in buying new units 


You can build traffic and profits 
with a tool rental department. 

Here are two simple ideas to 
help you make those profits: 

1—Post rental fees. 

2—Use signed rental records. 

These simple ideas have helped 
Bordeaux (Tenn.) Hardware, near 
Nashville, to make rental profits. 


The firm’s rental schedules list 
rates by the day, minimum and 
week. Minimum rates are in some 
cases the same as _ full-day 
charges. 

Why? 

Donald Pfeffer, owner of the 
store, says, “We tried to balance 
potential demand against wear 
and tear. 


“Our weekly rate means noth- 
ing. Most customers will not keep 
a unit beyond three days. If they 
do, then they have forgotten to 
bring it back. When a good cus- 
tomer has kept a rental unit too 
long, I will charge the so-called 
weekly rate rather than try to col- 
lect a large amount. 

“Take our fence stretcher rates 
—$l1 per day, 50¢ minimum and 
$2 per week. 

“This unit gets little wear and 
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tear. So I keep the rate down. 
Take something that can be eas- 
ily damaged. It calls for a higher 
extra day or weekly rate.” 

Since he posted this schedule 
Mr. Pfeffer has eliminated argu- 
ments on delayed returns. Al- 
though he knows the schedule by 
heart, he always appears to con- 
sult it for all extra day rates. 
Customers seldom protest after 
this silent suggestion that the 
terms are posted in plain sight 
for them to read. 

Minimum rental fees are 
charged for items returned within 
four hours. Morning rentals have 
to be back in the store by noon, 
afternoon rentals by 5:30. Units 
rented for an evening have to be 
returned to the store by 8:30 the 
following morning. These return 
hours were set because they were 
found to be most active for ren- 
tals of all types. 

By posting the weekly rate the 
firm has sold many tools to would- 
be rental customers. These cus- 
tomers find that the new tool wil! 
cost little more than the cost of 
a long rental. Sometimes Mr. 
Pfeffer offers a used rental item 
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How a hardware store posts its tool 
rental tee schedule. 


at a bargain price, and uses it to 
upgrade the customer to buy a 
new tool. 

All rental equipment is kept in 
good working condition, and 
checked before and after each 
rental. 

When customers rent equip- 
ment from the store the firm re- 
quires them to sign a rental rec- 
ord with space for their automo- 
bile license number and other 
identification. 

One customer dropped a polish- 
er off a truck, and badly damaged 
it. He tried to avoid paying dam- 
ages, but was forced to pay dam- 
ages and costs after a law suit. 

The rental record used by Bor- 
deaux Hardware is simple, but is 
one which has been held binding 
as a contract. It is a form pro- 
vided by a floor sander manufac- 
turer. 

Customers rarely object to sign- 
ing the record. Mr. Pfeffer says 
to them, “If you have a heart at- 
tack, who is to say that these 
tools belong to Bordeaux Hard- 
ware?” 

This friendly query usually 
makes the customer sign the con- 
tract for the dealer. © End 
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Store modernization 





Modern store layouts and packaging are forcing 
back-up stocks out of dark warehouses and onto 
selling floors where you get ...for each item... 


Stock rooms are becoming obsolete. 

Most hardware dealers say they would make 
more sales if they only had room for wider as- 
sortments. Yet it’s a pretty safe bet that if 
you are an average dealer, about one-third of 
your total potential display area is tied up in 
stock rooms. 

This is traditional. Big stock rooms have al- 
most always been a part of retail stores. But 
the need for them has greatly diminished. 

Merchandise is rapidly coming out of gloomy 
cartons and bulk containers. More items are 
being packed “each” instead of “gross.” And 
you are seeing thousands more items sheathed in 
clear plastic wrappings, or packed in display- 
fronted self-serve packages. Such hardware 
standbys as files, fasteners, and builders’ hard- 
ware are all dressed up for the self-serve trade. 


Dealers are learning that less depth of stock, 
more variety in assortments, and fewer items in 
the warehouse work hand in hand to hike sales, 
turnover, and profit. 

Ernst Hardware Co.’s Ballard district branch, 
Seattle, Wash., has learned this lesson. 


More sales, 


Not long ago, this dealer moved this branch 
store into a larger building that had all of the 
trappings a new store should have. It is big 

. more than twice the floor space of the old 
3600 sq ft store. It’s modern... with yards and 
yards of perforated paneling, air conditioning, 
and brightly lighted pastel coloring. 

And almost all of the store is selling space. 
Its stockroom takes up a corner of the store, 
barely 14 ft across. Ernst’s concept of using 
step fixtures and wall shelves to show off modern 
packaging has reduced the need for a big ware- 
house. 


Here is what Ernst has done with combination 

floor display and stock: 

(1) Increased sales in the new store by more 
than 60 percent, compared to the old lo- 
cation. 

(2) Increased inventory a scant 10 percent 
while overall display space shot up to 
9500 sq ft. 

(3) Floor display units show and hold “at 
least twice as much floor stock as in the 


Here is the Ballard branch of 
Ernst Hardware Co., a 9500 
sq ft hardware department 
store that has virtually elimi- 
nated the need for stock- 
rooms. 
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old store,’ according to manager Howard 
Hanson. 

Variety of assortments is wider. Sales 
in housewares, electrical, and garden lines 
have more than doubled with the addition 
of items there wasn’t room for in the old 
store. 

All of this is no accident. 

Ernst planned its new store with this improved 
display-stock idea in mind. Some lines, such as 
paint, have no back-up stock in the warehous 
at all. 

The benefits of little or no reserve stock are 
many: 

(A) Immediate, visual stock control keeps 

close tabs on lows and outs. 

(B) Handling of new goods is cut 50 percent. 
New items are marked and put on dis- 
play without the lost labor of stockroom 
handling. 

Slow sellers, destined to become dogs, are 
never a quantity problem. 

New items and active items that sell bet- 
ter than planned are constantly brought 
to the manager’s attention. 

There’s no lost clerk time searching ware- 
house cubbyholes. If it isn’t on the 
display where it belongs, it is generally 
out of stock and on automatic reorder. 

Most dealers who use modern fixtures that dis- 
play samples and hold a reasonable amount of 
back-up stock have a maximum-minimum stock 
order system. 

With a maximum-minimum system, the head 
of stock for any hardware department knows 
how much to reorder at any given time. For ex- 
ample, a certain type of hammer is listed under 
maximum-minimum limits at 18-6. This means 
that 18 hammers is a maximum stock, and 6 is 
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Put it on display,” is the sales-motto 
here, ‘‘don't hide your stock in the 
warehouse.” 


a low point. 

At the low point, reorders should be automatic. 
Actually, the reorder should be placed before low 
point is reached. In this case, the reorder should 
have been made when the stock on hand got down 
to 9 or 8 pieces. When low points are antici- 
pated this way, a new shipment is on its way 
from suppliers by the time the low, or danger, 
point is reached. 

Keeping an eye on maximum-minimum figures, 
fast sellers, seasonal goods, and ordering sys- 
tems is a full time job in a fast-turnover opera- 
tion like Ernst’s. 

When you hold back-up stocks to a minimum 


FOR A MODERN FLOOR PLAN 
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A concept for more sales 
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About 95 percent of this store is floor display. The stockroom is tiny. Wide aisles and symmetrical arrangement invite 


longer shopping trips. 


you run the constant risk of lows and outs unless 
you and your department heads keep tabs on 
every bin, shelf, and island. 

But such a system, well organized, keeps you 
flexible. You are never sapped of purchase money 
for hot, new items or fill-in orders for staples. 


You don’t have the danger of building up a load 
of slow sellers in poorly counted warehouse bins. 
This keeps markdowns under the accepted 2 per- 
cent median figure for hardgoods. 

Further, you are turning over your inventory 
faster. This has to mean a fatter net profit at 
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Are big stockrooms necessary? 


Here are questions which, answered can- 
didly, show you if your big stockroom can 
be a waste of space, and a collecting place 
for old stocks, broken displays, and mer- 
chandise. Rate the value of your stock- 
room by answering yes, no, or maybe to 
these questions: 


(1) Are most of your items in at- 
tractive resale packages?  ..... 
(2) Would most of those items fit 
on display floor fixtures?  . ..... 
(3) Is there a lot of wasted space, 
both on your sales floor and 
in your stockrooms? ..... 
(4) Would a check of bins, cases, 
drawers, shelves and cartons 
show you a lot of stock duplica- 
tion, half empty containers, 
and office supplies and personal 
belongings eating up valuable 
es ee ee ee ws 
(5) Could most of your floor and 
stock fixtures be rearranged 
more compactly to give you 
meena, «i ek, 


(6) Are many of your stockroom 
items badly needed to fill half 
empty bins and shelves on the 
I Se RE ee 

(7) Would you save a lot of time 
and trouble by putting many 
packaged items directly on 
sales floor instead of in stock- 
et Pa eer Ne 

(8) Are most of your cats and 
dogs, broken items, and old dis- 
plays gathering dust in the 
stockroom right now? (And 
haven’t they been there much 
es re re ge 


(9) Have you taken a really good 
look at your stockroom lately? ..... 


These are things we often take for 
granted. A good, close look may surprise 
you. 











year’s end. As your inventory turns faster, 
you'll get to test-sell more new items, and wider 
assortments within lines. 

Wide assortments get you a reputation for 
variety, for “having everything,” with your 
trade. This is traffic insurance. But only if 
you toe the staple line, and keep a reputation for 
stocking the necessities in hardware. 

Ernst Hardware is set up for self service with 
department markers, 100 percent accessible bins 
and shelving, check-out stations, and clear price 


HARDWARE AGE, AUGUST 15, 1957 
























































Even bulk items are stocked up to the hilt on the selling 
floor. Stockrooms are not used unless absolutely necessary. 
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The sales floor here is the stock room for any item that is 
packaged for display. 


marking. But clerk service, maintained by eight 
employees, is offered to every customer who 
signals for help. 

Most of Ernst’s traffic comes by car: A big 
9500 sq ft lot directly behind the store ends the 
parking problem. 

Family shopping trips are encouraged. The 
store maintains 3 ft aisles in every direction, 
and there are departments for every member of 
the family. There are potted plants, housewares, 
china, and lamps for the ladies, toys for children, 
and sporting goods for every age and sex. 

Hardware departments that men like to browse 
in fill more than half of the store. In all, you 
might call Ernst Hardware a hardware depart- 
ment store. But this could never have been pos- 
sible if stockrooms gobbled up a third or more 
of available selling space. @End. 


Store advertising 
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TV as an advertising medium is growing steadily. And you don’t 
have to be the biggest dealer in town to afford this newest way to 


build traffic 


“Sold $4500 worth of salad mixers in a short 
while,” ... Tulsa, Okla. 

“Biggest year in 33 years, thanks to TV,” .. 
Savannah, Ga. 

“Sold 58 work shops after one week of TV.” ... 
Seattle, Wash. 

Reports like these are streaming in from all parts 
of the country. They tell a success story that interests 
dealers everywhere. These reports come from stores 
like yours, in communities like yours. They are not 
isolated instances of advertising luck by a chosen few 
big dealers. 

Based on such reports to HARDWARE AGE, and busi- 
ness magazine Television Age, one thing is clear: 

For those who can afford the initial investment, 
television ads return sales that are often far in ex- 
cess of the cost when compared to other media such 
as newspapers and broadsides. 

The reasons for this are: 


(1) Captive audience 


The person watching his set is not likely to switch 
stations the way he flips pages of advertising. Each 
TV message is heard and seen, and leaves its mark 
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on the minds of viewers. Even if they are not con- 
centrating on the advertisement, parts or all of it 
remain in the subconscious mind. 


(2) Prestige 


Consumers tend to put more faith in specials, re- 
ductions, and guarantees they see on TV than in hand- 
bills, broadsides, post card mailers, and many other 
forms of printed advertising. 


(3) Living advertising 


When you watch TV you see life and action. Even 
when on film, this kind of message gets across better 
than still, two dimensional ad copy in almost any form. 
This is especially important in demonstrations of do- 
it-yourself hardware. 

How successful has TV been recently as a sales- 
maker? 

Here are some examples :* 

Davis Hardware, Tulsa, Okla. — A series of filmed 
commercials naming this store as the source for a new 
salad mixer brought an immediate surge of traffic and 
sales. About 1500 of the mixers were sold at $2.98 in 


*Source: Television Age. 
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a short time. Another series sold 25 power saws at a 
minimum of $245 each. Some retailed at $500. 

Stubbs Hardware Co., Savannah, Ga. — This store 
promotes sporting goods via a 15-minute hunting and 
fishing information program. Co-owner Otis Stubbs, 
Jr., said recently, “Thanks to TV, 1955 was our big- 
gest year in 33 years.” 

After plugging a special $10.50 fishing rod for sev- 
eral weeks on TV, Stubbs added up its sales figures, 
and was amazed to find 500 of the rods had sold from 
the ads. This more than equaled the previous year’s 
sales. 

Big Pines Lumber Co., Medford, Ore. — This dealer 
has used a live 15-minute TV show that cost about 
$100 a week. Its program showed the various stages 
in home building and remodeling from laying founda- 
tions to finishing. Items used on the TV demonstra- 
tion from program to program were in constant heavy 
demand. 

Black & Co., Decatur, Ill. — This dealer operates 
eight hardware stores and one paint outlet in the 
Decatur-Springfield-Rockford area. It has a large TV 
budget that covers different types of shows from 5- 
minute handyman programs to half-hour films. Vari- 
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ous item promotions have more than carried the cost 
of the advertising. For example, a power mower cam- 
paign last summer boosted sales 300 percent over pre- 
vious years. 

Chicago Lumber Co., Omaha, Neb. — This dealer 
has sponsored filmed shows such as Victory At Sea, 
and attributes continuous sales increase to the 
medium. 

Ernst Hardware, Seattle, Wash. — One minute live 
commercials are used five times weekly here with out- 
standing success. A one-week series sold 58 home 
power shops at $289.95. Tool department manager 
Ken Sweeney said that 90 percent of customers asking 
for demonstration mentioned the TV commercial. 

Holland Lumber Co., Omaha and Lincoln, Neb. — 
This dealer used a live 15-minute 7V Handyman show 
for 18 months. It was aimed at do-it-yourself home 
mechanics. It has increased volume to the point that 
this dealer is considering doubling the show’s time. 
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Many dealers have thought of using TV on local 
stations where rates are within their budgets. But 
they hold back because they don’t fully understand 
what they are getting into. 

HARDWARE AGE checked advertising agencies to get 
these facts: 

Should the average dealer go into television adver- 
tising? 

Can he afford it? 

The answers to these questions depend on the size 
of the city where broadcasts originate. Generally 
speaking, the cost may be prohibitive, compared to 
other advertising media such as newspapers, radio, 
and direct mail. Full TV advertising coverage in any 
big city is virtually out of the question, except for 
the largest dealers. 

But, in a medium or small-sized community, it is 
being done steadily and profitably. 

Although the number of hardware dealers and 
wholesalers who use radio or television is relatively 
small, the more aggressive firms have taken the plunge. 
They are not sorry. 

Saturation spot radio announcements (frequent, 
short advertisements) on moderate and low-priced 
stations in small cities and towns have been rewarding. 

With few exceptions a 5, 10, or 15 minute TV pro- 
gram for a hardware store would be too costly to be 
practical. The amount of time in preparation, costs 
of production, and charges for air time could sky- 


What will TV cost you? 


A 20 or 60 second spot usually costs the same. Used 
regularly, spots build sales for you. Here are repre- 
sentative costs for a 20-60 second spot in most areas 
of the country. Check these samples to get an idea of 
what you will spend to test TV as a traffic maker. All 
prices quoted are time, generally the hours before 1 
p.m. and after 11 p.m. Costs are for a one-time ad. 
If you contract for 26 or 52 spots, the rate gets con- 
siderably cheaper. 





Station Cost 
City call letters per spot 

Burlington, Vt. WCAX-TV $35 
Bangor, Me. WABI-TV $35 
Erie, Pa. WSEE-TV $30 
Charlotte, N. C. WBTV $100 
Fort Lauderdale, Fla. WITV $55 
Fort Worth, Tex. KFJZ-TV $50 
Butte, Mont. KXLF-TV $10 
Minneapolis, Minn. WCCO-TV $109 
Yakima, Wash. KIMA-TV $45 
San Diego, Calif. KFSD-TV $80 
Omaha, Neb. KMTV $60 
Salisbury, Md. WBOC-TV $22 
Muncie, Ind. WLBC-TV $25 
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(Continued ) 


rocket overall cost to four figures per program, except 
in smaller communities. 

So, let’s talk about 10 and 20-second, an one- 
minute spot announcements. 

The ideal plan is to arrange a cooperative series 
of spots with one or more of your key manufacturers, 
or a wholesaler from whom you buy heavily. Tool 
companies, lock makers, lawn mower and seed manu- 
facturers, sporting goods makers, and paint companies 
are good prospects for co-op TV advertising. They 
frequently have large budgets and are eager for local 
coverage. 

Many wholesalers will cooperate with dealers in 
share-the-cost advertising. Many presently include 
listings of dealers in group ads. 

In co-op deals, manufacturers or wholesalers pay 
one-third, half, or maybe two-thirds of total advertis- 
ing costs. 


Costs vary by location 


If a co-op deal cannot be worked out for TV, dealers 
pay the full costs. But in small communities most 
dealers can afford short spots on their own. And 
monies spent are deductible as business outlays on 
your income tax. 

You may choose a slide film for your ad. You can 
have a slide made for as little as $5.50 in black and 
white. It costs about $12.50 for color. These can be 
effective if you have a variety of three or four dif- 
ferent messages. 

If your ad budget is big enough, or if you can work 
out a co-op arrangement with a manufacturer or 
wholesaler, you might use a short motion picture 
spot. You shouldn’t plan such a move unless you have 
at least $500-600 to invest. Should you want a motion 
picture spot of, say, a full minute, your production 
costs can climb to more than $5000. 

Of course, intial production costs of a film are high. 
But this cost gives you a superior packaged advertise- 
ment that can be re-used indefinitely. 

Next, consider air-time costs. These range from 
$10.10 on a station like WLAP-TV, Lexington, Ken., 
population 55,534, during late evening or early morn- 
ing time, to $117.50 for comparable time on a station 
such as WFIL-TV in Philadelphia, population 2,300,- 
000. 

A 10-minute program in Lexington, best evening 
hours, costs $64.40. A comparable show in Philadelphia 
costs $733. 

Thus a spot announcement on opaque or trans- 
parent slide could be run for as little as $15.60 per 
spot. This is a cost for small communities. It is within 
the budget range of almost every dealer. 

A good example of how a dealer in a medium sized 
city got started in TV is Miller Brothers Hardware, 
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at Easton, Pa. This dealer used radio for many years. 
Its radio success is based on steady participation, co-op 
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deals with manufacturers, and joining group ads on 
one or more programs. Miller Hardware is a regular 
advertiser on Easton’s most popular radio breakfast 
show. And the sales results have more than paid the 
cost of programming. 

More than a year ago, this hardware store, headed 
by Frank Hahn, got interested in TV. It hesitated, 
but finally started using TV as an added sales maker. 

Result of the experiment is Miller’s current public 
service program for Easton’s station WGLYV. The 
store provides tips on hardware items, how-to-do-it 
and when-to-do-it features. The station provides the 
studio, air time, and an announcer on behalf of some 
worthy community organization. 


This arrangement may be unusual, but it’s not im- 
possible. Public service programs are part of every 
station’s time. Miller’s program runs 15 minutes, once 
a week. It could be 5 or 10 minutes just as well. This 
dealer has also used TV spot announcements at rates 
similar to those listed for Lexington. 

Easton TV station’s rates for spots run from $13 
to $30. Variation depends on time of day, and length 
of contract. Rates for a contract for 52 spots run 
about 10-20 percent lower than one-time spots. 

Do you need an advertising agency to get started 
in TV? 

No, not necessarily. 


An agency usually can save you time and improve 
your presentation. But, dealers whose budgets are 
tight can get all the personnel and advice they need 
from the TV station. A photo shop or TV slide-film 
maker will provide the materials. 

Should you go into TV spot advertising? 

If you can afford regular ads in other media, chances 
are you could profitably divert some money to TV 
for a test period. But bear in mind that just one or 
two spots won’t jam your store with new traffic. 

If you are going to give TV a fair trial, plan to let 
your spots run consistently for a given period of sev- 
eral weeks to a month. Repetition counts heavily. 
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FOR THE NEW FAST-TURNOVER 
ITEMS—LOOK TO YALE! 





NOW...IT’S THE YALE 





SPECIAL INTRODUCTORY DISPLAY OFFER 
FREE: An attractive counter display with the first six Yale 
No. 25 Latches you order. Five latches are packaged, sixth 
mounted on the display. Hurry, display supply is limited! 













NEW 
SCREEN 
DOOR 
LATCH: 


Single Bore, 
Easy to Install 
“ee” $2.50 


The new Yale No. 25 Screen Door Latch is 
stylish, functional—yet low in price. 

What’s more, the No. 25 will be a favorite 
with your “do-it-yourself” customers because 


it’s so easy to install. Just drill one hole. 
What could be simpler? 








* Only one hole to drill 
* No mortising needed 
* Polished brass or aluminum finish 


* Directions and template in each package 


For today’s big doings in locks 
and hardware—LOOK TO YALE! 


YALE & TOWNE 


YALE —REG. U. &. PAT. OFF, 


The Yale & Towne Manufacturing Company, Lock and Hardware Division, White Plains, New York 
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i a complete assort- 


ment of merchandising pieces 
designed to help you sell more 
L-O:F Window Glass. Each 
has a specific purpose and will 


help create more business and 





increase profits for you! 

Tie into the L-O-F advertis- 
ing program by displaying this 
famous trade-mark. It appears 
200,000,000 times a year in 
national advertising—advertis- 
ing many of your prospects 
read! 

Call your L’O-F Glass Dis- 
tributor—he’s well supplied 
with these sales aids—or write 
direct to Libbey-Owens:Ford 


Glass Company, Toledo 3, O. 





Let he ib gte oe 
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a Great Name in Glase 
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PALLET-CASES 
For Packing Window Glass 
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LIBBEY-OWENS-FORD 


Cuialily "Op WINDOW GLASS 
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Window sign, WG-49 
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WINDOW GLASS 
TO SIZE 
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Decalcomania, WG-24 





ee ...WHAT HAPPENED WHEN 
epi getpien : DEALERS LIKE YOU TOOK THE 
“BLINDFOLD TEST” 


Folder, WG-23 Booklet, WG-48 


Show more—sell more 


Perforated panel boards let you show more 


merchandise in less space. You can take ad- 





vantage of those places which are ordinarily 
bare by using paneled displays. Here is how 
Falk Ace Hardware Co. in Manitowoc, Wis., 
did it. 


The three foot door to the shop dis- 
plays mailboxes and small dinner 
bells. The board has been painted 
an attractive yellow for greater ap- 
peal and attention. 


Sporting goods can be shown on perforated paneling. Light bulb island is an attention getter with the over- 
- window display of guns show off the merchandise head panel display. Lighted bulbs draw customers. 
ettectively. 


y 
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Vo you have enough 


fire insurance? 


Here are three points to consider to guard 
against loss. Check these with your insurance 
agent and make sure you have enough protec- 


tion for your store 


How many times have you heard dollar loss suffered. They can even derstandings of co-insurance. (3) 


an insurahce man say, “Insure and 
be sure?” 
The two words, insure and sure, 
do not necessarily go together. 
Some fire insurance settlements 
can be for less than half the actual 





run to less than 20 percent of the 
actual loss. 

Most fire losses suffered by deal- 
ers who think they have adequate 
coverage come from three things: 
(1) Under-insurance. (2) Misun- 


When fire strikes it is comforting to know that you carry enough protection 


to rebuild and restock your store. 


80 


Lack of adequate asset and inven- 
tory records. 

Here’s why these three things 
can cost you money: 

(1) Under-insurance. 

When you purchase your policy 
it generally reflects an accurate 
valuation of your capital assets and 
inventory. As the years pass your 
inventory may not be accurately 
reflected in that insurance cover- 
age. 

It is common practice to adjust 
protection in line with seasonal 
changes in inventory. 

But it is by no means common 
to make such adjustments in rela- 
tion to increased capital assets. 

You may install new fixtures, im- 
prove your office and make other 
changes. The improved quarters 
may easily become of higher in- 
surable value through a rise in re- 
placement costs. 

Policy changes should be made to 
reflect these increased values. 

In summary: your original cover- 
age may no longer provide full pro- 
tection. If not, then you may be 
exposed to financial loss, through 
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BINDING TRUSS | | WASHER | | FILLISTER | 


HEADED FOR PROFIT! 


DEEP SLOTS, with 
PARALLEL SIDES, 
PRECISION CENTERED OVER 
SHANK, 
COMPLETELY UNIFORM 


Cheap heads twist, break off, cause injury, and 
damage material. Your customers know the im- 
portance of trouble-free heads, and the advan- 
tage of the right type of head for a specific job. 
That's why Southern Quality and Variety are bring- 


ing customers back. 


Let your customers know you've stocked Southern— 
then watch traffic grow in your storel 
WOOD SCREWS 
STOVE BOLTS was Write on company letterhead for free 
mt Package Stock Guide. 
Box 1360-HA, Statesville, North Carolina. 


MACHINE SCREWS 


A, B&F 
TAPPING SCREWS 


HANGER BOLTS 
DOWEL SCREWS 


WOOD & TYPE U ; 
DRIVE SCREWS s.. . 


ROLL THREAD ’ ‘ SCREW COMPANY 


CARRIAGE BOLTS : i STATESVILLE * WORTH CAROLINA 


New York + Chicago 
Dallas * Los Angeles 


Sold Through Leading Wholesale Distributors 


WAREHOUSES: 
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More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea- 
sons why— 


No. 1 VG Victor with delayed action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
=. Also ideal for trapping skunk and 
mink. 


No. 2 Victor single jaw, coil spring trap 
was designed by and for suc ul fox 
trappers. Sturdy, quick in action, it has 
exceptional holding power. 


No. 1 JG Victor Stop Loss trap is compact 
—can be set anywhere. Used extensively 
by A yo trappers who depend on 
its holding power to prevent loss. 


Order these and other Victor 
styles used by trappers in your 
grea from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. 
Berkeley, Cal. « Niagara Falls, Canada 


_ improvements. 





| age. 
_ policy would cover any possible fire 
_ loss. 








Do you have enough fire insurance? 





under insurance and operation of 
the co-insurance clause in your 
policy. 

(2) Co-insurance. 

The familiar 80 percent co-insur- 
ance clause in a fire insurance 
policy does not mean that the in- 
surance companies settle for 80 
percent of the loss. There are other 
percentages of co-insurance but 
they operate on the same principle 
as the familiar 80 percent. 

Let’s illustrate the co-insurance 
clause with the experience of an 
eastern dealer. 

His capital assets and inventory 


| were fairly valued at $15,000 when 


he first insured them. He covered 


_ them with $12,000 insurance which 
'was adequate at that time. 


In the following years, he made 
Rising costs added 
still more to the value of his 
original set-up. This dealer’s over- 
all property value rose from $15,- 
000 to $25,000. But he never 
changed the amount of his cover- 
He figured that his $12,000 


His agent made no attempt 
to get him to increase his coverage. 
A fire caused an $8000 loss. The 


dealer expected a full settlement. 


But the insurance company sent 


him a check for $4800. And this 
was 


fair because the dealer had 
made himself a co-insurer for the 
other $3200 by allowing himself to 
become under-insured. 

The insurance company adjuster 
showed the dealer, in black and 


_white, in his own policy, that he 
| was required to cover his property 
_in a policy for a full 80 percent of 


current value. That current value 
coverage requirement was 80 per- 
cent of $25,000 or $20,000. The 
dealer was also shown that the in- 
surance company could not be held 
for a greater proportion of the loss 
than for the relationship of the in- 
surance to the loss. 

The $12,000 coverage was only 
three-fifths of the $20,000 required. 
The company’s liability, therefore, 
was three-fifths of the $8000 loss, 
or $4800. The dealer had paid a 
premium on only $12,000, but had 
$25,000 worth of property exposed 


(Continued) 


to fire, or risk. The insurance com- 
pany said that the risk to it was 
out of all proportion to the pre- 
mium paid and that its settlement 
was in equitable proportion. 

This is what the 80 percent co- 
insurance clause really means. 

It does not mean that the insur- 
ance company will settle for 80 per- 
cent of the loss. The insurance 
company will settle for 100 percent 
of the loss, at current value, if suf- 
ficient coverage is carried. 

(3) Lack of adequate records 

The insurance company adjuster 
who visits you after your property 
has burned has only two things to 
guide him in a settlement that will 
be just for both you and for his 
company. 

He has, first, the reasonably ac- 
curate and current inventory, of 
both capital assets and stock, that 
you can bring from your bank 
vault. Second, he has his personal 
appraisal of you as a businessman. 

To list all the coverage offered 
for dealer protection is far beyond 
the scope of this article. 

The Rough Notes Co., Indianap- 
olis, publishes a list, Coverages Ap- 
plicable, listing 57 such coverages. 

The Spectator Magazine, pub- 
lished by Chilton Co., Chestnut and 
56th Sts., Philadelphia 39, pub- 
lisher of HARDWARE AGE and other 
business publications, analyzes 
these coverages in its book, Cover- 
ages and Forms. 

Common sense indicates that a 
dealer would be wise to check these 
listings with his insurance broker. 
East Coast dealers who had wind- 
storm riders on their fire insurance 
policies in 1955 were a very thank- 
ful lot. 

If you have a good insurance 
broker, you are fortunate. If you 
haven’t, then get one. Select him 
with great care. 

There are men in the insurance 
brokerage field who are counsellors 
of the highest order. They can be 
as valuable to you as your doctor, 
lawyer, or tax expert. Many insur- 
ance agents can also be of great 
service to you. 

Be particular when you pick your 
insurance man. ®End 
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The SCOUT No. 453. Body and 
shackle of heavy, brass-plated steel. Brand- 
new “Sure-Grip” knob. Width, 1% in.; 
shackle, % in. diam., 4%” x 4%” clearance; 
weight, 4 ibs. per doz. Individually boxed, 
12 to a display carton. Retails at 65c. (Your 
cost $5.15—your profit $2.65 doz.) 













for 38 million special prospects! 


In the months ahead, plenty of eager young hands will be reaching for 
these popular Slaymaker combination locks. Yes, sir—38,000, 

potential padlock customers in the school age bracket alone. That’s 
better than 1 in 5 of your local citizens, plus millions more who demand 
rugged combination padlocks all the year ‘round. They have the kind 


of sales features school kids really go for—down-to-earth prices, rugged 
construction, smart styling. 


There’s the Scout—the lowest-priced full size combination lock on the 
market today; the Minute Man—the only laminated combination lock 
made; and the Super Minute Man—the very finest money can buy. 
Keep them on display in their distinctive cartons. They'll stop store 


traffic—and the padlocks will do the rest. Order your stock now from 
your jobber! 


The MINUTE MAN No. 853. Case of 10-ply, mul- 
tiriveted, laminated steel. Casehardened shackle. 
Brand-new “Sure-Grip” knob. Width, 1% in.; shackle, 
%” diam., %” x 4%” clearance; weight, 5 ibs. per doz. 
individually boxed, 6 to a display carton. Retails at 
$1.10. (Your cost $8.80—your profit $4.40 doz.) 


They sell themselves. Let the customer 
handle the Slaymaker lock that suits his taste 
and pocketbook best. Let him spin the dial, 
test the precise mechanism, snap it open! 
He'll know it’s the right combination for him! 












The SUPER MINUTE MAN No. 854. Case of 12- 
ply, multiriveted, laminated steel. Casehardened 
shackle. Width, 1% in.; shackle, % in. diam., 4°’ x 4%” 
clearance; weight, 6% Ibs. per doz. Individually boxed, 
6 to a display carton. Retails at $1.49. (Your cost $11.85 
—your profit $6.03 doz.) 





TlaYMAKEFioce conrany 


Since 1888 Lancaster, Pa., U.S.A. 


Nationally advertised in The Saturday Evening Post 
WORLD'S MOST COMPLETE LINE OF PADLOCKS 
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ways to dodge 
bouncing checks 


Here are workable ways to protect your cash. Use these 
ideas to train your staff to be cautious in cashing checks. 
There are lots of forged stolen government checks around 


The chances are you will cash a stolen govern- 
ment check with a forged signature sometime in 
1957. 

The forged government check racket is big. 
The U. 8S. Secret Service calls it “one of the most 
active in the underworld.” 

Independent merchants cash most of these 
checks. Hardware dealers rate the most vulner- 
able as possible victims. 

Last year the United States government issued 
250 million checks, about one million each work- 
ing day. This year it will write some 300 million 
checks. The total may run higher next year. 

Government checks include social security 
benefits, payments to veterans, income tax re- 
funds, subsidies to farmers. Most of the checks 
are for small sums of money. 

Retailers are asked to cash more of these 
checks than banks. Hardware dealers do this 
as a service to customers. 

“How can I possibly lose by honoring a check 
issued by the United States?” a dealer asks. 
“Tt’s as good as gold, isn’t it?” 

Not always. 

Unhappily, government checks are the easiest 
things in the world to steal. The envelopes are 
readily recognizable. Many arrive with such 
regularity that a thief with even sub-normal 
intelligence can figure out the schedule. 

Worst of all, the typical home mailbox ranks 
lamentably low as a security risk. People who 
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exercise ordinary prudence to protect cash and 
personal property will allow a government check 
to lie all day in an exposed, unguarded, unlocked 
mailbox. 

Cashing checks would not be a problem if you 
didn’t have to deal with strangers. But America 
is a mobile nation. Twenty percent of the popu- 
lation moves every seven years. 

You can’t stay in business without new cus- 
tomers—but the first few times they come in 
your store they are strangers. 

What can you do to protect yourself in the 
event a stranger, or a new customer, asks you 
to cash a government check? 

Here are six safeguards suggested by the 
Secret Service and by insurance companies: 


1. Insist upon complete identification 


Keep in mind the Secret Service warning: 

“Actually there is no one form of identification 
which cannot be duplicated.” 

Letters may be worthless. Thieves often steal! 
them while they’re taking the checks. 

Social Security cards are frequently stolen. 

Many forgers tell the Secret Service they use 
only the printed identification cards that come 
with new wallets. 

Ask the stranger where he lives and where 
he is employed. 

Size him up to determine whether the check 
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Pittsburgh Open-Vision Store Fronts 


y pay off in 
1 customer 


attraction 


“Our new front has been a tremendous asset in attracting people to our store. 
Increased sales will more than offset the cost of the front,” says Herman Van 
Der Weide, owner, Van Der Weide’s Paint Store, Lansing, Illinois. Pittsburgh 
Products used here include: Prrrco® Store Front Metal, Pittsburgh Polished 
Plate Glass and four Tusevrre® Doors and Frames. Architect: James McClure 
Turner, Hammond, Indiana. 


“We have had a 27% increase in business since the installation of our 
new front. Also the traffic from the street can see inside the store,” says 
George J]. Giovanoni, manager, Paragon Bootery, Bedford, Ind. Pittsburgh 
Store Front Products used here were: Prrrco Store Front Metal, CARRARA® 
Structural Glass, Pittsburgh Polished Plate Glass and a TuBe.rre® Door 
and Frame. 


“‘We are very proud of our new front, and have received 
many compliments on it. We feel that the money it took 
to improve it was well spent,” says Clifford Dolton, 
owner, Dolton Hardware Company, Holdenville, Okla- 
homa. In the modernization, the following Pittsburgh 
Products were used: Prrrco Store Front Metal, Carrara 
Structural Glass, Polished Plate Glass and Hercu.ire® 
Plate Glass Doors. Architect: Robert D. Stone, A.1.A., 
Oklahoma City, Oklahoma. 


i 
| 
| 
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Pittsburgh Plate Glass Company 
Room 7337, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your 
store front booklet. 


For more information on Pittsburgh Store Fronts and Products, just send in the convenient 
coupon. We will be glad to send you our store front booklet. There is no obligation. 


PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


TTSBQUuUR Ge =. AT © GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


i es 2 


Sicchenciapiitiviemmensabindaitiintamabeiiaiil 
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Six ways to dodge 
bouncing checks 





logically belongs to him. Secret 
Service files contain cases of 12- 
year old boys who have cashed 
stolen checks plainly marked Old 
Age and Survivors Insurance. 

If the check represents a regular 
benefit, such as social security, 
it’s a good idea to ask: “Where did 
you cash your check last month?” 
An evasive or indefinite response 
may warn you against cashing this 
one. 

The best possible procedure, says 
the Secret Service, is to have the 
stranger identified by a reliable 
person known to you. It adds, al- 
ways ask yourself: “If this check 
is returned as a forgery, can I lo- 
cate this customer and recover my 
loss ?” 


2. If adequate identification is 
not possible, the Secret Service 
suggests a series of trick ques- 
tions: 

Dealer: “Charles Jones? By any 
chance Frank Jones’ brother?’ 

“Well, I—uh—no.” 

Dealer: “Mm-hmm. I see you 
live at 115 Elm St. (The address 
on the check is 151 Elm.) That’s 
right next to the new school, isn’t 
it? (There’s no school there.)”’ 


NICE | HARDWARE BUYERS “Uh—yes, it is.” 
Dealer: “Say — you must know 
will Soon agit fi ing, Feeling, Pete Grant. (This is your own 
: name.) Seems to me he lives at 110 
Trying and Buying... Elm. That must be just across the 
a | street from you. (You live on an- 
the biggest assortment of products ever rounded up in ¥ other street. )" 
the southwest. Yes sir! Smart retail and wholesale . “T think so. I — I haven’t lived 
buyers, who like to compare the brands, and select | out there very long.” 
their future profits from the newest in national lines; : By this time you know the 
know that the SOUTHWEST HOUSEWARES-HARDWARE stranger has no right to the check 
& RECREATIONAL MARKET is the place to go. And he wants you to cash. 
right in their own back yard. They'll save time and Tell him you have to go to your 
money, and see all the “sure sellers” for southwestern | office or another part of the store 
living. In: short, this is one round-up, they just can’t to get the money. 


Take the check with you, and call 
the police. 


3. If you don't know how gov- 
ernment checks look, make it a 
point to find out today. 

Your banker will help you. 

Does this sound like a silly warn- 
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SCCCCCEELEELERS 


Offer Them Variety...PLUS TOP QUALITY 


No matter how varied the needs of your fasteners customers, you can give 
them exactly what they want when you handle the Bethlehem line of headed- 
and-threaded products. This is because Bethlehem fasteners are made in an 
unusually wide variety, numbering hundreds of individual items and sizes. 
What’s more, customers will like Bethlehem fasteners for still another reason: 
they’re top quality items, each and every one. Order a supply today! vocamuarnayygyninttit 


gETHLEHEN 


Bethlehem Bolts Are Good Bolts STEEL 


wast aeriered 
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3" Coat Hook with Fiat 
Head Steel Screws 


Lacquered Brass, 
Nickel, Chrome Plat- 
ed or Bright tridite 
Finish 


GRIES E-Z A>- 


CUP HOOK 


Packaged one 
hundred per box 
in 6 popular sizes, 
Yn" to V4". 
Nickel or brass 
finish. Also 
popular 7%" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 
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JOBBERS: write today for catalog pages, 

prices on GRC's full line of fast selling 

hardware items. 

mmediate delivery. a. 
GRIES REPRODUCER CORP. 


World's foremost producer of small die castings 


161 Beechwood Ave., New Rochelle, N.Y. 
Phone: NEw Rochelle 3-8600 


DEALERS: see your 
obber salesman for 





Six ways to dodge bouncing checks 





ing? A New York grocer once 
cashed a negative photostatic copy 
of a government check. 


An Army deserter bought a book 
of blank checks. He typed in the 
name of the non-existent Quarter- 
master’s Bank of the U. S. Army 
at the top of each check. Then he 
made them payable to a mythical 
sergeant, and signed them with 
the name of a mythical major. He 
cashed almost $4000 worth with 
merchants before the Secret Ser- 
vice caught him. 


A woman in Chicago received a 
formal Notice of Discontinuance of 
Allotment Pay advising her she no 
longer was eligible for $137.10 a 
month. A retailer cashed it. 


4. Insist that strangers en- 
dorse checks in your presence. 


If he says it already has been 
endorsed, tell him to endorse it 
again. 

Turn it over. Be sure the en- 
dorsement corresponds in every 
detail with the name of the person 
to whom the check is issued. 

Not long ago a woman walked 
into a midwestern furniture store 
and ordered a bedroom suite. She 
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"Now here's a sales lead. . . Do you 
suppose you can follow it up?” 


(Continued) 


proposed that the store accept a 
$30 down payment and give her 
$90 cash out of a $120 government 
check. She said that she would pay 
the balance and arrange for deliv- 
ery a week or so later. The sales- 
man agreed, asked her to endorse 
the check. 

She turned toward a nearby 
table and wrote something on the 
back of the check. She got her $90 
and the salesman tossed the check 
in the cash register. Next morn- 
ing the cashier found a line had 
been drawn through the endorse- 
ment and underneath was the 
legend: “No good—this check was 
stolen.” 

The store lost $90 because the 
salesman failed to check the en- 
dorsement. 


5. Initial all checks you cash, 
along with a notation of the 
identification offered, and the 
date. 


If the stranger shows you a so- 
cial security or an airline credit 
card, copy the account number. 
Such data may help investigators 
in the event the check was forged 
and thus increase your chances of 
recovering your loss. 


6. If you have the slightest 
doubt about a check's worth, in- 
sist that the customer make a 
purchase, no matter how modest. 

Give him his change out of the 
cashed check. This policy, desir- 
able in any case, is imperative in 
the event you are covered by forged 
check insurance. 


Practically all insurance compa- 
nies stipulate that protection ap- 
plies only if the bad check is ac- 
cepted in the course of a purchase. 

If you cash a forged check with- 
out making a sale you may find you 
can’t recover a thin dime from the 
insurance company. The gimmick 
is designed to discourage retail 
merchants from going into the 
check-cashing business for a fee, 
and then sticking the insurance 
companies for the losses. © End 
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ROASTERS 


COLORFUL ENAMELED 


“MAGIC-BLACK BOTTOMS BLUESTONE 


ENAMELED 


B12 ROUND ROASTER 
Dutch Oven 


5 |b. Fowl —7 Ib. Roast 


12% x62 YB20 OVAL ROASTER 


1 doz. 25 \bs. 13 Ib. Fowl—19 Ib. Roast BO4 OVAL ROASTER 


18% xl2%x8% ‘doz. 28 lbs. Double Duty 


23 Ib. Fowl — 30 Ib. Roast 
20 x 4% x 9% 
VY, doz. 18 Ibs. 


B420 OBLONG ROASTER ‘. N | BRITE 


20 Ib. Fowl — 25 Ib. Roast | ALUMINUW™ 
18% x13 x9% TB20 OVAL ROASTER 


' 15 Ibs. 
4 doz ‘ 13 Ib. Fowl—19 Ib. Roast 
18%x12%x8% $§j%WwYvdoz. 28lbs. 








® Consistent National As Advertised /N- 


Consumer Advertising 
® Federal High Quality APO24 OVAL ROASTER 
Workmanship and Materials 9 Ib. Fowl —15 Ib. Roast 


® Complete Enameled and Aluminum 17%, x 10% x7% 
Roaster Lines from One Source WY, doz. 7 \|bs. 











FEDERAL ENAMELING & STAMPING CO. 


of, Pireelain Enameled Kilehenwarr 





FEDERAL IS THE BIG NAME IN ROASTERS! 


Best Buys in Roasters Anywhere! 


BOO OVAL ROASTER 
4 Ib. Fowl —7 Ib. Roast 
12%x8%x5% 

1 doz. 21 Ibs. 


BO! OVAL ROASTER 


6 Ib. Fowl — 10 Ib. Roast 
45%x9%h xb6% 


VY. doz. 14 Ibs. 


BLUESTONE ENAMELED WARE 


B1 OVAL ROASTER 


8 Ib. Fowl — 11 Ib. Roast 
15 x 10% x7% 
Y, doz. 17 Ibs. 





B2 OVAL ROASTER 


13 Ib. Fowl — 19 Ib. Roast 
18% x12%x8% 
Y, doz. 26 Ibs. 


B3 OVAL ROASTER 


20 Ib. Fowl — 25 Ib. Roast 


20x13 %x9% 
WY doz. 31 Ibs. 


OVAL OPEN ROASTER 


B22 18%x1l%x2% ‘% doz. 14 Lbs. 
B33. 20x12%x«3 #£% doz. 16 Lbs. 
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AP122 ROUND ROASTER 


4 |b. Fowl —7 Ib. Roast 
12% x5” 
VY, doz. 4 Ibs. 


BEST BUYS 








NU-BRITE ALUMINUM WARE 


AP0O22 OVAL ROASTER 


4 lb. Fowl —7 Ib. Roast 
12% x8% x 5'%z 
Yo doz. 6 Ibs. 








AP026 OVAL ROASTER 


12 Ib. Fowl — 20 Ib. Roast 
18%xllAwx7% 
WY, doz. 8 Ibs. 


IN ROASTERS ANYWHERE! 














(Continued from page 10) 
Customers in large cities 
do most of retail buying 


If you are looking for higher 
sales, perhaps you ought to consider 
moving to one of the larger cities. 

City dwellers spend a larger part 
of their earnings for retail goods 
than do non-city residents, the 
Census Bureau reports. 

Sixty-five percent of all retail 
purchases are made by 59 percent 
of the total population, all city 
dwellers, according to the govern- 
ment. 

Residents in the 20 largest U. S. 
cities account for more than $1 
of every $3 spent for retail goods. 

Each of the following cities has 
retail sales of more than $1 billion: 
New York, Chicago, Los Angeles, 
Philadelphia, Detroit, San Fran- 
cisco, Boston, Pittsburgh, St. Louis, 
Washington, Cleveland, Baltimore, 
Minneapolis-St. Paul, Buffalo, Kan- 
sas City, Houston, Milwaukee, Cin- 
cinnati, Dallas, and Seattle. 


If you need business loan, 
now's time to contact SBA 


If you need a business loan, now 
is the time to get in touch with the 
Small Business Administration. 

SBA is approving more loans to 
small business than ever before. 

SBA reports it approved 85 per- 
cent more loans in the year ended 
June 30 than in the year before. 

During June alone, SBA ap- 
proved 276 loans totaling nearly 
$13.3 million. 

That brought the total for the 
12-month period to 3536 loans 
worth nearly $160 million. This 
compares with 1915 loans totaling 
$82 million the previous year. 


Wholesalers lose only 14¢ 
per $100 of credit sales 


Poor credit risks cost the na- 
tion’s wholesalers only 14¢ for 
every $100 of sales they make. 

That’s what the Census Bureau 
reports. The Bureau found, in its 
1954 Census of Business, that 
wholesalers make 9 out of 10 sales 
on credit. 

(Resume reading on page 11) 
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Weather Strip 
installs on 
door bottom 


Garage or Outer Door ~~ 


Weather Stripping 


e 100% VIRGIN VINYL 
e@ WON'T CRACK OR PEEL 
e EASY TO INSTALL 


SELLS FAST to Home Owners 
in handy DO-IT-YOURSELF Kit! 


Shuford’s ‘‘Garage or Outer Door’ Weather Stripping takes only 
minutes to install ...seals out weather, protects door bottoms, 
absorbs shock and reduces noise. Lasts longer because it’s 100% 
virgin vinyl! Has many other uses. 

Attractively packaged DO-IT-YOURSELF kit contains 9 con- 
tinuous feet of stripping 1-5/16’’ wide and a quantity of nails and 
complete instructions. Packed 12 kits per carton, 12 cartons per 
shipping container. 

Also packaged 100’ on reel for sales by-the-foot. Packed 1 reel 
to carton, 9 reels to a shipping container. 

Choice of white, grey and brown color. 











Order TODAY from your dealer, or write 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS ¢ EXTRUDED PLASTICS 











enamel 
World’s Largest Manufacturer of Cotton Cordage 2581 





j Tremendous nationwide campaign 
fall and Christmas selling season in 


Yes, beginning October 21 and continuing right through your 
Christmas selling season, Weller's greatest national promotion will 
saturate your area...and bring business to you. More people 
than ever before will be told and sold on Weller power tools. 
Be sure you're ready when the campaign begins. 


® Full color 2-page spread in LIFE on October 21 to kick off the campaign 
in a big way. Timed just right for your peak fall sales. 


Full color, full page ad in your big city SUNDAY NEWSPAPER SUP- 
PLEMENT. On December |, Weller gives a tremendous boost to sales right 
at your local level, through Sunday newspapers in 33 markets. 


9 full color cover ads in POPULAR SCIENCE, POPULAR MECHANICS 
and MECHANIX ILLUSTRATED. Weller hits the cream of the market in 
homecraft books in September, October, November and December. 


Participation in the IRHA Family Gift Center ad in SATURDAY EVENING 
POST. On November 23, Weller reaches the gift market in big IRHA ad. 


Pre-Selling for YOU ! 





Full color 
cover ad 





Full color, 


2 page spread 


on 10/21 


Full color 
cover ad 


Full color 


cover od 





Full color 
cover od 


Full color 
cover ad 


Full color 
cover od 


IRHA Family Gift 
Center ad on 11/23 








Full color, full poge 
od on 12/1 





Full color 
cover ad 





Full color 
cover ad 





Full color 
cover od 














PLUS a complete point-of-sale kit 


Display material, catalog sheets, counter literature, envelope 
stuffers and newspaper mats to sell Weller tools for you. 





breaks to bring you the biggest — 



































history on... 


| POWER TOOLS 


Get ready to cash in! Stock up with these & 
atvertised Weller tools NOW! 


SABRE SAW— $19.95 list. Model 
800—<a portable jig saw that offers 
tremendous versatility at a low price. 
Makes every kind of cut in many 
kinds of material. 





POWER SANDER — $14.95 list. 
Model 700—offers twice the sanding 
area of any sander at its price. 
Assorted sandpaper and polishing 
cloth included. 





SPECIAL CHRISTMAS POWER SANDING KIT — $16.95 list. Model 
PACKAGING 700K — features the famous Weller Sander in 
All Weller tools shipped for Christmas © Hee. eae Gone with handle, plus assorted 
sandpaper and polishing cloth. 


selling will be gift packaged to 
stimulate impulse buying. 


SOLDERING KIT — $7.95 list. Model. 8100K — iS 
with Weller Instant Heat Soldering Gun, wire bristle | 4 
cleaning brtsh, soldering tool and supply of | < 
Kester solder. 


HEAVY DUTY SOLDERING KIT — $14.95 list. 
Model 8250AK— includes Weller 250-Watt 
Soldering Gun, metal case, Kester solder, _ 
smoothing i one — tip, tip wrench and 

2 instruction booklets 





HEAVY DUTY SOLDERING GUN— $12. 95 


list. Model 8250A—the same 250-watt JANUARY 10TH DATING PLAN 
soldering gun that's used by electronic servicemen disk wholesal bout this ient. Well It 
. your er a convenient. er plan. 
and in manufacturing plants the world over. | will give you assistance in ordering an ample supply of 


stock to cash in on this great campaign. — 


WELLER ELECTRIC al 601 Stone’s Crossing Road, Easton, Peninadbenie 


MAKE MINE 


ane 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 


they know the best is Klein’s—famous | 


for quality “since 1857.” 


For your top customers...those | 


who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


This convenient display 
rests on your counter or 
hangs on the woll. ft is 
strong and sturdy and 
carries a selection of the 
most popular Klein Pliers. 
Furnished FREE when 
with 





Foreign Distributor 
international Standard Electric Corp. 
New York 


Mathias KIEIN & Sons 
‘Gstabiinded 1857 Oncage Oh LA 





Convention Calendar 


1957 


1958 





conventions 


conferences 








1957 


August 


18-21 Gift Show, Seattle 
25-27 Gift Show, Spckane 
25-30 Gift Show, New York 


September 


1-4 Beck & Gregg Hardware Co., 
Fall Merchandise Show, Atlanta 

10-11 North Dakota Retail Hardware 
Assn. 

15-19 Southwest Housewares-Hardware 
& Recreational Market, Dallas 

22-25 National Builders’ Hardware Con- 
vention, Chicago 

23 Franklin Hardware & Supply Co. 

Annual Convention & Stockhold- 
ers Meeting, Philadelphia 


October 


14-18 Nationa! 
York 
17-19 Montoena 
Assn. 
20-23 National Hardware 
Atlantic City 
29-31 Hardware Wholesalers, Inc.. Mer- 
chandise Show & Stockholders’ 
Meeting, Fort Wayne, Ind. 


Hardware 


Show, New 


Hardware & Implement 


Convention 


1958 
January 


5-7 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

5-7 Illinois Retail Hardware Assn. 

6-8 Minnesota Retail Hardware Assn. 

6-8 Western Retail Implement & 
Hardware Assn. 

12-14 Hibbard, Spencer, Bartlett & Co. 
Annual Merchandise Show & 
Convention, Evanston, Ill. 

16-23 National Housewares Exhibit, Chi 
cago 

19-21 Intermountain Assn. of 
ware & Implement Dealers 

19-22 Texas Hardwore & Implement 
Assn. 

21-23 Missouri Retail 

21-23 Mountain States 
Implement Assn. 


Hard 


Hordwore Ass” 
Hordwore & 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 





26-27 Louisiana Retail Hardware Assn. 

26-28 Pacific Northwest Hardware & 
Implement Assn. 

26-29 Janney Semple 
nual Retailers’ 
neapolis 

28-30 Indiana Retai! 


Hill & Co. An- 


Conterence, Min- 
Hardware Assn. 


February 

2-4 Nebraska Retail 

2-4 North Coast 
Assn. 

2-4 Oklahoma 
ment Assn. 
National Sporting Goods Assn. 
Convention & Show, Chicago 
New York State Retail Hard- 
ware Assn. 

Kentucky Retail Hardwore Assn. 
Wisconsin Retail Hardwore Assn. 
Connecticut Hardware Assn. 
Alabama Retail Hardware Assn. 
California Retail Hardwore Assn. 
Tri-State Hardware & Imple- 
ment Assn. 

Virainia Retail Hardware Assn. 
Ohio Hardware Assn. 

lowa Retail Hardware Assn. 
Arkonsas Retail Hardware Assn. 
Northern Wholesale Hardware 
Co. Convention *& Merchandise 
Show. Portland. Ore. 

-19 Pennsylvania & Atlantic 
board Hardware Assn. 

-20 Hardware Assn. of the 
linas 

20 Michiaan Retail Harwdare Assn. 

12.20 Pacific Southwest Hardwore Assn. 

22-24 New England Hardware Dealers 

Assn. 

Mississippi Retail Hardwore Assn. 
Tennessee Retail Hardware Assn. 
West Virginia Hardware Assn. 


Hardware Assn. 
Retoil Hardware 


Hardware & Imple- 


Sea- 


Coro 


23-24 
23-25 
23-25 


March 
2-4 Pacific Southwest Hardware Assn. 

Hardware & Housewares Exhibit, 

Phoenix 

South Dakota Retail 

Assn. 


23-25 Hardware 














National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 
20-23, at Atlantic City, N. J. Head- 
quarters Marlborough - Blenheim 
Hotel. Arthur L. Faubel, AHMA 
secretary, 342 Madison Ave., New 
York 17, N. Y. Thomas A. Fernley, 


Jr., NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. 


National Builders’ Hardware Exposi- 
tion, Sept. 22-25, at Chicago, IIl. 
Headquarters and Exhibition at 
Conrad Hilton Hotel. Exhibition 
dates are Sept. 23-25. Sponsored by 
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RINGS YOUR REGISTER 
3 with a supporting 





20 CONSUMER 


SRTISING PROGRAM 
an idk National Hondi-calk 


» lar Mechanics, 


f cartridges and literature in less aye 
* than a square foot of counter 


7 — space. You can get this striking NEW EYE-APPEALING 
ony merchandiser FREE! 


CARTRIDGE DESIGN 


Handi-calk has been strikingly 
redesigned to give better pro- 
duct identification and graphic 
illustration of Handi-catk’s 
many uses. Distinctive orange 
and blue coloring is easily vis- 
ible from any point in the store. 
A natural for display! 


NEW SALES 
INCENTIVE PROMOTION 
You and every one of your 
salespeople qualify te win a 
valuable MiRaqua Glass Fishing 
Rod . . . personalized with win- 
ner's name... FREE in our 
exciting “SECRET WORD” 
r contest! Look for the contest 
x 3, N os HOME CALK 7 folders in Handi-calk car- 
A\GANS CHECK LIST = 
‘| & * Sn informative folder aimed at 
 \ Bucating consumers on the im- 
“, ¥ ce and use of calking. 
Telts 4 Why and How to * 
i gram"’ is available 
‘Golk... 1hreugh graphic illustre- : | factory for yours. _/ 
BEE in all con- a Ce e 
wit A, dis- ¢ % 4 


GET 
COMPLETE INFORMATION 
FROM YOUR WHOLESALER! 


HANDI-CALK GUN 


“he GIBSON-HOMANS ~. 


il a oF 
t 2366 Woodhill Road—Cleveland 6, s nk ents ete 
; elif ‘ strong enough for professional 
Burbank, Calif. - ’ use. Features brilliant orange electro- 

ee - “ statically sprayed baked enamel finish, 
Richmond, Cali! Conyers, Ga eS reinforced drop-in barrel, ne-jam trigger, ne-slip 
Matawan, N. J. — Portland, Ore se eyes rod and form finger recesses for com- 

grip. 
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National Builders’ Hardware Assn., 
John R. Schoemer, managing direc- 
tor, and American Society of Archi- 
tectural Hardware Consultants, Wil- 
liam S. Haswell, acting secretary. 
Administrative offices, of both asso- 
ciations, 515 Madison Ave., New 
York 22, N. Y. 


National Hardware Show. Oct. 14-18, 
at the Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, N. Y. Frank Yeager, di- 
rector. 


National Housewares Exhibit, Jan. 16- 
23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


National Wholesale Hardware Assn. 
joint annual convention with the 


(Continued ) 


American Hardware Mfrs. Assn., 
Oct. 20-23, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


Beck & Gregg Hardware Co. Fall 
Merchandise Show, Sept. 1-4, at 
Biltmore Hotel, Atlanta. Company 
office 217 Luckie St., Atlanta 1. 


Franklin Hardware & Supply Co. 
Annual Convention & Stockholders’ 
Meeting, Sept. 23, at company of- 
fices and warehouse, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 


Gift Shows: Seattle, in Civic Audito- 
rium, Olympic and New Washing- 
ton Hotels and Terminal Sales 
Bldg., Aug. 18-21; Spokane, in 
Davenport Hotel, Aug. 25-27. West- 


ern Merchandise Exhibitors Assn., 
Kay Leber, show manager, 1355 
Market St., San Francisco 3. New 
York City, Aug. 25-30, at Hotel 
New Yorker and New York Trade 
Show Bldg. George F. Little Man- 
agement, 220 Fifth Ave. New 
York 1. 


Hardware Assn. of the Carolinas Con- 
vention. Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hardware Wholesalers, Inc., llth An- 
nual Merchandise Show & Stock- 
holders’ Meeting, Oct. 29-31, at com- 
pany warehouse, Nelson Rd., Fort 
Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co. An- 
nual Merchandise Show & Conven- 
tion, Jan. 12-14, at company ware- 
house, 2201 W. Howard St., Evans- 
ton, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
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COMPARE! Mal Tort) FUEL OIL FILTERS! 


hee 
sa of GENERA, ritTcec 
with ath FILTERS 


We Compared ALL Leading : boher 
Fuel Oil Filters FEATURE for FEATURE scsi" >= aaa 
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CORROSION-PROOFED ince a 
OUTHDE NOOFED INSIDE AnD 


ee pevcetmn Wte pstecne 
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All Iron and Steel Construction 





Corrosion-Proofed Inside and Out 


Air Vents On Both Inlet and Outlet 














Choice of Inlet and Outlet Sizes 





Center Bolt Torque Resistance Over 300 In-Lbs. 


Non-Swelling, Leakproof Buna-N Gaskets NO 


OOF fel preventing 





Patented Lint Removal “ae 


~ AND CONDENSATION ms 


Moisture and Condensation Removal 


VYVVVVYVYY 


Large Sump Area | 
TOTAL KEY FEATURES Ea ~ an =t+—+ 
x _— i ? 


SENERAL FUE: inane 
LTERS OFFER MA 


” . Oil Fil me 
MORE BURNER PROTECTION MOR erst FEATURES 
E 


CUSTOMER SATISFACTION: 


MORE Oli BURNER PROTECTION... 
MORE SATISFIED CUSTOMERS! 


GENERAL FILTERS, INC. 
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DOUBLE-SIDED 
BLADE FOR 
DOUBLE LIFE! 






















— both in a single tool —at a single price! 


MILLERS FALLS En ™ FILE 
No. 1220 











PATENTED BLADE @ Planes, files, shapes, smoothes wood, metal, plastics 
The Plane/R-File Blade is made © Cuts fast and easily © Leaves smooth, even finish 
of specially hardened English e Cuts everything — from soft wood to tough steel 
steel with cutting teeth on both ®@ Non-clogging @ Flexible, unbreakable blade 
sides of the blade. When one ® Double-Sided Blade for Double Life 


side is worn from long use, blade 
can be turned over. Inexpensive 
replacement blades are also 
available: Coarse or Medium 
Grade, 98¢ each. 


Here ... in a single tool ... is a great new way to do all sorts of planing, 
filing, shaping, and smoothing jobs in shops and around the home. It’s 
just the thing for professional workmen in many trades, and for home- 
owners and hobbyists. We predict wide popularity for this inexpensive, 
versatile new tool. 





Plane-’R-Files are available complete with 
blades — individually boxed at $3.49 each 
— or in a strikingly modern 10-Pak Mer- 
chandising Unit. This consists of 10 indi- 
vidually boxed Plane-’R-Files plus a free 
display as shown at right. For a limited 


ee : Bo : time only, special introductory prices ap- 
SHAPES QUICKLY. Cuts soft or GIVES SMOOTH F . Cuts . . : : é 
hard woods and metals. Removes with or across grain, leaves sur- ply to this unit, offering dealers an extra 


stock fast and easily. face ready for painting, jointing. profit margin on every Plane-’R-File they 
sell. 
ORDER A STOCK FROM 
YOUR SUPPLIER TODAY! 


MILLERS FALLS 
TOOLS 


CUTS TOUGH STEEL. Cuts metals REMOVES BURRS. Files and aINGC & MILLERS FALLS COMPANY 


easily, even steel — smoothes smoothes pipe and other metals 
solder, files metalware, etc. quickly, easily. 















Dept. HA-23, Greenfield, Mess. 
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COMBINATION 
WRENCH SETS 


, plus a 
plastic case! 


Here’s a set that sells fast. Box 
and open ends—same size open- 
ing on both ends—*%*” to%e”. Heat 
treated, accurately milled — box 
ends hot broached. Chrome 
(P 3408 ) or Velco ( P 3412). Blue 
plastic case has grommet for 
hanging; snaps shut. 


THE VLCHEK TOOL CO. 


3017 E. 87th Street, Cleveland 4, Ohio 
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Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 26-29, 
at Leamington Hotel, Minneapolis. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


North Coast Retail Hardware Assn. 
Convention. Feb. 2-4. Hotel head- 
quarters. Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multonmah Hotel, Portland, Ore. 
J. Malcolm Smith, 210 Empire State 
Bldg., Spokane 1. 


Southwest Housewares - Hardware & 
Recreational Market, Sept. 15-19, at 
Adolphus Hotel, Dallas, Tex. Spon- 
sored by Dallas Mfrs. & Whole- 
saler’s Assn., Mark Hannon, execu- 
tive secretary, 1101 Commerce St., 
Dallas. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel headquar- 
ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention. Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. Con- 


vention, Feb. 9-11. Hotel headquar- 
ters. Whitcomb Hotel; sessions at 
hotel and Civic Auditorium; exhibit 
at Civic Auditorium, San Fran- 
cisco. Krueger B. Jacobsen, 122 
Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 5-7. Hotel headquar- 
ters and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; 
sessions and exhibit at Murat 
Temple, Indianapolis. W. J. Sheely, 
1003 N. Meridian St., Indianapolis, 
4, 


lowa Retail Hardware Assn. Conven- 
tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel sessions and ex- 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 4-6. Hotel headquar- 
ters, session and exhibit at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Blidg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. Con- 
vention, Jan. 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 
Rouge. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Minnesota Retail Hardware Assn. 
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"Our new salesman is really getting 
the business. This house doesn't even 
have electricity.’ 
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America's Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 











are 


Now shipped in 12-pack or 24- 


| pack, M-D Speed loads are 
‘> available in Off-White or White 
t : i colors, with or without plastic 


as nozzle. Off-white load without 
© Calking 9 


nozzle shipped vuniess specified. 
. 5 
"Cals crack? 


Freight prepaid and allowed on . : | ; Meets 
orders of four 24-packs (96 loads) ’, - Federal 
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or more. Remember to order in . potatos 
multiples of 12 or 24. C-598 (Grade 





CG-4 SPEED LOADER 
GUN 


A sturdy, light weight gun that 
works easily with all cortridge 
loads. 





CG-3 STANDARD 
GUN 
Barrel-type gun for bulk use or 


with loads. Furnished with %° 
nozzle, 


MACKLANBURG-DUNCAN Co. 


P.O. BOX 


1197 @®@ 


OKLAHOMA CITY 1, OKLA 
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the tools everybody wants 


These are the tools everyone wants. Stanley SURFORM forms the 
surface of plywood, floor tile, hard rubber, plastics, aluminum— 
even mild steel. It smooths wood—cross grain, with grain and end 
grain—12 times faster than other wood forming tools without 
clogging. It’s easy! It’s safe! It’s another Stanley first. 


Order 6 No. 295 and 6 No. 296 Stanley SURFORM tools and get 
colorful “tell and sell” merchandiser ...each tool in handsome 
individual packaging. Extra replacement blades available to sell 
at 98¢ each. 


See Stanley SURFORM advertising in The Saturday Evening Post, 
American Weekly, Popular Science, Popular Mechanics, Mechanix 
Illustrated, Science and Mechanics, Carpenter, Home Craftsman, 
Family Handyman, and other magazines that reach the people who 
buy from you. Tie in and cash in, with Stanley SURFORM. Stanley 
Tools, Division of The Stanley Works, New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 
+ coatings - strip steel + stee! strapping—made in 24 plants in the United States, Canada, Engiand and Germany. 




















Convention Calendar 


(Continued ) 





Convention, Jan. 6-8. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 4. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 


Montana Hardware & Implement 
Assn. Convention, Oct. 17-19. Hotel 
headquarters and sessions at Hotel 
Florence, Missoula. Norman 0. 
Blevins, P. O. Box 1152, Helena. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 2-4. Hotel headquar- 
ters, Paxton Hotel; sessions and 
exhibit at Civic Auditorium, Omaha. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5. Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 
Nicholas H. Kiley, Hills Bldg., Syr- 
acuse 2. 


North Dakota Retail Hardware Assn. 
Convention, Sept 10-11. Hotel head- 
quarters, session and exhibit at 
Graver Hotel, Fargo. Miss E. J. 
McGrann, 54% Broadway, Fargo. 


Ohio Hardware Assn. Convention, Feb. 
10-12. Hotel headquarters and ses- 
sions at Cleveland Hotel; exhibit 
at Public Auditorium, Cleveland. 
John B. Conklin, 1540 W. Fifth 
Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 2-4. Hotel 
headquarters, Skirvin Hotel; ses- 
sions and exhibit at Fair Grounds, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel; exhibit at Memorial 
Auditorium, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 9-11. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chamberlin, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 4-6. Hotel head- 
quarters, Hotel Schroeder; sessions 
and exhibit at Auditorium-Arena, 
Milwaukee. H. A. Lewis, Stevens 
Point. 
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AMERICA’S FAVORITE! 


Master 


COMBINATION 
PADLOCKS 

















You're probably planning ‘‘back-to-school”’ 
promotions and displays right now! Enjoy 
extra profits by including Master No. 1500 
en: Valen — Combination Padlocks in your plans. . . it’s 
the best selling of all combination padlocks. 


go after the 

\ quantity business, too! 

Y @ii Master No. 1525 Key-Controlled 
@&2 is the popular favorite for gym and 
ae” = hall locker fier ncnnihataia. Check 

with the padlock buyer of your 


HALL LOCKERS “GYM LOCKERS _ GYM BASKETS local school system. 





Compare these important MASTER features: 
Stainless Steel Case 


Double Wall Construction Master Padlocks 


Solid Steel Locking Latch 
Built-in “Sound Effect”’ 


Order from your wholesaler. 


Master Lock Company. Milwaukee 45, Wis. ¢ Wolds tangas Podlock. Mouhaétanen 


8 Or On ee On BOR OR 
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For Reeord-Breaking Power Toot Callos — 


Terrific 62” Saw Buy 


A sparkling new 614” saw at 
a low retail price. Power- 
packed. Motor delivers more 
than 1 horsepower! Exclusive 
“Vari-Torque” slip clutch 
guards against motor burn- 
out, excessive gear wear. 
Makes every cut required— 
even 2” lumber at 45° bevel. 
Lightweight. Compact. 
Model 536 now only $54.95. 


Complete line-up of 
Star-Studded Values 


Best 4” Drill Made 


The most powerful drill made 
for the money! Compare 2.5 
— rating on nameplate 
with other 14” drills. SKIL 
beats them all! Helical gears. 
pr | clutch holds 
bit tightly, accurately. Over- 
size, self-adjusting brushes. 
Compact. All-aluminum 
body weighs only 3 4 Ibs. All 
new. Model 549— $29.95. 


ro if 
}UAaTe 


rding-sur 


r : 
WX A 


. 4 Q Q 5 








New window or 
counter display. 
Holds \’ drill and 
614" saw. Eye-catch- 
ing. Draws buyers. 
Allows easy demon- 
stration of tools. 
Creates sales. Free 
with purchase of All- 
Star Profit Package. 
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ALL-STAR PROFIT PACKAGE 


Sug. Retail 
1 SKIL %” Drill (549) — $29.95 
1 SKIL 6%" Saw (536) — 54.95 
Total retail— 84.90 
It costs only — 58.44 
YOUR PROFIT — $26.46 


With this package, you get FREE: 


@ All-Star window or counter 
display 


e Window banner for drill 
e Window banner for saw 


e Ad mat catalog 


SKIL 


PORTABLE TOOLS 


Made only by SKIL Corporation, Chicago 30, Illinois 
Factory branches in all leading cities. 
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A Promotional Package 
that Scores: 


Here’s a package that puts you into the fast- 
moving power tool business at small cost. 
Benefit from the high-profit in portable power 
tools. Sell the products of America’s most well- 
known power tool manufacturer—SKIL 
Corporation. 

SKIL has been the choice of professionals 
for more than thirty years. Now, your cus- 
tomers are learning that these same professional 
qualities are available at home workshop prices. 
You can offer these tools to your customers 
with the SKIL All-Star Fall Package. Call your 
wholesaler today or use the coupon below. 


National Advertising Makes 
SKIL a Winner 


This fall and winter, your customers will be reading ads 
about SKIL All-Star Tools in these magazines: 


® LIFE e POPULAR 


® SATURDAY EVENING MECHANICS 
POST 


* BETTER HOMES and 
GARDENS e SUNSET 


¢ POPULAR SCIENCE 


it's all here in the SKIL All-Star Package: Sparkling new 
tools — star-studded displays — national advertising — local 
promotional aids. Send for complete facts today. 


SKIL Corporation 

5033 Elston Avenue In Canada: 3601 Dundas Street West 
Chicago 30, lilinois Toronto 9, Ontario 

C) Send me the SKIL All-Star Package plus all the SKIL 


promotional aids. Bill me for only $58.44 through the whole- 
er below. 


[] Please have a salesman call on me with more details. 


My wholesaler’s name_. 





My name_____ 


Street 





City 











® For more information on these products and services 
use free post card on page 107. 


(Continued from page 15) 
The line will sell for less than this 
company’s other utensil line. Called 
Patriot Ware, the line includes 
skillets, covered sauce pans double 
boilers and a dutch oven. An intro- 
ductory 7 in. skillet will retail for 
$3.95. Made with welded con- 
struction, interchangeable beaded 
covers, black Bakelite knobs and 
handles, and straight sides and 
flat bottoms for easy storage. 
Revere Copper & Brass Inc. 


For more data circle No. 13 on postcard, p. 107 


Hinge butt templet kit 


A new hinge butt templet kit for 
fast and accurate routing of door 


and jamb butts, model 5037, comes 
in three sections and is automatic 
and self-adjusting. Will fit hinges 
from 3 to 4% in. on all doors up 
to 7 ft. Settings made from a chart 
on the templet, thus eliminating 
measuring. Unit comes in a steel 
carrying case. Catalog available. 
Porter-Cable Machine Co. 


For more data circle No. 14 on postcard, p. 107 


Sliding door aluminum pull 


Here is an extruded aluminum 
pull for sliding wood doors. The 


WP-34 is of smooth etched and 
anodized aluminum, and designed 
especially for heavier doors. The 
pull is 2% in. long and comes 
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packed one to a polyethlene bag 
with screws. Engineered Products 
Co. 


For more data circle No. 15 on postcard, p. 107 


Composition rubber caster 


Here is a newly developed caster 
wheel called Atlasite. It is made 
of a moulded rubber composition 
and boosts impact strength 50 per 
cent over the previous wheel of the 
same size. This new wheel is 
standard on this company’s casters 
now. The hard-tread caster resists 
smudging black on floors. It is 


Yi 
oe i 


Se he eo 
a eal 
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recommended for almost all truck 
caster applications. Bassick Co. 


Fer more data circle No. 16 on postcard, p. 197 


Fireplace screen mounting 


No holes must be drilled in the 
face of the fireplace to install these 


pre-assembled and attached fire- 
place screens. Flexscreens come in 
eight traditional and contemporary 
styles. They are attached with 
hidden fixtures to the underside of 
the lintel support. This outside 
bar-type attached screen also fits 
odd shaped openings. Comes com- 
plete with mounting template and 
drill bit for mounting holes. Ben- 
nett-Ireland Inc. 


For more data circle No. 17 on postcard, p. 167 


Drill for hardened steel 


This line of drills for hardened 
steel has been designed for drilling 


steels from 40 to 65 Re. They can 
be used on hardened die steel with- 
out annealing, reworking and re- 
hardening the parts machine and 
generally eliminate reaming. Size 
range: 1/16—% in. Chicago-Lat- 
robe. 


For more data circle No. 18 on postcard, p. 107 


Low-cost swivel hanger rings 


These low-cost swivel hangers 
are ornamental and _ functional 
when used with picture frames, 
mirrors, drawer pulls, lamp finials. 
Two styles are the flat, five-sided 
decorated unit, and a rounded 
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easy to sell...easy to install 


McKINNEY Closet Shelf 
and Rod Supports 


Real time savers for your customers . . . real profit 
makers for you! Support closet shelves and rods at the 
same time. Attach directly through wall to studs... 
support shelves up to 12 inches wide. Rod bracket takes 
standard 1%” pole that snaps into place for added 
security. Brackets are heavy wrought steel with gray 
enameled finish. Another example of McKinney’s leader- 
ship in the manufacture of fine builders’ hardware. 


SINCE 1865 


ace St an my) McKINNEY 


complete with screws. Ask your = 
jobber for McKinney #1926GP. . MANUFACTURING COMPANY 


1715 Liverpool Street ¢ Pittsburgh 33, Pa. 
in Conedo — McKinney-Skilleralt Lid, St. Catharines, Ontario 





WHAT'S NEW 





circle. Outside diameters measure 
15/16 in. and 14% in. Gries Repro- 
ducer Corp. 

For more data circle No. 19 on postcard, p. 107 


Swimming pool chlorine 


Swimming pool owners will be 
customers for this sanitizing prod- 
uct. Dry chlorine is available as 
a granular, free-flowing, fast-dis- 
solving, fast-acting disinfectant or, 
in slowly dissolving tablets (illu- 
strated) for protection over an ex- 
tended period of time. Both types 
may be added to the pool by hand. 
The granular type comes in 5 Ib 
cans, three to a carton. The tablets 


come in 33% lb cans, four to a 
carton. Olin Mathieson Chemical 
Corp. 


For more data circle No. 20 on postcard, p. 107 


Aluminum sliding door track 


The do-it-yourself craftsmen will 
be customers for this aluminum 
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sliding door track. The popularly 
priced track comes in two sizes, 
providing channels for ¥% or 4 in. 
panels. Comes in lengths ready to 
be cut and installed. Information 
sheets are available on how to do 
many home projects. Reynolds 
Metals Co. 


For more data circle No. 21 on postcard, p. 107 


Blond grain-effect finishes 


Do-it-yourselfers will be custo- 
mers for this ACM plastic finish 
graining system which produces 


blond grain effects over dark fin- 
ishes. The system consists of first 
coater, graining compound and 
transparent plastic finish. Finishes 
are limed oak: bleached mahogany, 
Swedish maple, blond mahogany, 
platinum blond and antique white. 
Available for renewing furniture 
in natural dark color are mahog- 
any, American walnut and maple 
or fruitwood. The plastic finish can 
be used on wood or metal. Arthur 
C. Mangels Industries. 

For more data circle No. 22 on postcard, p. 107 


Rubber grips for wrenches 


Professionals and do-it-yourself- 
ers will welcome these rubber grips 
for wrenches and flex handles. The 
synthetic rubber grips are resistant 
to grease and other petroleum prod- 


ucts. In addition, the Wrightgrip 
acts aS an insulater against elec- 
trical shock, heat, and cold. Avail- 


able in red, blue, speckled, and 
many other colors. Wright Tool and 
Forge Co. 


For more data circle No. 23 on postcard, p. 107 


Radiant heat room screen 


Here is a room screen that 
radiates heat and yet is not hot 
to the touch. It is styled in black 
quilted vinyl with silver and gold 
trim. The heat can be focused by 
turning the wing panels. This unit 
has a printed heating element and 
a back insulation board to keep all 
the heat directed to the front. 
Thermastat control limits the heat 
to 150 degrees for greater safety. 
Open, three panel unit is 55 in. 
high, 64 in. wide, but it folds to 
a single panel width and 3 in. 


thickness for storage. Arvin Indus- 
tries. 


For more data circle No. 24 on postcard, p. 107 


Stools in housewares line 


Two 30-in. breakfast stools have 
been added to this line of kitchen 
seats. The 2K-3, with back, and 
the 2L-3, without back, have nickel 
chrome legs and bronze step ring. 
They are upholstered with western 

(Continued on page 110) 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 3 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessory Hf mailed in the United States 



























































POSTAGE Witt BE PAID BY 
Be sure to write name 


and address on post card. HARDWARE AGE 


PI : Post Office Box 60 

ease use this P. O. Village Station 

Box Address for Quick NEW YORK 14, N. Y. 
Check Cards Only 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 8/15/87 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
























































Postcard valid 8 weeks only. After that use own letterhead fully describing item wonted. 8/15/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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CITY or TOWN 
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(Sec. 34.9 P.L.&R.) 
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“ Looking for 
a= something new 
eee in hardware? 


Cs 


t 


od 


SZ444 


presents their latest 
hardware creations 


These new products are modern in style, simple 
in both design and functional use. Your trade 
will find a wide variety of uses for the Friction 
Catch, the Hinges or the streamlined Drawer and 
Door Pulls. Hardware is attractively finished to 
enhance every installation and provide protec- 
tion against tarnish and corrosion. Have you 
seen the new Visual Packaged merchandise now 
available at no extra cost? Send today for a list 


of the hardware packed in this sales appealing 
method. 














v83% Half Turnbutton V218 Drawer or Door Pull 
Visual Display Packs 


V/ SAM Gdn oe 
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COUNTER SPACE 


stock and sell the 
only complete line of 
freeze-protection kits 


Winter-long Protection for Pipes, 
Roofs, Gutters, Farm Troughs, Hot-beds! 


Complete line, complete kits! Regular and 
Automatic Heat Tape; Band and Cable 
models. Easily installed by customer. Al- 
ready connected to UL-approved lead wire 
— plugs into A.C. or D.C. 110-120 voit 
outlet. Your starter stock, for 16” display, 
includes free display board, banners, mat 
and literature. Nationally advertised to 
consumers September through February. 
Cash in on the coming cold weather! Ask 
your wholesaler about EASY-HEAT, or 
write direct today! 


Exclusive! 


Automatic 
with 
Thermostat 
built inti 


Pat. Pending 


iad Saves electricity — operates 
only when pipes approach freezing! Wire 
sewn on insulating tape—has separate 
roll of Outer Wrap. 5 sizes. 


Flexible! 
Heat Band 





pes 


™ Waterproof, molded vinyl band 
holds pre-spaced wire safely in place. Insu- 
lating Outer Wrap in kit. 3’ to 60’ lengths. 


Wholesalers: Write 
for full sales plan! 


LERAET Products Ca., Inc. 


New Carlisle, indiana 





WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 107. 


(Continued from page 106) 


—s 


ranch brands and are available in 
white or tan. A baby bobber with 
plastic seat and stainless steel 
tray and base has also been intro- 
duced. O. Ames Co. 


For more data circle No. 25 on postcard, p. 107 


Four electric heating pads 


This company’s line of heating 
pads has been expanded with four 


’ rie 
Se: 
ae 


new models. Deluxe Model P-18, 
illustrated, is available in pink or 
turquoise. The illuminated push- 
button control unit is made for 
fingertip control with a new T- 
cordset. All units feature a remov- 
able, washable cover and push-but- 
ton, three-level heat control. This 
waterproof model retails at $8.95 
with other models starting at $4.95. 
General Electric Co. 

For more data circle No. 26 on postcard, p. 107 


Adjustable ladder leg 


Here is a safety device that will 
interest ladder owners. Elmer’s 
adjustable ladder leg permits a 
ladder to stand firmly and evenly 
on irregular or slanted surfaces. 
The aluminum and steel unit has 
a 10-in. adjustment and full swivel 








foot with a non-slip neoprene rub- 
ber grip. Seeger-Williams, Inc. 


For more data circle No. 27 on postcard, p. 107 


Six-sided shaped pie pan 

Here is a hexagonal-shaped pie 
tin, makes even portions easy to 
cut. The pan is made of stain-re- 
sisting metal which heats quickly 
and browns evenly. The pan is 
9 x 1% in. and is made with seam- 
less construction. Retails: $1. A 
snow shovel at $3.75 and a snow 
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These famous shooters... 


help you sell 


Burnett P. ‘‘Hipshot’’ Hall 
Newport, Tenn. 


boost your Peters 


Paul Fullop, 
Carmi, Illinois 





support your 





John A. Hunter, 
world famous lion hunter, 
Kenya Colony, Africa 





HESE well-known guides and hunters know 
f yew value of power and accuracy in their 
ammunition. That’s why they all choose Peters 
“High Velocity” when they are out after wood- 
chucks, ducks or even lions. 


And what’s more important they have been 
telling your best customers why it pays to 
shoot Peters. Colorful and interesting testi- 


Peters “High Velocity” 22’s 


“High Velocity” shotgun shell sales 


Peters “High Velocity’ 
center fire sales 


PACKS THE\ POWER! 


monials appear monthly in the nation’s leading 
outdoor books. Testimonials that survey after 
survey prove shooters read and believe! 


It’s a powerful sales story for you that means 
bigger Peters sales. Check your stock now. 
Make sure you have a good supply of the en- 
tire Peters line. More of these exciting ads are 
on the way. They’ll mean more sales than ever! 


pales 











PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


"High Velocity’’ is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. aeons 
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®@ For more informatior: on these products and services 


use free post card on page 107. 


pusher at $3.60 have also been 
added to the line as well as a 50-cup 
automatic coffee percolator. Alumi- 
num Goods Mfg. Co. 


For more data circle No. 28 on postcard, p. 107 


Extra narrow steel tape 

A narrow steel tape, Thin-Tape, 
is available in this line. It is 144 
in. wide and can be used for inside 
or outside measuring. The white 
steel replaceable blade is marked 


in black and housed in a chrome- 
plated die-cast case with knurled 
edges. Available in 6 and 8 ft 
lengths to retail at 89¢ and 98¢. 
Counter displays, dramatizing thin- 
ness are available. Introductory 
display unit No. 6812 features both 
sizes of tapes. Evans Rule Co. 


For more data circle No. 29 on postcard, p. 107 


Automatic coffee maker 


Here is a 4 to 10 cup coffee 
maker, Model 1607 illustrated, for 
your housewares department. It is 
styled in polished aluminum with 
contrasting handle and trim. There 
is a finger-tip flavor control and a 
keep-warm device. Graduated cup 
markings are clearly marked on in- 
side and out. An immersible fry- 
skillet, Model 2219, has also been 
announced. It has controlled heat 
and a temperature reference guide 


112 


on the handle. Dominion Electric 
Corp. 


For more data circle No. 30 on postcard, p. 107 


Safety plug cap for cords 

A finger-grip is the principai 
feature of the Saf-T-Pul plug cap 
now available on No-Shok safety 
extension cord sets. The flexible 
vinyl plastic plug won’t break or 
pull out of shape and helps prevent 
torn or frayed wires. The brown 
or ivory sets come in four lengths 














in a self display carton. Bell Elec- 
tric Co. 


For more data circle No. 31 on postcard, p. 107 


Oversized cabinet pull 


Here is a cabinet, or drawer pull 
for use in the kitchen or on furni- 
ture. The V shape pull is one piece 
die cast and is available in all popu- 


lar finishes. Four inches overall, 
the holes are on 3/8 in. centers. 
It is part of the Futura Line of 
cabinet hardware. Penn-Akron 
Hardware Corp. 


For more data circle No. 32 on postcard, p. 107 


Aerosol spray foam cleaner 


Busy homemakers will be custo- 
mers for this handy foaming 


cleaner for most surfaces. Clearex 
window spray comes in a 15 oz 
push-button spray can. The foam- 
ing spray is particularly effective 
in removing finger marks and dirt 
from glass and chrome. A battery 
terminal coating protector is also 
available from Krylon in spray 
cans. Krylon, Inc. 


For more data circle No. 33 on postcard, p. 107 


Melamine dinnerware design 


Branchell’s four Golden Touch 
patterns are featured on the trans- 
lucent white background of the 
melamine dinnerware line. Two are 
center designs — a classic wheat 
pattern on a background of gold 
flecks (shown), and a spray of star 
flowers in gold and white. Other 
patterns are a semi-border design 
of small flowers on two edges of 
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New AMF ROADMASTER 
Jet Pilot . . . Smoothly 
re-styled from rear 
reflector to front light. 
Rich gold trim on tank. 
Carries out “jet-age” 
styling to perfection. 


“Tll take 


© 
| L ae New AMF JUNIOR 
Tubular Trike... 


7 79 3 - A really outstanding 
lal dred i an 
un Ps = been done on this 


great best-seller. 
Looks like luxury... 
is luxury... 

but sells at 

the price you like. 


‘Ghabalafalalarae 


eolors) 


New AMF SHELBY Flying 
Cloud . . . Really 
“sings” with style and 
value. Two-tone sports 
saddie and handsome 
fe grips complete a 
eg beautiful bike. 


New AMF Station Wagon 
... The young 
suburban set will love 
the real electric 
headlights and hurn 
and roomy trunk 
compartment. The 
stunning paint 
treatment of this 
smart car design 
defies comparison. 


' AMF JUNIOR TRIKES & SIDEWALK BIKES + AMF CARS, TRACTORS & STROLLERS 
| AMF ROADMASTER & AMF SHELBY MIDDLEWEIGHT BICYCLES : 
HERCULES ENGLISH LIGHTWEIGHT BICYCLES 

ROOM 814, 200 FIFTH AVENUE, N. Y. 16, N. Y. 

ROOM 1420, MERCHANDISE MART, CHICAGO 54, ILL. 
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NOW! You and your customers 
j SAVE TIME & MONEY on every job 


WITH W-H SINGLE-UNIT POLY-PAKS! 








































Customers take to their jobs the exact 
hardware units they’re installing, com- 
plete with the right size and the right 
) quantity of needed screws. All compo- 
es nents are together; the annoyance caused 
4 by lost or missing parts is forever ended. 
Merchandise i is always clean and bright— 

“factory-fresh,” free from scuffs. 
: 3 YOU, TOO, will find W-H single-unit 
> A hardware POLLY-PAKS a wonderful 
'\< . way to store, protect and handle your 
| stock; they enable you to supply 
the exact quantity of any wanted 
item without counting out 
needed screws. COST NO 
MORE than old-fashioned 
packing; have added sales- 
appeal. Worth asking for 

by NAME! 


i. / 2 WESSEL HARDWARE CORP. 


WESSEL == 


Philadelphia 23, Pa. 
<x HARDWARE 


See wus at the National 
corporation 














Builders Hardware Ex 
tion, Chicago, Booth 7, 
and the National Hardware 
Show, New York Coliseum, 
Booth 2160. 

HAE-HW-369-557 















WHAT’S NEW 
























DURO'S to INCREASED SALES 








y free DISPLAY RACK 


With 12 Tubes of the Original 



















PLASTIC 
@ ALUMINUM 


‘Org »| in the BIG 5% oz. TUBE 


Get this beautiful display rack 
FREE with 1 dozen tubes of DURO 
PLASTIC ALUMINUM individually 
carded on the new ‘“‘Show-Pak"’ 
display card. 

















NOW ... you have your choice 

of two wonderful packages of 

oe. ES DURO, the original PLASTIC ALU- 

YOU'LL BEAT ‘cae MINUM in the big 51/2 oz. tube. 

Get the wire rack The conventional and highly suc- 

RAL SES SERe> me ca he Amal rag cessful 12-pak counter display 

WITH THIS Ask your jobber for carton with individually boxed 

| mae SPAD-1. tubes . . . and the individually 
oe carded ‘‘Show-Pak"’. 


WOODHILL CHEMICAL MFG. CO. 


1391 EAST 33rd ST. @© CLEVELAND 14, OHIO 
‘Originators and World's Largest Mfrs. of Plastic Aluminum" 


























































DISPLAY 
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@ For more information 
on these products and 
services use free post 
card on page 107. 





the plate, and a border in starburst 
design. A 16-piece set retails for 
$22.95. Branchell Co. 


For more data circle No. 34 on postcard, p. 107 


15 qt rectangular dishpan 


The plastic rectangular dishpan, 
large wastebasket, and wastebasket 
cover in this line have been en- 
larged. The dishpan (illustrated) 
was 10% gqt, now is 15 qt. The 
wastebasket has been enlarged 





from 16 to 22 qt. Its lid has been 
correspondingly enlarged. Units 
are available in five popular colors. 
There has been no price increase. 
Plas-Tex Corp. 


For more data circle No. 35 on postcard, p. 107 


Child's electrical toy robot 


Kids of all ages will go for this 
action toy that sweeps, dusts, vac- 
uums and moves forward or in left 










HEAVZX DUIS 
CLOSER 


— oi 


leaf type 
auxiliary spring 
eliminates bounce 


The new Ideal Heavy Duty 
Closer No. 15 provides finger- 
tip opening and “‘bounce’”’ free 
closing of heavier-than-average 
and standard combination 
storm and screen doors. An 
external leaf spring compen- 
sates for “‘build-up”’ of the in- 
ternal coil spring on the open- 
ing cycle and smoothly releases 
energy on the closing cycle to 
give greater latching power. 
Internal parts are lubricated 
for a minimum of 10 years. 






A complete line of Ideal door 
closers are available through 
leading wholesale hardware 
and building supply jobbers 
or write us. 


| IDEAL BRASS WORKS, INC. Adel 


250 East 5th Street « St. Paul 1, Minnesota 











Profitable Turnover 


from only 
24" x 12” 
counter space! 














Display holds 
4 cans 
each side, 











FOR THOSE FAST IMPULSE SALES / 


The big, new Heller Flexible View dis- 
play fixtures incorporate style, grace 
mad beauty into a practical display that 
can be profitable to you. Your mer- 
chandise is always at proper, conveni- 
ent level, attractively displayed where 
customers can see and buy... more! 

Available in an amazing range of en- 
gineered sizes to match every need, 
Heller fixtures have the dollar-saving 
conveniences you can’t afford to miss. 


Write today for facts on Heller Flexible View fixtures! 
Help yourself cash in on those fast impulse sales. 


w.c. Feller & co. 





Quick Assembly 
—Easy Arrangements @ 


Great Strength— Heavy 
Duty Construction @ 
Larger Display Areas 
—CompleteAdjustability @ 


New Stylized Design 
~Mar Resistant Finishes @ 





Handles all types 
of Merchandise 
— Greater Capacities @ 


More Display for 
your fixture dollar @ 








Montpelier 


Ohio 
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$ $a MANDY CAN in 


New self-seller display 
of cutting and threading oil 





Impulse sales to plumbers, mechanics 
and do-it-yourself customers. Bright 
colorful display holds 8 handy 4 ounce 
cans (retail 35¢ each)—sets up in 4 positions. 
Top quality threading oil, penetrates, 
cools, lubricates— and is antiseptic. 
Available also in quarts, gallons and larger 
containers. These displays 3 to a 
carton—order from your Supply House. 


The Ridge Tool Company, Elyria, Ohio, U.S.A, 
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Your customers can do a better in- 
sulating job . . . save time, tape with 
Gold Seal Friction Tape. It tears 
evenly, sticks fast in any weather, 
and one thickness insulates. To in- 
crease your tape sales, recommend 
Gold Seal, a quality tape with last- 
ing “tack”’, lasting protection. Made 
by Jenkins Bros., Rubber Division, 
100 Park Avenue, New York 17. 


Friction 


In 10-roll containers 
or single rolls. ) 


Each roll sealed in 
cellophane, stays fresh. 


Gold Seal FRICTION * RUBBER + PLASTIC Tapes 
Commercial and Specification Grades 


116 
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WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 107. 


and right circles. The 11 in. Susie 
Robette is made of high impact 
plastic with a metallic finish. The 
robot operates on two 1% volt 
flashlight batteries which are easily 
replaced through a bottom plate. 
Also available are a 3-piece junior 
electric kitchen set and a low 
priced flash lantern. Metal Ware 
Corp. 


For more data circle No. 36 on postcard, p. 107 


Nickel automatic pistol 


Sportsmen and plinkers will be 
customers for this deluxe nickel 


4 


automatic pistol with interchange- 
able barrels, black grips and push 
button release magazine. Sport 
King is a 22-cal, 10 shot automatic. 
Model with 4% in. barrel sells for 
$49.95; 634 in. barrel at $49.95; 
gun with both barrels $58.95. High 
Staridard Mfg. Corp. 


For more data circle No. 37 on postcard, p. 107 


O-gauge train hobby kits 


These O-gauge do-it-yourself kits 
offer powered and dummy locomo- 
tives, flat cars, tank cars, hopper 
cars, gondolas, box cars and ¢ca- 
boose. All units run on standard 
O-gauge track and are predecorated 
with popular railroad names. Pack- 
aged for sale with them are power 
supply, track, lock-ons and uncoup- 
lers. A wrought iron rack (shown), 
22 x 11 in., comes with a 52 piece 





deal with a retail value of $87.25. 


Kusan-Auburn, Inc. 
For more data circle No. 38 on postcard, p. 107 


Lined plastic gun cases 


A complete line of gun cases 
has retail prices ranging from 
$1.10 to $10.95. The $2.95 case, 
top, is suntan plastic with wrap 
around handles and is cushioned 
with acetate fibre and lined with 
Kasha cloth. The bottom case, 
$4.50, has a reinforced muzzle end 
and similar lining. This case fea- 
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...who sings his song of sales 
(to the tune of “Little Brown dug”) 


w" MERCHIE! 


MR. TOOL MERCHANDISER HIMSELF 
































Sea @aa wg 
a — = a 
LES ” « “Set me up where I'll be seen... ~~ 
CL 
Zi Keep me stocked and priced and clean... ¥ 
ena 
ean? ‘a = 9 
. I'll bring you impulse sales galore... a 
» And help your daily profits soar.” Pe 
~~ ae. —_— 
ae ee ee 
Le — It’s just good business to put “Merchie,” 
Viyteces your PROTO ‘Tool Merchandiser where he will got 
“* we. you more of those plus-profit “impulse” sales. 
Op | Proto is the prestige quality line, known the 
ha 1 A 


nation over. It’s in demand! And remember, 
PROTO Tools pay you higher profits per sale 
than many items you stock. So—let “Merchie” 
make extra sales, higher profits — for you! 





Ups 


=a (0 











HOW TO GET EVEN FASTER TURNOVER FOR INCREASED 
PROFITS... and qualify for Mystery Shopper Contest prizes! 










SET UP IN EASY-TO-REACH 2 
1 LOCATION AVOID EMPTY HOOKS 















He may visit you 
any day, now... 


THE MYSTERY 
SHOPPER MARK CURRENT PRICES 


4 _— 
PROTO<-TOOLS 


0 


.< 


Los Angeles 54, California 
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4a511 8 ¥ 
SOLDER ©?’ 


PESTER) 





Your Solder 
sales Via 
the Do-It- 
Yourself 
Boom! 


~ {KESTER 
SOLDER 


The Fine Complete Selder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-emaker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 
Chicago 39, Illinois 

Newark 5, New Jersey 

Brantford, Canada 

















HAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 107. 





tures a 16% in. zipper and grained 
plastic leather trim. Harrington 
& Richardson, Inc. 


For more data circle No. 39 on postcard, p. 107 


Toy tea service for three 


Your toy department will find a 
place for this modern tea service 
for three. Made of high impact 
plastic, this set is a true reproduc- 
tion of Russel Wright originals. 
Set has plates, cups and saucers, 
covered teapot and sugar, creamer 
and metalized knives, forks and 


spoons. Six sets to a carton, $3 per 
set, retail. Ideal Toy Corp. 


For more data circle No. 40 on postcard, p. 107 


Doll sleeper and stroller 


This doll sleeper-stroller has a 
reclining back and adjustable foot- 
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rest, fringed canopy and detach- 
able shopping bag. Body is blue 
and white with a 9 x 10 in. re- 
inforced seat with curved hold-in 
rail and % in. plated side rails. 
Also features 30 in. polished 
chrome handle, foot brake, white 
6-in. spoke wheels with vinyl tires 
and retails at about $10. South 
Bend Toy. 


For more data circle No. 41 on postcard, p. 107 


Aluminum cookpan cleaner 


Aluminum Brite is a cleaner for 
aluminum pots and pans that cleans 





by touching it to the stained areas. 
Boiled water, egg, coffee, and other 
food stains are easily removed with 
the sponge applicator provided with 
each can. Comes in a 12-pack and 
a 72-pack floor display (shown) and 
sells for 89¢. Copper Brite Inc. 


For more data circle No. 42 on postcard, p. 107 


Squeeze tube oven cleaner 
Here is a kit of re-usable Oven- 
Aid applicator mitt and a tube of 





Oven-Aid cleaner in a handy 
squeeze container. The cleaner is 
put on the sponge part of the mitt, 
and spread over the dirty part of 
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NE W! Profit with another 
Campbell chain Exclusive! ¢ 





. Blue Cemper 





PRE-CUT, PACKAGED CHAIN 






















CAMPBELL 
CHAIN 


@ 3/16", 1/4”, 5/16", 3/8” Proof Coil 


Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


Instantly identified by the rich bive 
color... tempered right into the chain. 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping. . . over 
25% of your sales are in these pre-cut 
lengths. Stays clean and easy to handle. 


Stock a representative selection and 
watch impulse buying make chain 
buyers out of ‘‘shoppers."’ Start selling 
Campbell ‘Blue Temper”’ Chain today. 
Contact your Campbell distributor or 
write direct for details, 


CAMPBELL CHAIN (Comsany 


York, Pa.—W. Burlington, lowa 
Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 


WHAT'S NEW 





® For more information on these products and services 
use free post card on page 107. 


the oven. The mitt is rinsed and 
the cleaner wiped off. The cleaner 
contains neither caustics nor lye. 
Kit retails for $1.49. G. N. Cough- 
lan Co. 

For more data circle No. 43 on postcard, p. 107 


Automatic room heaters 


A four-model line marks this 
company’s return to the room heat- 
er field. Custom models, listing at 
$39.95, feature fan-forced air plus 
radiant heat from an aluminum re- 
flector, thermostat control, auto- 
matic tip-over control, two-heat 
levels and a five-year guarantee. 
Both Custom models and Special 
models, which list at $19.95, are in 
natural beige. Westinghouse. 

For more data circle No. 44 on postcard, p. 107 


Fuel products added to line 


Here is a Fuel Mix and a Two- 
Cycle Engine Oil which have been 


added to the Gumout line. The 
Fuel Mix can be used as a tank 
additive or poured down the car- 
buretor throat. 
valve and ring action and reduces 


It insures freer 


carbon deposits. The Two-Cycle 
Engine Oil works against plug foul- 
ing and keeps exhaust ports open. 
Both Gumout products are in 8 oz 
cans. Pennsylvania Refining Co. 


For more data circle No. 45 on postcard, p. 107 


Miniature electric oven 


Housewives will be interested in 
this electric oven for the table. The 
automatic unit has Dial-A-Recipe 
thermostat control settings for bis- 
cuits, potatoes, and other foods. 
Redi-Baker has a special baking 
tray in its sliding drawer. Retails 
for $24.95. Also available, is the 
Redi-Fry griddle with grease well 





ANOTHER 


POPULAR 


‘'HOPPE’S 
LUBRICATING 
OL | 








Dont Miss Any Gun 
Cleaner Sales NOW 


When it comes to gun cleaning, care and pro- 


EXTRA 
QUALITY 
AT 


tection, Hoppe’s No. 9 Solvent, patches, oil, 


PRICES 


grease and gun cleaning rods usually get 
the call.” And—don't forget! The shooting 


season is on its way and will be here before 


Complete package with 42-gallon tank. Designed and tested to meet 


all FHA and other project requirements. Easily changed from — 
shallow to deep well by moving jet down into well. Capacities up | 


to 750 G.P.H.; 4 H.P. Motor. Compact, ideal for utility room or 


basement installations. Just one package for dealers and contractors | 
to deliver to the job. Send for Bulletin 1-A. 


FLINT & WALLING MFG. CO., INC., 888 OAK STREET, KENDALLVILLE, IND. 


WE means Fowlg WOH py Flict Walling 





you realize the fact. So why not inspect your 
supply! Your jobber handles Hoppe’s. 


FRANK A. HOPPE, INC. 


2314A North 8th St. 


Philadelphia 33, Pa. 
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Mac’s rolling in the stuff — since he started 
suggesting “Scorcn” Brand Masking Tape 
with every paint sale! 

















Packng ofl) tov 


quality 
Lantery, 


manila 
rope 















25 Ibs. packed in self- 
dispensing carton. 
super =- TUFF Measure-marked every 
50 and 100 ft. coils of VY 10 feet. 
manila or nylon rope 
in a new combination 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 


Practical rope packages for- Boating 
Home « Farm « Industry + Recreation 
MANUFACTURERS re G3 Pas SINCE 1829 














THE THOMAS JACKSON & SON CO. Reading, Pennsylvania | 
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Ring Up Sales 
With Bright Brass Finish Pulls 


A whole new chain of cash sales is yours when you 
display these lustrous Furniture Pulls for cabinets, chests 
and desks. Each handy-man needs several Pulls. . . has 
12 styles from which to choose. Develops other related 
product sales for you. 

Every Pull an exclusive style by a famous designer. 
Permanent bright brass luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inventory, stocking 
and selling Faultless Pulls, each piece is packed in a 
colorful, individual carton. Each carton top illustrates the 
Pull it contains, is identified with style number, and the 
Pull inside is wrapped in tissue work sheet. With identi- 
fying illustration and style number clearly visible, there 
is no need to open the package and disturb contents. 
Package is ideal for use on shelves or in open self-serve 


counters. (K189, K195, K199 and K200 are packed 
2 pieces per carton.) 


24 Popular Furniture Ideas 
FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet of 24 
easy-to-make furniture designs ready to scale and con- 
struct from simple materials. Planned to create greater 
demand and multiple sale of Furniture Pulls for you. 


START 67% PROFITS COMING YOUR WAY TODAY 
e 


aultlesS FURNITURE HARDWARE Division of 


FAULTLESS CASTER CORPORATION 


Evansville 7, indiana HA-8 


: free Display Board with introductory stock of Furniture 
Pulls on which I can make a profit of 67% on my cost. 


My Jobber is 





Firm Name 





| 

| 

| 

| 

| Without obligation please send full particulars about the 
! 

| 

| 








FOR ONLY $46.87 | P justed nozzle. There are no loose 

“d H a fi AY WV & A parts, and the spike is pushed into 
SELLS FOR $71 27 | the ground for use. Wilson Plastics, 
Ine. 


ae For more information For more data circle No. 48 on postcard, p. 107 
on these products and 


services use free post ; . ‘ 
card on page 107. Drill paint mixer attachment 





Here is a paint mixer attachment 


which will fit any electric hand 
at $24.95 and the stainless stee! 


Chefster, an all-purpose cooker and 
deep fryer at $29.95. Knapp-Mon- 
arch Co. 

For more data circle No. 46 on postcard, p. 107 


eos 


Plumb Shop Merchandiser racks all | Nine inch tile cutter 

the flexible plumbing supplies nec- Here is a handy tile cutter for 

essary for water hookup to sink, | resale or rental purposes. The 514 

basin and toilet. lb unit has long life cutting blades 

that can be removed for sharpen- 

PLUMS same | ing. It also has a graduated rule 
ap tm ay 


drill. The revolving disc has spaced 
circular vents which mix the paint 
with a continuous circular motion 
from the bottom of the pail up. The 
mixer will not splash. It is at- 
tached to a self serve card under 
a plastic bubble. Gunver Mfg. Co. 


For more data circle No. 49 on postcard, p. 107 


Restocking is directly from box to Pas a, Colored cover cooking line 
rack .. . absolutely no tied-up shelf - fi g 





Turquoise colored covers are now 
available in the Hallite cooking 
and guide and cuts tile up to 9 in. 
Consumers Glue Co. 
For more data circle No. 47 on postcard, p. 107 


Tenite lawn sprinkler 


About 500 sq ft of lawn can be 
covered with average water pres- 
sure by this quality sprinkler mold- 
ed of high impact tenite. Spikie 
provides a gentle, non-eroding 
spray from its permanently ad- 


Tubes are mounted on instruction 
cards that give step-by-step instal- 


lation directions. utensil line. Three  target-type 


circles have been cut into the 
ee" MAIL THIS COUPON TODAY! *""s | : covers. The dutch oven and cas- 
gas yo se Seas oa seroles have black aluminum wire 
- ree Explanatory Folder... saint an pane : 
§ © Merchandiser (122 piece asstm't) @ $46.87 (J handles to contrast the turquoise 
: and polished aluminum. The line 
© Name (Print) 
Tagine includes a tea kettle, percolator, 
S city nite Sauce pans, a dutch oven, cas- 
Wholesaler seroles, fry pan and double boiler. 
é © Aluminum Cooking Utensil Co. 
For more data circle No. 50 on postcard, p. 107 


PLUMB 2 SHOP 
g 1341 TEMPLE DETROIT 1, MICH. 6 (Resume reading on page 16) 


a 
“TT?TTILrLTILLIiLIiLtititrirrtitttfttfrttrftee.:. 
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roll 4 ways 
on 2 sets of wheels 


eer ance 
: 





"'No-lift ironing’’ means 


Lady Arvin Deluxe Roll-Away— Style 3130. Sells faster because it’s 
the greatest strain-saver . . . Easiest-to-handle ironing table on the 
market . . . Adjusts and irons from either side . . . Finger-tip touch 
raises or lowers the TRIPLE-STRENGTH TOP to ANY height 
from 24” to 36” ...Safety lock... Turquoise enameled 
top, handsome elliptical chrome-plated legs (heaviest 
chrome on the market!) . . . Non-skid front feet. 


Economy Lady Arvin Roll-Away— Style 3030, is identical with No. 
3130 except turquoise finish throughout, and lower priced. Gives 
you 2 models—and a price spread—to meet the mounting demand 
for Lady Arvin Roll-Aways. 


NATIONALLY ADVERTISED IN LEADING WOMEN’S MAGAZINES 








You need only Arvin to 
cover all prospects 


7 adjustcoles, 2 non-adjustables 


$695 to $1695 


For added profits, sell an Arvin 
“Custom-Fit” pad and cover 
with every Arvin ironing table. 
Sets to retail from $1.98 to 
$3.98. Covers only, 98¢ to $1.98. 






“ie O8 4 Plump o 


+" Guaranteed by * 
Good Housekeeping 
. S 


wo as AdveRtistd waite 




















Furniture and Housewares Division AAYVIN INDUSTRIES, Inc., coiumbus, Indiana 


Arvin also manufactures Leisure Furniture, “Charky” Grills, Home Radios, Portable Electric Heaters, Fans, 
Lectric Cook, and Car Heaters. 
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FALL Advertising 


kes a CLEAN SWEEP 


mile <a Lawn Sweepers are nationally adver- 
tised coast-to-coast .... On radio. on 


television. in magazines. and newspapers, 





No other name gives you wits quality, 
prestige or ease ol selling. li | Parker 
“sweep-up leaves and lawn debris 
for vour neighbors while you 
“sioer p-in- mle <a profits. Con- 

fact you jobber or wrile 


direct 


SO ce 


ee nana 


weaesmarrs Tee” 
is ese 
Cate 3% a3 e 


Ms, : 
ae 


The only 
complete line: 


© Parkerette 20" 
and 28 the PARKER SWEEPER COMPANY 
Homemaster 


Electro-sweep SPRINGFIELD, OHIO 
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TO HELP YOU SELL 




















® For more information on these products and services | 
use free post card on page 107. 


(Continued from page 16) 
The fire fork has a hand rubbed 
walnut finish handle with polished 
brass trim. The other two pieces in 
the set are similarly designed. Wall 
bracket or floor stand for the set 
are extra. Seymour Mfg. Co. 


For more data circle No. 51 on postcard, p. 107 


Three gift wrap assortments 


Here are three resale assort- 
ments of Sasheen gift wraps. A 








3-pak carton contains three 20 in. 
rolls of Christmas wraps. This as- 
sortment is packed 12 boxes per 
case with 3 sets of lesigns. Print- 
ed gift wrap design’; come in an- 
other offer which is a cutter box 
assortment. There is 270 in. of 
paper 20 in. wide includeu. A sec- 
ond cutter box assortment offers 
plain and embossed foils and high 
gloss papers in a continuous 23 ft 
roll, 26 in. wide. Minnesota Min- 
ing & Mfg. Co. 


For more data circle No. 52 on postcard, p. 107 


Two-sided self serve cards 


This company is now distributing 
its screw anchors on self serve 
cards which can be displayed from 
either side. The anchors are cen- 
tered in die cuts, and the entire 
card is covered with a clear plastic 
for visibility from both sides. One 
side describes the product and the 
other side gives directions for its 
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use and installation. The cards are 
packed 12 to the box and are| 
punched for hanging. Molly Corp. 


For more data circle No. 53 on postcard, p. 107 









Vise display, literature | vz, 

Here is a display which will | +e : 
boost sales in your heavy hardware r Zz a v 
department. The base is 10% x 12 ’ 





in. but the entire display may be | 
hung from a perforated panel. The | 
stand is made of wood and metal 
and holds a 3% in. jaw width vise. 


Display is free, along with included 





rne BE rks 


i¢ [ al 


GASOLINE 
ENGINES 











ELECTRIC 
PORTABLE 
POWER 
TOOLS 











literature, with an order for five 
Simplex vises. Desmond Stephan 
Mfg. Co. 


For more data circle No. 54 on postcard, p. 107 | 

















made by PIONEER GEN-E-MOTOR CORPORATION 


ee 





Stair treads in packages 

Here is a new stair tread pack- 
aged by the dozen in clear polyethy- | 
lene bags for impulse sales. The 





® For more information on these products and services 
use free post card on page 107. 


treads have the appearance of car- 
pet, plus the advantage of extra 
traction. They are easy to clean, 
resilient, sound absorbent, moth 
proof, and long wearing. Available 
in seven colors for interior color 
harmony. Boston Woven Hose & 
Rubber Co. 


For more data circle Neo. 55 on postcard, p. 107 


Hardware specialties catalog 


Here is a handy decimal-pack- 
aging catalog covering the Wessel 
line of hardware specialties. Six 
new items have been introduced 
to the line with this catalog. These 
are the Grip-Tite sash lock, a 
streamlined sashlift, three types 
of flush pulls and an edge pull for 
sliding doors, and a single prong 
coat hook. Each item comes in 
durable, visible Polly Paks. They 
are sold in the newly adopted 
decimal count. Wessel Hardware 
Corp. 


For more data circle No. 56 on postcard, p. 107 


Meat and fish knife kit 

This set of knives is for cleaning 
and dressing meat, fish, and game 
outdoors and in the home. A heavy- 


duty 6 in. knife, flexible fillet knife 
with scaler, and 3 in. dressing 
knife are in this gift package. 
There is a leather sheath for each 
knife. Goodell Co. 


For more data circle No. 57 on postcard, p. 107 


Illuminated kettle display 


All the tea kettles available in 
this line have been grouped in this 
attractive counter display. The 
display has an illuminated center 
panel which features a 2 1/3 qt 
whistler kettle. Three other kettle 
models are displayed on this self- 
selling unit. Also available is a 
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6 of each or 
12 assorted. 


12 of each or 
24 assorted. 


24 of each or 
48 assorted. 


SINGLE 
TYPE 


UP 5 0% 

x PROFIT 
TAKE ADVANTAGE OF 
THE DO-IT-YOURSELF 
MARKET WITH TH/S 
HIGH DEMAND/ITEM 


—ReP VE Via 
= ATUPTO B/7975 


PATIO SUPPORTS 


A NEW, DECORATIVE, Do-it-Yourself item that has hundreds of uses 


IN and OUT of your home. Use them for patio roof supports, room 
dividers, etc. Sturdy 14%” diameter, black tubular supports with a 


bOvVELE 
(CORNER) 
TYPE §& loday! 


beautiful wrought iron filigree between. 12” wide by 8 ft. high (can 
be cut to 7 ft.) with mounting flanges. Flat or Corner style. Order 


ALL PRICES F.0.B., LOS ANGELES. Pay by M.O. or Check. 
Purchase Orders accepted from well rated D & B firms. 


2263 E. VERNON AVE., DEPT. HA-8 © LOS ANGELES 58, CALIF. 
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at the NATIONAL 
HARDWARE SHOW 


MORE THAN 1000 LEADING MANUFACTURERS exhibit 
more than 50,000 products including more than 1000 
brand new items introduced to the trade...all at one 
time, under one roof. 


COMPLETE LINES of hardware, housewares and allied 
items... plus the greatest array of lawn, garden and 


outdoor living equipment ever assembled... plus a new 
division devoted exclusively to fishing tackle! 


FILL OUT AND RETURN THE REGISTRATION COUPON 
today. Your admission badge, which will admit you 
without further registration, will be mailed to you. 


OCTOBER 14-18, 1957 
at the COLISEUM, New York City 


NATIONAL HARDWARE SHOW 
Se Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 


NATIONAL ae 


NAME TITLE 


HARDWARE SHOW #-- 








STREET 
witinsiy uk casa CITY STATE 
Oe Se | TYPE OF BUSINESS 


Please check below the classification of your business. 
[] Wholesaler [] Retailer [] Dept. & Chain Store Buyer 
[_] tmporter-Exporter [(] Mfgrs’ Agent [_] Manufacturer [(] Other 
please fill out coupon and mail 7 [_] Please send us your hotel reservation blank. 
, Minors under 18 yrs. of age will not be admitted under any circumstances. i 
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Saves Money and Time! 


1. Packaged for quick iden- 
tification and easy sales. 

2. immediate shipment on 
orders from a central lo- 
cation insuring quick 
delivery. 


3. A complete line elimi- 
nates losses on shipping 
charge minimums. 


for easy profit... display and 
sell them all 


TO HELP YOU SELL 
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BOX 333, MICHIGAN CITY, 
FACTORY: GRAND BEACH 
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TURNBUCKLES, INC. 


INDIANA 
MICHIGAN 





@® For more information on these products and services 
use free post card on page 107. 


counter display featuring this com- 
pany’s newly introduced set of 
stainless steel mixing bowls. Re- 
vere Copper & Brass. 

For more data circle No. 58 on postcard, p. 107 


Counter-wall glue display 


An all-metal counter glue bar 
is available to boost impulse sales. 
The black metal display is 15% in. 
wide, and may be hung on the wall. 
The assortment includes % oz 


tubes, 2, 4, and 7 oz Glu-Birds, 
Contax cement and waterproof 
glue. Has convenient storage space 
for back-up stock. Acorn Adhesives 
Co. 


For more data circle No. 59 on postcard, p. 107 


Pre-cut, packaged chain 


Blue Temper chain is available 
in pre-cut pre-packed boxes for self 
service display. The chain is mark- 
ed every five feet and color coded 


in the 50 and 100 ft lengths. Comes 
in labeled boxes in 10, 15, 20, 50 
and 100 ft lengths. Sizes range 
from 3/16 to 3/8 in. Campbell 
Chain Co. 


For more data circle No. 60 on postcard, p. 107 


Tool merchandising banners 


Here are some merchandising 
aids for your power tool depart- 


a ee 


ment. These 11 x 17 in. banners 
are in black and red. They can be 
hung on wires, walls, or windows. 
They are printed on both sides and 
different banners show six different 
power tools in the line. Portable 
Electric Tools. 

For more data circle No. 61 on postcard, p. 107 


Clothesline display board 


Here is a display piece for a dis- 
appearing clothesline unit. The dis- 


CONTINENTAL siserseerisesotentn 
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Now for the first time... 


CONCEALED SCREW 
BATH ACCESSORIES 


never before at so low a price! 





RETAIL 






A snap to 





attach! 


Eve easiei 


One 







screws show to mar beauty 
fixture 


screw holds fixture to 





2814 ——— C-2809 
C-2811 Twin wor Bar, 18” id a Faucet Sone Dish Toilet Tissue Holder 
Towel Bar, 18” 


i 











>! Just think, a sparkling, 
ad line of handsome CHROME-12 
;s with CONCEALED SCREWS... 






Every Homeowner’s a 
Red-hot Prospect for . .. 


~~ 


\- 
Se 


Aluminum and Felt 


~ 


%, 


t 


Weatherstripping 


for windows and doors 





No rattles © Stops drafts © Holds heat inside © Keeps 
out dirt and cold © Saves on heating costs © Can be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “out of 
square’’ and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 
and installation instructions. 


/90k To COMPLETE LINE OF NA- 


. TIONAL AND COLUMBIA 


Notion WEATHERSTRIPPING * 


.  TRIPL-TITE™ ALUMINUM 
Quick Sales... 


SIDING * PORCELAIN 
, | ENAMEL BUILDING 
Nice Profits! | PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 


TO HELP YOU SELL 











®@ For more information on these products and services 
use free post card on page 107. 


play poster gives a three dimen- 
sional effect. The unit can be used 
on display counter, in the window 
or on the wall. A clothes basket 
attached to the bottom of the 
poster has descriptive folders. Dis- 
play available free with an order of 
six Continental clothesline units. 
Ekco Products. 


For more data circle No. 62 on postcard, p. 107 


Color-enamel in small jars 

This company is now putting 
eight of its best selling enamel 
colors in 2 oz screw cap jars. The 


small jars sell for 35¢. A display 
box is available for dealers buying 
a two dozen jar assortment. A 
permanent metal display fixture, 
illustrated, is available at no extra 
cost when a complete 80 jar as- 
sortment of eight enamel colors and 
eight metalic colors is ordered. 
Illinois Bronze Powder Co. 


For more data circle No. 63 on postcard, p. 107 


Colored toilet seat bulletin 


Bulletin LL-5856 gives the full 
story of the Imperial 700 toilet 
seat. It is a two page, 3 color de- 
scription of the many features and 
construction method of the seats. 
They have double-rolled contour 
edges and polyethylene bumpers for 
lifetime wear. There is a concealed 
hinge bar and all the hardware 
is chrome plated brass. The seats 


are available in 11 colors all listed 
in the bulletin. Century Products, 
Ine. 


For more data circle No. 64 on postcard, p. 107 


Scale department display 
Here is a display which can 
serve as a wali unit or as an is- 


land. The display points up the 
range of six platform colors avail- 
able. It features the Distinctive 
scale, model 4224, which retails for 
$10.95 and model 8124C for $7.95. 
Unit has storage space for eight 
additional scales. Borg-Erickson 
Corp. 


For more data circle No. 65 on postcard, p. 107 


Plastic coating display 

Here is a counter or window dis- 
play for this liquid plastic all- 
purpose coating. The unit holds 
three 1 qt containers and samples 
of various building materials which 
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| Lenk LP Torch Kit 


Best Buy On The LP Torch Market Today! 


With full Dealer Markup / 
ONLY 


















LIQUEFIED 1p PETROLEUM 
‘ 


98 .: 
TORCH Kit 


Lat woe Cast do 
= aa KIT 
’ ENERA - al me 5 : ' 
e > ’ /ER - : } 





HERE'S WHAT IT CONTAINS! 
I—No. 300 LP Torch with Throw-away King 


Size Fuel Container 
|—Famous LENK In-a-Tube Acid Solder 
|—Famous LENK In-a-Tube Rosin Solder 
I—Steel Wool Pad for Cleaning 


|—Complete Instruction Booklet 
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HERE'S WHAT IT CAN DO! 


¢ All General Home and Shop Soldering 
\ ae epopuct® 


Saas. | * Sweat Fittings * Silver Soldering 
uP ans . 
rORCHES, LANTORS 


LEAR ¢ Remove Paint °¢ Finish Furniture 


* Asphalt Tile Laying ¢ Repairs 


ORDER FROM YOUR JOBBER 


TH e Lenk MFG. CO. 


FRANKLIN, KENTUCKY 


MODEL NO. 300—PACKED IN TWO COLOR 
SELF SELLING DISPLAY CARTON 
MEASURES 13" LONG x 6%" WIDE x 3" DEEP 
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: 
Bassick Casters 


Hardware store 
goes suburban... 


takes BASSICK 
casters along 


Carlisle Hardware, an extremely 
successful Springfield, Mass. com- 
pany, recently opened its twelfth 
store in a suburban shopping center. 

Look at the big Bassick display, 
and the shelves of Bassick casters 
featured (above) in the new store. 
The amount of space and display 
are a good indication of how well 
these Bassick products pay off for 
these merchandising experts. 

A Bassick display would work for 
you, too. Ask your wholesaler about 
Bassick’s new packaging of glides 
and truck casters, new carding of 
casters and eye-catching demon- 
strator displays. 

Get your share of caster sales. 
THE Bassick Company, Bridgeport 

5, Conn. In Canada: 
Belleville, Ont. 7.23 


| Bassi (¢, ier 


A DIVISION OF 


warn 
WAKING WORE KINDS OF CASTERS MAKING CASTERS DO MORE 


132 











TO HELP. YOU SELL 





@ For more information on these products and services 
use free post card on page 107. 


ean be coated. Typical exterior and 
interior applications are also pic- 
tured. The display is free to all re- 
tail dealers carrying this line. 
Seal-Kote Inc. 

For more data circle No. 66 on postcard, p. 107 


Revolving escutcheon display 


Vinyl and metal Aligna Lock es- 
eutcheons with black on chrome 
personal monograms are the fea- 
tured attraction of this 2-sided re- 
volving display. The mount, avail- 
able in red or blue, also demon- 
strates an entrance lock, bathroom 
lock: and passage latch in Dalton 
and Ashcroft designs. Choice of 


brass, dull bronze and satin alu- 
minum finish. Sargent & Co. 
For more data circle No. 67 on postcard, p. 107 


Window, jalousie brochures 


Two new four-page brochures 
are available describing aluminum 
horizontal sliding windows and 
aluminum jalousie windows. The 
folder on sliding windows describes 
features, installation and specifi- 
cations, detailed drawings and di- 
mensional charts for both double 
and triple sash series. The jalousie 
leaflet lists basic information plus 
standard overall jalousie sizes and 
standard. K.D. sizes. Stanley Build- 
ing Specialities Co., Stanley Works. 


For more data circle No. 68 on postcard, p. 107 


Wire brush assortment 


Wire brush sales will get a boost 
with this display assortment con- 














taining 5% doz brushes. The stand 
and brushes come packed in one 
box. Some of the brush models 
have holes in the handles for dis- 
play on perforated paneling. All 
brushes in the assortment are in 
open stock. Wright-Bernet, Inc. 


For more data circle No. 69 on postcard, p. 107 


Four impulse sales items 


Here are four impulse items that 
will boost sales in your housewares 
department: a rectangular Rubber- 
maid laundry basket, improved 
toilet top tray, small vanity waste- 
basket, and a combination contain- 
er shaker pourer and strainer for 
juices and other liquids. The last 
is the Dial-It because it has a dial 
top for regulating flow. The quart 
container has a spill-proof top and 
retails for 89¢. Wooster Rubber 
Co. 


For more data circle No. 70 on postcard, p. 107 


Glue-glitter decorator kit 


Here is a decorating kit for put- 
ting glitter on different items. The 
kit contains two tubes of Elmer’s 
Glue-All. Both tubes have pencil 
tips for easy and neat application. 
Also includes three large, shaker- 
top vials of different colors of 
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Tavern Signs Wagons Railroads 






No. 8925/z-3331 No. 148/z-3333 No. 8982/z-3330 
ll oz. Pilsner 14 oz. Beverage Trademarks 4 oz. Cocktail ’ 





No. 147/z-3329 
10 oz. Beverage 








Hitching Posts 
No. 152/z-3332 
9 oz. Old Fashioned 


“AMERICAN ANTIQUES®:. 


patterned for today’s living 




























Attractive display unit provides visi- 
bility from both sides for effective 
5 counter or window display. 
Gaily decorated in 22k gold designs, Libbey’s new American 
Antiques pattern is highly popular with modern hostesses. Every 
glass becomes a conversation piece, recalling the American life 
of long ago. It’s every-day crystal at its finest . . . Libbey Safedge 
Glassware for every-day use for the whole family to enjoy. 


American Antiques is just one of the many lovely patterns 
which have made Libbey Safedge Glassware the favorite 
everywhere. Shoppers know the quality behind the Libbey 
name, and are further assured by the famous Libbey guarantee: — American Antiques 


a : . r . ‘Cc. > , » is gift boxed in sets of 8. 
A new glass if the rim of a Libbey ‘Safedge’ Glass ever chips.” yy inblers retail at about $3.95 for 8. 


Stemware at about $5.95. Gift boxes 
make attractive point of sale 
displays, too. 


Full-color advertising in BerreR HoMEs « 
GARDENS, Lire, House BEAUTIFUL, HOUSE 

& GARDEN, and Livinc For Younc 
HomeMakKERS, builds demand for Libbey 
Safedge Glassware .. . brings customers to your 
store to get it. Display material, advertising 
mats, and other merchandising material, are 
available to help you profit from the Libbey line. 





LIBBEY SAFEDGE GLASSWARE Owens-ILLINOoIS 


AN (1) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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® EYE-APPEALING 
@ BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO iLLINOTS 





sau 
LOCK- 7h): 


Graphited LOCK-FLUID 


The easy woy to keep locks 
working easy! 


When car locks freeze — sell them 
LOCK-EASE! When padlocks jam—sell 
them LOCK-EASE! When garage doors 
or any doors rust or stick—sell them 
Sole & 2-\) eciz-1-).11, .- me a1 4 ee 
few squirts from the ‘‘stream-or-drop 
container flush out dirt, seal out mois- 
ture, prevent sticking, rust and freez- 
Tal: Use if in your own lock repair 
department—and sel/ it in the handy 
4-o2z. ‘‘drop or stream’ can. Only 49c 








AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 











TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 107. 





| glitter dust. Comes packaged to re- 
tail at 98¢. Borden Co. Chemical 
| Div. 


| For more data circle No. 71 on postcard, p. 107 


_ Housewares gadget display 


Impulse sales will get a _ boost 
with this self service display show- 


ing 23 items in the Androck house- 
wares line. The perforated panel 


_ stand is 2 ft wide, 16 in. deep and 


56 in. high. The unit holds 282 
pieces ranging from 25¢ to $1. 
Washburn Co. 


_ For more data circle No. 72 on postcard, p. 107 


Carry-home glasses package 
This carry-home package is being 


| used by this company. The boldly 
_imprinted pink and blue carton 


holds each 11 oz glass in place and 
permits full length viewing of the 


' ceramic-type decoration. The illus- 


trated pattern is Blithe. The 
glasses retail for about 65¢ per set. 
Libbey Glass Div., Owens-Illinois 
Glass Co. 


For more data circle No. 73 on postcard, p. 107 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Brochure on lift trucks 


A 16-page brochure on the new 
G-3 series of 15,000 to 20,000 Ib 
capacity lift trucks has been pub- 
lished. Various design components 
are pictured and a large phantom 
view of the truck permits the study 
of internal working features. Yale 
Materials Handling Div., Yale & 
Towne Mfg. Co. 


For more data circle No. 74 on postcard, p. 107 


Gift wrap display fixtures 

Three new space-saving display 
fixtures for gift wrap are now 
available. Model 75 is a floor unit 
46 x 30 x 60 in. that comes with 


or without top lighting. Unit is 
all-metal with provision for glass 
installation. Other two models are 
counter units. Step display counter 
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everywhere you look... everybody wants 


CuO: 


MOST BEAUTIFUL CAN OPENER MADE 














Can-O-Mat sells on sight! First truly 
sanitary can opener... cutting 
- aa ' wheel and magnet slip 
oe off for fast rinsing. 
. : - Opens all cans. Single 
- action, no levers. 
ee _ Folds flat against 
wall when not in use. 
Beautifully styled 
in chrome and colors, 
All-Chrome, and 
“Copper Touch®”’. 
Prices start at $3.98 









Housekeeping 
“ 


REMOVABLE CUTTER 
for Easier Cleaning! 


“oa 


0% gvet o QUARTER CENTURY--- there’, always BiG NEWS from RWS 
f 
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Deluxe KITCHENEER’ 


Combcnrdliore GRINDER- CHOPPER, 
aaa ice me fast ae soe een ___ SHREDDER, SLICER, GRATER! 


feed in the cubes!...from coarse New popular cone cutters! Delights family and 
to fine! Portable, light, compact. guests with exciting salads and money-saving 
Powered by a husky motor. Only meat dishes. Portable, lightweight, use any- 
Rival offers a complete choice of where! King-size suction feet. Beautiful colors 
electric and non-electric ice crush- and chrome. 





ers. 


See your Distributor or Write... 


Etre MANUFACTURING COMPANY, Kansas City, Missourl 


Rival Manufacturing Co., of Canada, Ltd., Montreal 
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GREENLEE 


another reason why you profit from 


ASSURED QUALITY 


Greeniee Tools for Craftsmen 


Your customers who rea/ly know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


% 
| 4 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply deolers . . . send 

request on your letterhead. 


GREENLEE TOOL CQO. 
1808 Herbert Ave., Rockford, Ill. 


Auger Bits © Electric Drill Bits © Chisels and Gouges 
Expansive Bits © Drawknives © Other fine tools 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 











unit is illustrated. All units come 
in choice of bonderized non-chip 
finishes. Modern Display Equip- 
ment Co. 

For more data circle No. 75 on postcard, p. 107 


Portable plywood bench 


Here is a sturdy, compact, port- 
able bench for use around the store 
or stockroom. Port-A-Bench safely 
supports up to 1000 lb and can be 
folded compactly with one hand. 
The non-tipping unit has %4 in. 
plywood, non-conductive steps, rub- 
ber covered, non-slip feet and 13 
gauge riveted steel construction. 


Meets all industrial codes. Sells for 
$12.50. Anderson Mfg. Co. 


For more data circle No. 76 on postcard, p. 107 


Engine servicing stand 

If you service small engines, 
this engine stand will come in 
handy. The unit has adjustable 
arms that hold any 2-cycle or 4- 
evcle air-cooled mower or garden 
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tractor engine in any position. 
Slotted base plates accommodate 
horizontal and vertical shaft en- 
gines, including rotary types. The 
rotating stand comes with a me- 
chanical or a hydraulically operated 
base that attaches to any work- 
bench. Fate-Root-Heath Co. 


For more data circle No. 77 on postcard, p. 107 


Oak finish showcase 


Retail dealers will find many 
uses for this showcase in natural 








oak finish. Case has a black base- 
board and panel sliding doors. Ad- 
justable 8 and 10 in. shelves. Unit 
has a 24 in. high glass front. Over- 
all dimensions: 38 in. high, 20 in. 
deep, 48 and 70 in. lengths. Im- 
mediate shipment. W. C. Heller & 
Co. 


For more data circle No. 78 on postcard, p. 107 


Plastic price tag holder 


Here is a price tag holder to 
simplify your pricing operations. 





It is 1634 x 21 x % in. and colored 
an attractive green, The light- 
weigh plastic holder has 60 slots 
for easy to read tag layout. 
Modern Display Equipment Co. 

For more data circle No. 79 on postcard, p. 107 


(Resume reading on page 17) 
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THE ONLY WRENCH LINE 
STRONG ENOUGH TO DELIVER 


3 to 4-time 


turnover 
COMPLETE USER ACCEPTANCE 


Highest degree of acceptance, unmatched in the wrench industry, makes 
$-K/Lectrolite socket and flat wrenches hot sellers around the calendar. Achieved 
through $-K/Lectrolite’s guaranteed quality . . . exceptional strength . . . beauti- 
ful finish . . . perfect balance . . . and realistic pricing that makes you competitive 
with all other sources for hand tools. 


Ld rolile 





S-K /LECTROLITE 
No. 100 
WRENCH 
MERCHANDISING 
PROGRAM 


specially developed for hard- 
ware stores to complete their 
tool departments 











Proved 3 to 4-time annual turnover 
+ ee — | or more. 

a Middalddaa @ Includes only “demand” merchan- 
Aut ae Nth PUTER dise—the most used, fastest selling 
wrenches and sets. 

Displays for individual sockets and 
flat wrenches require wall space 
only 30” wide, 42” high and fit any 
existing store fixtures. 
S-K/Lectrolite sets produce twice 
the volume of individual stock items 
alone. Retail from $4.79 to $36.95. 
Socket sets made pilferage-proof 
and dust-proof with clear acetate 
plastic covers. 

Complete promotion kit—- window 
banner, 11” x 7” counter card, hand- 
out tool booklets, free newspaper 
mats. 

Retail value of program merchan- 
dise — $382.63 

Your investment, including com- 
plete stock and all display acces- 
sories, is only — $270.86 
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APPROVED MERCHANDISING PROGRAM 





Get details from your wholesaler’s salesman... 
or write today for complete descriptive literature. 


Si ae /LECTROLITE TOOLS 


<> 3535 WEST 47TH ST., CHICAGO 32, ILI 


LES 





New G-E Telechron models, 





Wood, metal, decorator and feature clocks 


NEW! PROVINCIAL—French Provincial de- 
sign for authentic beauty. Rich fruitwood case 
with distinctive etched dial. Alarm, $29.95 


NEW! UNIVERSE —Zodiac 
figures on convex dial make this 
solid brass beauty a decorator’s 
delight, $19.95 


NEW! GIFTWOOD— African 
mahogany beauty with hand- 
some brass bezel. Black nu- 
merals and hands for quiet 
elegance. Alarm, $14.95 


NEW! SHINING HOURS—Distinctive sun- 
burst motif, with gold-color dial blending into 
sparkling-clear lucite rays. A wall clock for 
the discerning at $29.95 





Magazine advertising —ful|-color center spread in 


Box Ss Co re of The Saturday Evening Post. Full-color page in Reader’s 


Digest. Three insertions each in Living for Young 
Homemakers and House Beautiful. 


fall profit Sunday Supplements — full-color page and two 


added insertions in the top 77 markets. 


plans for you Television — one-minute hard-sell commercials on 


the Cheyenne Show, ABC’s popular adult western. 
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Styled and priced to move 


... greatest promotion back-stop ever! 


NEW! TRIXIE—Bright-colored puppy clock 
in non-breakable case helps keep youngsters 
on time. Trixie juggles bouncing ball, $6.98 














NEW! ROYAL SNOOZ-ALARM*— New kind of 
alarm—wakes you, lets you snooze, wakes you 
again. Modern case in smart beige, luminous, $9.98 





NEW! LITE-TIME—Illuminated kitchen or 
bathroom clock. Bulb-lighted dial is night light. 
Stands or hangs. White, red or turquoise, $9.98 





NEW! WAKEWOOD—Contemporary wood 


NEW! TEMPO—Smart, fully-luminous alarm case alarm in dark African mahogany, $8.98. 
in ivory-color case. High style, low price, an Also available with luminous dial in blonde, 
appreciated gift item at $5.98 light or dark mahogany colors at $9.98 


GENERAL ELECTRIC 


NEW! DINETTE —lIt’s new in wall clocks, a 
Ne saucer-shaped dial on smart wall-fit case in red, 


yellow, turquoise, or pink and charcoal, $7.98 





Cy All prices are manufacturer's recommended retail or Fair Trade prices—plus applicable taxes. 
Love Gt tree 


Clock and Timer Dept., General Electric Company, Ashland, Mass. *Snooz-Alarm is a trademark of the General Electric Company 
“Core™ 





And —7 all-new window and point-of-sale displays. - 


Plus—large space in full color in the following 





























publications (our share of the Housewares and And—Ownership plans on 3 new feature clocks. 

Radio Receiver Division’s new joint advertising And —Easy-to-win “Clockword Puzzle” contest with 138 — 
program)—Life, Look, The Saturday Evening fabulous prizes—trips to Las Vegas, General Electric =~ 
Post, Better Homes & Gardens, Better Homes & stock, TV sets, and more. 

Gardens Xmas Idea Annual, House Beautiful, And —Ad books with complete mats, radio and TV com- 

House and Garden, Esquire, Holiday, This Week, mercials and ideas. 3 ; 
Parade and Family Weekly. See your distributor quick for the whole new exciting —§ 





story! Ask about the basic retail stock computer. ee 
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RECESSES ERR Ra RR 


HARDWARE AGE, AUGUST 15, 1957 139 





How's the Hardware Business? 





Manufacturers schedule extensive ad campaign 
to build sales of controlled heat utensils 


Manufacturers of controlled 
heat cooking utensils are engaged 
in an extensive campaign to in- 
crease sales of their products. 

The campaign will reach its cli- 
max just before Christmas when 
several million dollars will be 
spent to induce housewives to buy 
more controlled heat cooking 
utensils. 

For instance, Landers, Frary & 
Clark, New Britain, Conn., will 
spend $1.4 million in the 100 days 
before Christmas to advertise its 
new line of controlled heat appli- 
ances. 

General Electric Co. has sched- 
uled extensive advertising on 
television and in consumer maga- 
zines for its appliances. 

Other manufacturers are lining 
up advertising campaigns as big. 

Electric coffeemakers were 
among the first controlled heat 
cooking utensils. 

About six years ago, electric 
skillets were introduced. Sales 
were several hundred thousand 
units a year. Last year, sales shot 
up to 6 million units. 

Electric saucepans have since 
been added to the lines of many 
manufacturers and are also in- 
creasing in sales popularity. 


Builders’ hardware 
sales outlook mixed 


The outlook builders’ hardware 
sales continues mixed. 


Several bright spots are in sight. 
Home improvements and repairs is 
up. There is a trend toward larger, 
more expensive new homes. Com- 
mercial building is at record rates. 


The cloudy spot is the decline in 
new home construction. 

The Labor Dept. reports spend- 
ing for additions and alterations to 
existing private homes rose to a 
record high in June. While no 
breakdown of spending was given, 
the government reports spending 
for new construction put in place 
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rose to a record high of $4.4 bil- 
lion. 

Spending for new home construc- 
tion was up 11 percent from May, 
but it was still 11 percent below 
June, 1956. 

F. W. Dodge Corp. reports that 
contracts for future construction 
awarded in June totaled $3.2 bil- 
lion. That’s 10 percent more than 
last year. 

Contracts awarded for future 
new homes totaled $1.2 billion, 
down 4 percent from last year. The 
number of housing starts con- 
tracted in June totaled 86,549, 
down 12 percent from last year. 
This indicates fewer, more expen- 
sive homes, Dodge reports, since 
the number of starts dropped more 
than the dollar volume. 


Sporting goods sales 
climb, profits drop 


Sporting goods dealers watched 
sales rise and profits shrink in 
1956. 

That’s the finding of the Na- 
tional Sporting Goods Assn. 1956 
costs-of-doing-business survey. 

Briefly, these are the chief find- 
ings of the survey: 

Sales increased 8.3 percent 
from 1955. 

Average net profits shrank from 
4.4 percent in 1955 to 2.4 percent 
in 1956. 

Sales per square foot increased 
from $70 in 1955 to $76 in 1956. 

Stock turnover rate in 1956 was 
3.2 turns a year, a new record. 


Wessel Hardware using 
decimal prices, packs 


Wessel Hardware Corp., Phila- 
delphia, is now packaging and pric- 
ing in the decimal system. 

The change was made with the 
company’s new catalog. Wessel 
made the change following a sur- 
vey of wholesalers and dealers. 


Chains report sales 
dropped during June 


Variety and mail order chains 
showed sales decreases in June. 

Among the mail order chains, 
only Sears, Roebuck & Co. showed 
a gain. Sears’ sales in June were 
up 2.1 percent. Montgomery Ward 
& Co. sales dropped 6.2 percent. 
Spiegel Co. sales were off 13.5 
percent. 

For the first six months of the 
vear, only Sears shows a sales 
gain from last year. Sears’ sales 
gain is 5.1 percent. 

All variety chains except J. J. 
Newberry and Rose’s Stores also 
reported sales decreases from 1.6 
percent to 10.4 percent. 

For the six-month period end- 
ing in June, sales for variety 
chains were mixed. Slightly more 
than half reported sales gains. 
The others reported lower sales. 


June retail sales dip; 
hardware group gains 


Retail sales during June were 
2 percent below May’s totals, the 
Commerce Dept. reports. 

Total sales of all retail stores 
in June were $16.7 billion. No 
comparative figures with June 
1956 were given. The Commerce 
Dept. survey is being revised so 
no comparisons with last year are 
being given. 

The hardware, lumber, building 
and farm equipment group’s sales 
gained 2 percent from May, ac- 
cording to the report. 


onsumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Billy and Ruth Book is 
available to dealers 


The 1957 edition of the Billy 
and Ruth Book is now ready for 
inspection by franchised Billy 
and Ruth dealers and dealers in 
open territories. 

The book is published by Billy 
and Ruth Promotion, Inc. Wm. 
Geo. Steltz is managing director. 

Toys for children of all ages 
are covered in the book. Selec- 
tions are made by buying repre- 


HARDWARE AGE, AUGUST 15, 1957 





tis Glas NSS 


* TRADE MARK 


FIBER GLASS FILTER DISPLAY MATERIAL NOW! 


Here it is— 


to get or Adaptable 
. ‘ie 4 < oe " - MOBILE to attract people 
people into “+ <aiaiiacs to wall 


i ? to your Glasfloss 
your store. .- +4 banner also. , 





USE THESE 


TIE-IN NEWSPAPER 
MATS 
to tie in with big 


—AND THIS 


ATTRACTIVE 
ENVELOPE STUFFER 


: 


A i ry 
Sil 
iis 


} 


for mailing to prospect 
national Glasfloss 








! 6 ee yee SS gai ! : Sa and customer lists. 
campaign. cK Pt. (1M PRINT) 




















oh a? if don't hav tion kit t it NOW from 
' you e your promotion yet-—-ge see FO 
Ther es still time... but hur r y! your jobber, Pittsburgh Plate Glass warehouse, or write direct. 


GLASFLOSS MAY BE THE DIFFERENCE BETWEEN MEDIOCRE PROFITS AND BIG PROFITS! 


TAKE 90 DAYS TO PAY! By ordering GLASFLOSS TRAPS MORE DIRT. Glasfloss filters are made with extra- 


now, you can take advantage of the Glasfloss long, extra-silky glass fibers that trap more dirt, let more clean heat 
90-day deferred payment plan. You start through. Glasfloss will not flake, does not splinter, won’t pierce the skin. 
making profits before you have to lay out Glasfloss is fire resistant and moistureproof. All standard sizes. Stock 
any cash! the complete Glasfloss size range. 


eenwe 9 BURG A Pia Tg Be @ & COMPANY 
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THE FAST SELLING 
LINE, PACKAGED FOR 
IMPULSE SALES. FULL 
40% DEALER PROFIT! 


#50] MIX-N-MEASURE 
PAINT POT 


VENTILATING 
LOUVRE 








The only tool “See 
designed to 
patch a corner. 


| Write for catalog. 


HARDWARE 
PRODUCTS CO. 


New York 7, New York 








New Wholesalers’ Aids 


(Continued ) 





sentatives of wholesaler members 
of Billy and Ruth Promotion, Inc. 

Recommended age groups for 
each toy are listed. 

A display kit for tying in with 
the promotion is available to deal- 
ers. Newspaper ad mats are also 
available upon request. 

A new Billy and Ruth maga- 
zine, to maintain customer inter- 
est in the promotion throughout 
the year, is planned. 


Bostwick-Braun offers 
Christmas gift catalog 


Bostwick-Braun Co., wholesaler 
in Toledo, Ohio, has prepared a 
Christmas gift catalog for dealer 
distribution. 

The four-color catalog ties in 
with the Family Gift Center pro- 
motion. Among the items illus- 
trated and described as gifts are 
hand and power tools, housewares, 
electrical housewares and sport- 
ing goods. 

Space is provided on the cover 


of the 24-page catalog for dealer 
imprint. Space on the back cover 
allows for postal addressing. 


Locksmiths’ catalog is 
published by D. Silver 


A new locksmiths’ catalog has 
been published by D. Silver Hard- 
ware Co., Inc., wholesaler in New 
York, N. Y. 

The 80-page catalog illustrates 
and describes locksmiths’ supplies 
ranging from key blanks to com- 
plete lock servicing kits. Dealer 
prices are listed with each item. 

Dealers interested in the catalog 
should write to D. Silver Hard- 
ware Co., Inc., 19 Essex St., New 
York 2, N. Y. 





NEW/ 


ee Conn. Valley’s 
‘A VISUAL 
© PACKAGE 


for 

open counter 
display and 
self-service 
sales of 
Expansive Bits 


Your customers SEE for themselves this 
tool doing the work of 30-odd individ- 
val bits. For faster turnover ask your 
jobber to send you Conn. Valley 
Expansive Bits in their new packaging, 


tHE CONNECTICUT VALLEY mrs. co. 
CENTERBROOK 7, CONNECTICUT 








IN THE HOME 

for picture hanging, 
fastening mirrors 
and cabinets, attach- 4) 
ing curtain rods and || || 
towel racks i 





IN CONSTRUCTION 


for securing outlet 
boxes, light fixtures, 
jalousie windows, 
thresholds, shelves, 
downspouts 


IN INDUSTRY 


for furniture and 
boat construction, 
among many other 
uses 


NOVASEP NYLON ANCHORS 
have the range 


because Novasep works in practically 
any material of any thickness—with 
tested, superior pullout and sheer 
strength. This revolutionary Nylon 
fastener — in 14 types—— is a sales 
leader. For full data, write Depart- 
ment N-8. 


NOVA,/)SALES 


¢ TRENTON 3, N. J. 


A wholly cwned subsidiary of 
Homasote Company 
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...& Ole Chip inueatment 


CLINTON 





CUTTING CHAINSAWS BRING IN BIG 


MONEY RETURNS TO DEALERS WITH MINIMUM DOLLAR INVESTMENT 


There is a mint of money awaiting you in the wood- 
land and timber areas nearby. You make a sure 
investment when you become a Clinton Chainsaw 
Dealer for Clinton has developed the first new chain- 
saw feature in the last decade. Clinton Straightline 
cutting brings to chainsaw customers a completely 
new and easier way of harvesting trees. Clinton offers 
you a saw to suit every market. Clinton brings you 
highest chainsaw quality at lowest retai! price... 
with the highest profit per saw in the business. And 
you add continuing profits through the years with a 
lively parts and service business. 


BOTH DIRECT AND REDUCTION BELT DRIVE 
No matter where you are located, what timber is being 
cut, you are able to offer a quick starting Clinton 
Straightline Cutting Chainsaw that will do the job 
faster and easier. For the pulp country Clinton has 
designed the finest pulpsaws with either straight bar 
or bow attachments available. These light, balanced, 
easy handling saws have been performance tested in 
the pulp country. 


if your customers are farmers, sportsmen, or occa- 
sional users, you have both direct drive models and 
reduction belt models with patented TORSION DRIVE 
to offer. Or, if you call the big timber country your 
home, Clinton has a real powerhouse to fell the big- 
gest trees faster and easier. 


it costs you nothing to mail the coupon and learn the 
full details of a Clinton Straightline Cutting Chainsaw 
Agreement. Don’t miss this opportunity to capitalize 
on trees with the only chainsaw that has this exclusive 
sales feature. We'll tell you about our tested, proved 
free tryout selling plan that assures you quick profit 
on your investment. Mail this coupon today. 


CLINTON MACHINE COMPANY 
CHAINSAW DIVISION @ CLINTON, MICHIGAN 


World's largest manufacturers of the most 
complete line of air-cooled gasoline engines 
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SERIES D4-1: Direct drive. Tremendous cutting speed. 
Diaphragm carburetor for all-position cutting. 16 to 
26” cutting capacities. Bow attachment 14 to 18” 
capacities. Also available with float type carburetor 
(D3-1). 


SERIES D2-1: Direct drive. Has float type carburetor 
to maintain perfect fuel flow in any cutting position. 
16 to 20” cutting capacities. Also available with dia- 
phragm carburetor (D2-D). 


SERIES 577-1: Designed with center mount guidebar 
for perfect balance. Patented TORSION DRIVE absorbs 
tremendous and sudden load shocks. 20 to 42” cut- 
ting capacities. 


SERIES 323A: Has float type carburetor and swivel 
control to maintain perfect balance and fuel flow in 
any cutting position. Has patented TORSION DRIVE. 
20 to 30” cutting capacities. 


Clinton Machine Company 
Department 4-D. Chainsaw Division, Clinton, Michigan 


Please send me complete facts about the profits that are possible 
if | become a Clinton Chainsaw Dealer. Also send me your brochure 


Firm 





Address 





City State 








Signed by 


I 
I 
| 
7 that describes Clinton Straightline Cutting and its advantages. 
| 
| 
I 
I 
I 
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INDEPENDENT 
HARDWARE EXHIBIT 


OCT. 13th-17th 
HOTEL EMPIRE 


63rd St. and Broadway 
NEW YORK CITY 


Open Sunday and Evenings 


Attention Manufacturers SHOW HOURS: 


SOME EXHIBIT SPACE STILL AVAILABLE SUNDAY, OCT. 13: 2 PM-11 PM 

MONDAY, OCT. 14: 10 AM-10 PM 

c/o Independent Hardware Exhibit TUESDAY, OCT. 15: 10 AM-10 PM 

47 Howard St., New York 13, N. Y. WEDNESDAY, OCT. 16: 10 AM-10 PM 
CAnal 6-2320 THURSDAY, OCT. 17: 10 AM-3 PM 


Buyers Make a Note of the Dotes 
Save This Page for Future References 


Contact Mr. Vernon 








Trou! “Adams-Rite Type” 
RESIDENTIAL HARDWARE 


by 


. newly added to the fine 
line of top-quality Builders’ 
Hardware by SAFE .. 


353 Jamb Bolt * 44 Edge Pull * 102, 202, 
since 1849. 


206, 101, 201 Flush Pulls * 115, 734 Flush 
Pulls * 784, 109, 209, 114 Flush Pulls ° 
444, 445 Cremone Bolts * 349” - \” 
34° Surface Bolts and Slide Bolts 


Order from your jobber. 


PADLOCK and HARDWARE COMPANY 
LANCASTER, PENNSYLVANIA 








Promotions 


Manufacturers’ New 
Merchandising Plans 











Two dealer's choice 
deals by Toastmaster 


Toastmaster Div., McGraw-Edi- 
son Co., Elgin, Ill., is offering two 
dealer’s choice extra profit deals to 
promote four new Toastmaster ap- 
pliances. 

Bonus offer No. 18 gives the 
dealer new Model 1B24 automatic 
2-slice toaster, retail $18.95, free 
with an order for any 12 appli- 
ances. 

Bonus offer No. 7 provides the 
dealer with Model 8Al automatic 
11 in. fry pan, retail $19.95, at a 
special price of $7.50 with an order 
for any six appliances. 

The new products are an $18.95 
toaster, a $29.95, 10-cup coffee 
maker, a $16.95 steam and dry iron 
and an $11.95 dry iron. Model 
1B21 2-slice automatic toaster has 
been reduced from $19.95 to $16.95. 

The promotion runs until Aug. 
31. 

The company will also launch an 
advertising campaign in national 
magazines and locally in newspa- 
pers during October, November and 
December. 


Delta Saber Saw free 
with tilting arbor saw 


Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, is offering a 
$16.95 curve-cutting Saber Saw at- 
tachment free with every Delta 
Homecraft 9 in. tilting arbor saw. 
The promotion is in affect until the 
end of September. 

Dealers will receive a complete 
merchandising package including 
window banner, consumer bulletins 
for distribution and a special news- 
paper ad mat. 


O-Cedar schedules ad 
campaign for 2 mops 

A major advertising campaign 
to promote O-Cedar sponge mops 
will be conducted during Septem- 
ber and October in eight con- 
sumer magazines and two Sunday 
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ON IN 5 MINUTES— 
TO STAY 20 YEARS! 


SELLS BIG! 






LIFETIME 


NV V-votdsl-) om Bh i= Door lists 


AIR CUSHION VINYL PLASTIC STRIP 
AS USED IN MODERN REFRIGERATORS 
REMAINS HIDDEN ALL YEAR 


SALES POINTS 
A-PLENTY 


@ 20-Year Guarantee 

@ Perfect Seal for 
Heating or Air- 
Conditioning 

@ Soundproofs, Stops 
Door Slams 


@ No Nails or Tacks 
Needed 


@ Free Tube of 
Cement Included 























17 FEET PER REEL 
FREE SELF-SELLING 
12-REEL DISPLAY 
FULL 40% DISCOUNT 


Order from 
Your Jobber 


LOCKSET SCREENING CO., INC. 
81 Thomas St., Worcester, Mass. 
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It’s Fast! It’s Simple! 
SPLIT SECOND ACTION! 





















































Protectall imperial Mode! 1217-V fits into floor or concrete block. 
10” high, 10” wide, 11” deep, overall. Door case-hardened steel 
1%” minimum thickness, body 1” open-hearth steel, all joints 
electrically welded. Three-tumbler Protectall combination lock 
controlling three %” locking bolts. Bears Safe Manufacturers 
Association label. Available with or without two-key inner door. 
Underwriters’ Laboratories, Inc. approved relocking device. 
Qualifies for low class ““E”’ insurance rates. 















Press the Magi-Klip 
for instant removal, 
replacement, or po- 
sitioning of the 
service rubber and 
channel. 











2° 


Service Rubber floats 
freely in channel for 
instant change. 


3 


Release the Magi- 
Klip and the chan- 
nel and rubber are 
held securely in any 
position. 








A MORSE-STARRETT PRODUCT 
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dealer or write to: 


PRODUCTS CO. 


> 1, CALIFORNIA 











New PROTECTALL low-cost 
money gate selle fast to 
ctoreg, drive-ine, motels ! 


Gas stations, restaurants, dry cleaning shops, 
bars, florist shops . . . dozens of other small 
businesses are excellent prospects, too, for this 
new Protectall Money Sate. 


Low-price advantage gives dealers wide-open 
opportunity to make quick, profitable sales . 
and lots of them! 


Write today for full information on new Protectall 
Imperial Money Safe. Ask for complete Protectall 
catalog showing full line of fast-selling record 
safes, money safes and wall safes. 










Protectall Safes 


Department 944-H, Hamilton, Ohio 
Division of the MOSLER SAFE Company 





You name it... we make it! It’s a fact 
... UNION is headquarters for the most 
complete line of all-steel chests available 
today .. . in sizes and styles priced to 
meet all customer requirements. So why 
not call UNION—once and for all! 


UNION 


= oe fs: at 


oe we 


e MECHANICS’ TOOL CHESTS 
UTILITY CHESTS 

FISHING TACKLE BOXES 
CASH AND SECURITY BOXES 
PERSONAL FILE CHESTS 
UTILITY CABINETS 

e SPECIAL CHESTS AND BOXES 


Write for complete 
catalog and prices 
covering the entire 
UNION line including 
the ALL-NEW MT-7 
super steel 
Machinist's Chest 


JOBBERS: 
DEALERS: 


STEEL CHEST CORP. 


YorR KK 





| 
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MR. PHYX IS 
UPSIDE—NMOO 





He likes to leave fastener packages 
open—but then he can't read the labels! 


Poor Mr. Phyx! He solves one preblem 
— then finds he has another. Setting 
boxes in their covers saves him fumbling 
to open boxes several times a day for a 
few fasteners. But then the labels are 
upside down. If only he knew about 
Sharon packaging! Sharon’s packages 
have a label right side up on one side 
—for easy reading when the box is 
closed, and upside down on the other! 


Sharon’s labels make for 
AT-A-GLANCE-IDENTIFICATION! 
ASK YOUR JOBBER OR WRITE: 


Sharon Boll and Screu Co. 
Vorwood, Mass, 








Plastic 


WEATHERSTRIP 


effective for doors and 
double hung windows 


easy to display and sell 


GARD-STRIP, the vinyl plastic 
weatherstrip, is really modern—al- 
most indestructible, yet stays pliable. 
And, it is competitively priced, too. 
Anyone can easily tack it in place. 
No. 48-18—an 18-foot length in 
transparent package with nails. No. 
48-250—a 250-foot reel with nails. 


Also, a wide selection of other types 
—plain, felt, hair felt, all metal, metal 
and felt, bronze door and window sets. 


Order from your jobber, or write us 
Also Stock Spring Assortments 


lean-out Augers 
: i 49O9? 


Pole Sockets 
ARDNER WIRE Co. 
1329 Se. Cicero Ave., Chicago 50, Ill. 








Manufacturers Promotions 
(Continued ) 





newspaper 
Cedar Div., 
Chicago. 

Ads will feature O-Cedar’s Red 
Tag Sale through Oct. 31, offer- 
ing No. 88 mop at $4.94 and No. 
76 mop at $3.49. Both are priced 
$1.01 below the regular retail 
price. 

Ads will appear in Life, McCall’s, 
True Story, Redbook, Better Homes 
& Gardens, Household, Ladies’ 
Home Journal, Sunset, This Week 
and Parade. 

Dealer tie-in material is being 
provided. 


supplements by O- 
American-Marietta, 


U. S. Steel promotion 
for major appliances 


U. S. Steel Corp., Pittsburgh, 
promotion Operation Snowflake, be- 
gins Nov. 18 and runs for 6 weeks. 

Slogan of the promotion is ““Make 
It a White Christmas—Give Her a 
Major Appliance.” 

Six Snowflake TV commercials 
will be seen on the U. 8. Steel hour 
from coast to coast on Nov. 20, 
Dec. 4, and Dec. 18. Ads will ap- 
pear in newspapers across the coun- 
try from Nov. 18 through Christ- 
mas. Commercials will also be 
heard on seven radio shows. 

The company is also providing a 
special dealer’s promotional pack- 
age to help him tie-in locally with 
any brand he chooses to promote. 


Propane torch trade-in 
plan from Otto Bernz 


Dealers can offer customers $1 
credit on a trade-in and still make 
the normal profit on Bernz-O-Matic 
torches through the trade-in plan 
introduced by Otto Bernz Co., 
Rochester, N. Y. 

The dealer gets a Trade-In Pak 
of six model TX-888 torch kits re- 
tailing at $8.88 apiece, and one 
Master Torch kit retailing at $5.95. 
The 888’s are sold with an allow- 
ance of $1 for each trade-in and 
the discount is compensated by the 
sale of the Master torch kit. 

Trade-In Paks will include free 
advertising mats and window ban- 
ners. 
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ideal Toy to sponsor 
N. Y. parade telecast 


For the third consecutive year 
Ideal Toy Corp., New York, will 
sponsor the telecast of the New 
York Thanksgiving Day parade. 

The NBC telecast will be seen in 
85 cities on Nov. 28. Movie and 
TV personalities will highlight the | 
hour long program featuring floats | 
and giant balloons. | 

New toys to be introduced dur- | 
ing the telecast will include, Little 
Miss Revlon Doll, Bety Wetsy Doll, 
a Satellite Launcher and Sky 
Sweeper Truck. 

Two 10 second spots will be made 
available to local stores in each 
city. 

















Zud free sample offer 
campaign stepped up 

Zud Distributors, Fair Lawn, 
N. J., has stepped up its promo- 


tional campaign for Zud rust and 
stain remover. 


» lea = Ra RTE eee PENNSYLVANIA SAW 
- zines have bee 
added to the list of 1500 news- @el-a-te)°F-Wale).| 


papers that will carry a free sam- OFFICES NEWARK,N.J. FACTORY YORK, PENNA 
ple offer of Zud in September, as 
reported in the June 20 issue of 
HARDWARE AGE. 

Dealers benefit from the cam- 
paign through the Zud referral 
program by which customers are 
given the name of a nearby dealer | 
carrying Zud. 

































2 BIG Sellers ! 


Demand is steadily 


| ““Basy-to-do-it- Be Sure 
* items. Volume You're 


st | Well Stocked 
h-in,”’ too. 








Revere spotlights tea 
kettle in promotion 


Rome Mfg. Co. Div., Revere | 
Copper & Brass Inc.. home, N. Y., | 
| 
| 


Tilette Liquid 
Porcelain Glaze 


Repairs chipped porcelain and 
enamel ... easily, quickly, 
permanently. WATERPROOF. 
R for use. Dries rapidly. 
Women dislike unsightly chips | 
in porcelain and enamel! sinks, 
bathtubs, lavatories, refriger- | 
ators, drainboards, tabletops, 

ete. Tilette remedies this. 
Women know it. They insist 


on ‘*Tilette.’ GENUINE 








is promoting Revere Ware 2 1/3- 
qt copper bottom stainless steel 
tea kettle at a special price | 
through Oct. 31. | 








PRIOR 





| RADIANT 
During the promotion the retail | | 
price of the kettle will be cut | TILEKO | REPLACEMENTS 
trom $4.96 to $8.98. Regular deal- | } everet apne Roath aan coer 
er discounts, freight allowance, | J 4. white cement, || MENTS FOR GAS HEATERS IDENTICAL TO 
and cash discount will apply. | Si oe eee THOSE USED BY THE ORIGINAL MANU- 
a. = FACTURERS. 
| leaky shower stale. aero | CATALOGUE FREE UPON 
s loose tile 
Ronson offers free | If where waterproof a | REQUEST 
lighter with shaver B > vtec cy Speed E JOBBER AND DEALER 
3 | 


Jobbe 
Ronson Corp., Newark, N. J., is | oor alamo aoe 
promoting the sale of Ronson 66 Since 1925 : SHULER DISTRIBUTORS. INC 
shavers by offering a $4.50 Wind- Gat Latoyette ., Now Vers 3, . ¥. ~ aa 
tae 3 ; ; Also makers of Tilette Plastic Aluminum, Tilette 2114 WOODLAND AVE. 
lite lighter free with a trial pur- Porcelain Stove Repair, Tilette Rust lemover, CLEVELAND 15, OHIO 
chase. The lighter is kept by the 


INQUIRIES INVITED 












Tilette “‘“GON,” }ron Cement, Plastic Cement. 
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Remodeling? Want more profits? 


BULMAN — LESS! 


2 
a F 


nay 
) it ality i ‘Eek 


pre are the “a 


© LOWER First Cost 

®©LOWER Maintenance Cost 

© LOWER Down Payment Financing 
® SATISFACTION GUARANTEED 

© INCREASE SALES 31.2%* 


Tremendous volume makes Bulman 
steel fixtures your best buy anywhere. 
Bulman stores are planned right .. . 
cost less ... earn more profit. *Sales 
increase an average of 31.2% in 
Bulman planned and equipped stores. 


Write, wire, call today 


7” 
kp ‘al 
| MaV CORPORATION [Ge 


Grand Rapids, Michigan 
World Leader in Self-Selection Steel Equipment 














New Merchandising Ideas 
Looking for more profits, 

better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 

Self-Service Salesmanship 1I0¢ ea. 
Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 

Get REDE... order copies from 


Editorial Reprint Service 


Sete... 
ean HARDWARE AGE 


elated Sh: Chestnut & Séth Sts., Phila. 39, Pa. 
on f ° B i g od ro f j #s Cash must accompany order 


























Write for Free Plaque — 


Be ee & POSSESS 8E888 
Due to the present building and remodeling 
boom throughout the entire country, the ever 
popular REDE-RITE house numbers and letters 
Gre moving faster than ever off of Jobbers 
shelves. This is the time to cash in on real 
profits. If you don't already have your REDE- 
RiTe kits, write for a free plaque like the one 
illustrated above. Check the superior quality 
and smart appecrance of REDE-RITE. This FREE 
plaque is for Jobbers only. Offer expires Sep- 
tember |, 7. 


nd od B) da ol Ce Oe 
3523 MARTENS ST. 
Franklin Park, Ill. 


Here's every toy and hobby 

hit you need for sefting up o 

successful toy department Educetiona!l pre- 

school items, woodworking and woodburning 

kits, metal tapping, work benches and baking 

tables, hand tool sets PLUS exscfusive Disney 

land and Mickey Mouse Club creations. Write 
for your copy today. : 

AMERICAN TOY & FURNITURE ‘COMPANY 

6130 N. Clerk S$¢. Chicegeo 26, Illinois 





SSS 





Manufacturers Promotions 
(Continued ) 





purchaser even though he may re- 
turn the shaver. 

The program runs until Dec. 31 
and is being supported by national 
advertising. 

All shavers will be packaged with 
the lighter during this promotion. 
Dealers can obtain free lighters for 
use as companions to Ronson 66 
shavers now in stock. 


Knapp-Monarch promotes 
convenience in campaign 


Knapp-Monarch Co., St. Louis, 
is emphasizing convenience in its 
fall-winter advertising program 
for appliances and heaters. 

The program will include regu- 
larly scheduled participation on 
NBC-TV’s Today show and dem- 
onstrations on CBS-TV’s House 
Party show. 

During the fall and Christmas 
seasons ads for the K-M Redi- 
Baker and Liquidizer will appear 
in Life, House Beautiful, Living 
For Young Homemakers and Good 
Housekeeping. 


Free bonus with Osrow 
car and home washer 


Osrow Products Co., Long Is- 
land, N. Y., is promoting Quik- 
Suds Whirl-A-Way, a car and 
home washer, with a free bonus 
offer. 

A 12 oz can of a liquid deter- 
gent called Sparkle priced at $1.29 
constitutes the bonus. Together, 
the Whirl-A-Way and Sparkle are 
an $8.24 value. During the 60-day 
campaign, they will be available 
at $6.95. 

Newspaper advertising will sup- 
port the September and October 
campaign after Labor Day. 


Safe hunting theme is 
stressed for September 


Hunting safety will be pro- 
moted during September in a joint 
promotion by the National Sport- 
ing Goods Assn., the Izaak Walton 
League, and Field & Stream maga- 
zine. The promotion designates 
September as “Red Cap Month.” 

Dealers carrying sporting goods 
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QFOR WOF PROFITS 








The famous AMERICAN SLEDS, known the 
country over for strength and speed at 
sensible prices. Features full turned-up 
safety runners, sensitive center point steer- 
ing and beautifully varnished natural wood 
finish. A complete line from 36"' to 55". 







Sa 


HEDLUND TOBOGGANS—*he newest 
thing in thrills for the entire family! 
Constructed of select hardwoods, 
Hedlund Toboggans are rugged and 
completely safe. Available in sizes 
from 40 inches to 10 feet. A must 
for every sports department! 


For details on these products and aiso 
Hediund'’s complete line of skis and hockey 
) sticks, write Dept. HA-8! 


HEDLUND MANUFACTURING CO. 
NOKOMIS. ILLINOIS 


ANNOUNCING. 











**seae 


re dealers PROFITABLE a —_ 
QUALITY LINE RAPID TURNOVER — 


Great VVestern Single Action 












FRONTIER MODEL 

The sales-proven, popular Frontier model has been 
redesigned and incorporates modern metals to conform 
to the highest quality standards. Available in all desir- 
able calibers, barrel length (including publicized Bunt- 
line), Full trade discounts. 


NEW DEPUTY MODEL 

First time offered for top accuracy in shooting. Standard 
with 4° barrel, wainut grips, full-length rib, solid front 
sight, rear sight adjustable for wind and elevation. 
Deluxe blue finish. This will be a much publicized gun. 
Available in .22 Cal., .38 Special, 357 Magnum. 


DOUBLES BARREL DERRINGER 

There is a real demand for this famous old western 
handgun. it is novel, different and appeals to collectors 
and shooters. it is easy to sell. Available in .38 S&W 
and .38 Special. 


A MAKE-YOUR-OWN — 

FRONTIER SIX SHOOTER 

Get into the ‘do-it-yourself’ fad by ordering the popular, 
fast-moving six shooter kit. All machining operations 
have been performed. The kit is complete with all parts, 
including stag grips and assembly instructions. Calibers: 
.22 Cal., .38 Spl., .45 Long Colt, .44 Spl., .357 Mag. 


The Great Western line will have a powerful national 
advertising program this season, which will mean more 
sales — more profits for. you. Stock and display the entire 
Great Western line now before the hunting season. 

Write today for dealer literature, quantities, prices and 
discounts. Great Western is known by hunters and 
shooters throughout the world. 


Great vvestern 
arms company 
350 W. Washington Bivd, » Venice, Calif. 
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An All New Mailbox Made of Longer 
Lasting Molded Fiber Glass! 


.» HANDSOME IN DESIGN ...PRICED RIGHT! 





SUGGESTED 
RETAIL 


°8.95 
2 


Big Size 


Classic Color 
A full 16%" x 4%"x 7%” 
easily takes largest size 


Designs 
magazines and news- 


papers. ¢ All black with brass 
*« Green hood, white body 
with brass. (Handles are die 
cast and heavily coated 
with brass plate—hinge 
pins solid brass.) 


The new Town and Country is a sure bet to be 
your sales leader. Here’s why: 


Because the Town and Country is made of 
molded fiber glass, it is rugged and will give 
extra years of satisfactory service. The Town and 
Country will not—cannot rust, and has no painted 
surface to chip, crack or peel. And, all through 
its long life, the Town and Country keeps that 
“just new” look. The deep-toned colors are 
molded right into the fiber glass .. . no painting 
is needed—ever! Self-cleaning, it won’t stain. 


Its beauty combined with its many exclusive 
features gives you more to talk about to your 
customers than any other model on the market 


today. Order your supply from your wholesaler 
or write us direct for information. 


Made by the manufacturers of Bo-Kay Flower 
Boxes, Jardinieres and Bird Baths—the fast mov- 
ing house and garden accessory line. 


PLASTIC PRODUCTS | ?.°. 8x 837 
CORPORATION Ohie 
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for 
stainless 
fastenings 


Write, wire, or phone for your 


copy of the new STAR catalog. 





You have 7,000, that's right SEVEN 
THOUSAND, sizes and types ~ 
stainless steel fastenings at yo 
fingertips, RIGHT ON THE SHELF. 
when you deal with Star. No stor- 
on a - » « NO out-of-stock 
roble ou can get JUST 
THE FASTENINGS your customers 
— ba FR a yew PROMPTLY 
NY — THAT'S 
STAR'S: SPECIALTY 


FOR DEPENDABLE SERVICE ... 
QUICK SERVICE . . . LOOK TO 
STAR, the one-source resource for 
stainless steel fastenings! 


STAINLESS STEEL 

A WN Drilled Fillisters * Bolts 
* Cap Screws * Dowel Pins * Cotter 
Pins * Machine Screws * Nuts °* 
Pipe Fittings * Sheet Metal Screws 
* Sockets, Cap and Set °* Stud Bolts 
* Taper Pins * Washers * Wood Screws 


©) Stainless Stan 

says ‘Star's 
Screws have 
clean, bright-and- 
shiny heads’’ 


649 Union Bivd., Paterson 2, N. J. @ Phone: Little Falls 4-2300 
Gam Direct N. Y. Phone: Wisconsin 7-9041; Philadelphia: WAlnut 5-3660 





“ANYTHING ELSE, 
PLEASE?" 


When you don't have the name- 
brand item a customer asks for, he'll 
often soy “No, that's all," to your 
usual "Anything else, please?” 
even though he may need other 
items. 


Why lose sales? It's profitable, and 
easy to stock and sell your cus- 
tomers the name-brand items they 
desire. Most dealers do. 














New Merchandising Ideas 


Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 


for sales training meetings, etc. 


Planning a Self-Service Store 
15¢ ea. 
Here is a detailed report on how one 
firm planned its first full self-service 
store. Large photos illustrate special 
fixtures, price rails, etc. Handling of 
charges through check-out, pilferage, 
special packaging methods, etc., are 


all covered. 16 pages. 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 











are urged to participate in the 
promotion by featuring hunting 
equipment in windows and special! 
in-store displays. Displays should 
stress the equipment needed for 
safe hunting. 

Local chapters of the Izaak 
Walton League have kits with ma- 
terials to aid dealers in setting 
up displays. 


Department store sales 
up 5 percent from 1956 


The nation’s department stores 
sold 5 percent more goods in the 
week ended July 20 than in the 
corresponding week last year, the 
Federal Reserve Board reports. 

Since the start of the year, de- 
partment store sales continue 2 
percent ahead of the same period 
last year. 

Here is a breakdown of sales by 
Federal Reserve districts: 

Four wks. =. l 
Federal ~ontle One Week Ending Ending 

Distri July 20 — 13 July 20 July 20 
Boston 
New York cuit 
Philadelphia = 
Cleveland 


Richmond .. 
Atlanta . 


++ 


Minneapolis ... 

Kansas City .. 

Ee 

San Francisco 
U. 8S. Total... 
* Revised 


t++++4+4+4 


— 


—_ 
CO = GO On CO CI CIRO OI 


— 
me OPI WWhorh eo 


Cle = © DW OCH UND WO elo 
FH++tH++++t4tt 

tHe ee +eeetetse 
+++++ +44+144++8 
i we wowneHna~ 
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Black & Decker creates 
service trade symbol 


Black & Decker Mfg. Co., Tow- 
son, Md., has developed a new 
trade personality, Swifty Service, 
which will be used in all adver- 
tising and sales promotion for its 
Product Service Div. 

Swifty Service resembles a man. 
The body is the Black & Decker 
symbol. Head, arms and legs are 
attached to the symbol. The fig- 
ure wears a serviceman’s coat. 

The figure will also have a spe- 
cial voice in radio and television 
commercials. 


Distributor franchise 
is improved by G.E. 


An “improved franchise agree- 
ment for wholesale distributors” 
has been effected by General Elec- 
tric Co’s, housewares and radio 
receiver division, Bridgeport, 
Conn., according to D. L. Mac- 
Cuaig, manager of distribution 
planning. 

The new agreement incorporates 
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HORTON 


weater coolers 
ORIGINATORS OF THE RECESSED SPIGOT 





Horton Coolers sell better because of 
growing demand in construction, oil field, 
chemicals, farming, trucking, sporting. 
Advanced design and rugged construction 
assure satisfactory performance. Insula- 
tion — standard dead-air space or heavy 
ground cork. 1% to 15 gals. capacity. 
Stainless steel -lined available. 





chrome-plated 
spigot 





Contact your distributor or write: 
SNELLING MANUFACTURING, INC. 
P. O. Box 14503, Houston 21, Texas 











Md 4 \\\\\sS 85 


LIST PRICE 
$80 


EF ae Cee enone Se eas | 
La 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"" pipe 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” 


18 


above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


| 
54 CL 





ES TNT 





AS 


2 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


¢ LOS ANGELES 12, CALIF. © CApitol 1-2108 





1460 NAUD ST 
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The Ocean City Story 


can be any paint dealer's success story 


Almost the whole Atlantic Ocean-side town was a paint 
dealer’s headache. The many masonry-surfaced build- 
ings had their inherent moisture and alkali problems 
plus being exposed to salt spray. Result: a paint job 


rarely lasted a year without peeling, powdering, fading 
or mildewing. 


Then an enterprising dealer suggested paint made with 
PLIOLITE S-5—the synthetic rubber resin by Goodyear. 
Its outstanding success —even on the ocean-exposed 
Municipal Pier—soon led to others. In fact, some build- 
ings painted with PLIOLITE S-5 paint are now in their 
fifth year—and still in fine condition. 


What’s more, the dealer found these paints have many 
other selling points — whether the surface is stucco, 
asbestos-cement shingle, brick, block or concrete: 1. 
They apply easily. 2. They need no primer even on chalky 
surfaces. 3. They dry rapidly in almost any weather. 4. 
They have uniform color—even in deep tones. 5. Their 
slow, controlled chalking provides a good surface for 
repainting. 


Doesn’t it make good sense, then, for you to start cash- 
ing in on these easy-selling masonry paints that are 
fully proved in over 10 years of nationwide use? They’re 
made by leading paint-makers. See your usual supplier. 
Or write for the descriptive booklet “Paint Magic.” It’s 
available from Goodyear, Chemical Div., Akron 16, Ohio. 


PLIOLITE S-5 by 








A SEAL THAT’S EARNED THE 
APPROVAL of masonry-paint 
users is this seal that marks 
paint made with Puioure §S-5. 
For they know it’s a paint that 
gives them lasting beauty. And 
you know it’s the one masonry 
paint you can sell with com- 
plete confidence. 


cfm, 


Aili cane 


Pliolite —-T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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“A Good Line 


to Handle”’ 


GRIFFIN 


SHELF HARDWARE 


Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf | 


hardware . . . mending plates, flat 


corners, corner braces, strap 


hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You’ll 
find your wholesalers like every- 
thing about the firm’s policy .. . 
and you'll find your customers like 
the Griffin products. 


A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 
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New profit-builder for you... 


Vi Metaltone* Trade Mark 
ec ta a i 2 aig 


the new kind of sprayhammer finish paint 


... Sprays a hammered-metal-looking finish 
on wood, leather, metal, etc. 

* PROTECTS...flexible coating resistant to 
water, acids, alkali, corrosion. 

* GREAT DO-IT-YOURSELF item for home, car, 
crafts, workshop, furniture, appliances, etc. 








hammer finish 


Metal tone 


; wor" 


FULL 40% PROFIT 


Six beautiful colors...Silver, Blue, Copper, 
Charcoal Gray, Golden Chartreuse, Green... and 
Clear Plastic. Assorted colors packed 
in special counter display carton. 


Suggested list ; 
Your cost “O1Otiye sproy fo 
40% PROFIT FOR YOU ....$ 8.59 Doz. “Mr. metal - paper “* 


Also packed in solid colors in plain shipper. 


¢{ 











copper 


eee” 


FLAMEMASTER CHEMICALS, INC. 


Division of Ideal Chemical Products, Inc., Culver City, Calif. 


Ask your local distributor or write for 
further information about METALTONE. 








EAGLE SLO-LAG “Cushion” FUSE PLUG 


Cat. No. 670 
U. L. Listed 


Here’s the Fuse Publicized to the 
16,000,000 Readers of PARADE 


in homes where there are motor driven appli- 
ances such as Washing Machines, Dryers, Air 
Conditioners, Etc., you have a profitable EAGLE 
Slo-Lag fuse market. Available in this Self- 
Service Dispenser at no extra cost. Get full 
details from your wholesaler or write us direct. 


EAGLE ELECTRIC MFG. CO., Inc. Long Island City 1, N.Y. 

















NATIONALLY Wife AMERICA'S FASTEST 
avverriseo VAAL LEE SELLER BECAUSE 
IT'S SUPERIOR 


Outlasts all "Caulk" Compounds (m@ 
Proven through the years .. PERMANENT ) = 4 


Aang 
FOR SEALING TUBS, TILE, ~ 
SINKS, WOOD, ETC. > 


Blends, easy to use, never becomes 
hard or brittle, always water- 
proof. Attractively packaged. 


Inquirers Invited @© FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 


PRONOUNCED 
“DUKE” 
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changes which “will further bene- 
fit distributors in the event of 
termination or non-renewal of 
their franchise,” Mr. MacCuaig 
said. 

Agreement extends franchise 
term for fully qualified distrib- 
utors from one to two years. 

The distributor now has the op- 
tion to resell its merchandise to 
the manufacturer in the event of 
non-renewal or termination of 
franchise. G.E. will continue to 
have the option to repurchase mer- 
chandise under the same circum- 
stances, Mr. MacCuaig added. 

Also, the termination of a dis- 
tributor’s agreement must be ap- 
proved by at least three of the 
following: a vice-president of 
G.E.; general manager of house- 
wares and radio receivers divi- 
sion; a general manager of one of 
its departments; or the manager 
of distribution planning. 


Cost of living rises, 
so does buying power 


The cost of living went up 
again in June. So did income. 

The Labor Dept. consumer 
price index, commonly referred to 
as the cost-of-living index, rose 
0.5 percent in June to 120.2 per- 
cent of the 1947-49 average of 
100. This was up 38.4 percent 
from June 1956. 

But the Commerce Dept. reports 
that personal income also rose in 
June. Personal income, which in- 
cludes earnings from work and 
investments, was at a yearly rate 
of $344 billion. This compares 
with $326.8 billion in June 1956. 

This represents a gain in pur- 
chasing power, according to the 
department, since taxes and 
prices combined increased by a 
lower relative amount. 


Manufacturers add new 
plants and warehouses 


True Temper Corp., Cleveland, 
has begun production in its new 
$5 million plant in Saybrook Town- 
ship, Ohio. The one-story building 
has 360,000 sq ft. 

American Chain & Cable Co., 
Inc., Bridgeport, Conn., is occupy- 
ing its new $310,000 warehouse 
and office building in Los Angeles. 

Bell Electric Co., Chicago, is 
moving to new and larger quarters 





at 5735 S. Claremont Ave., Chi- 
cago. 

Stanley Building Specialties Co., 
North Miami, Fla., has opened a 
branch warehouse in West Palm 
Beach, Fla., its third unit in Flor- 
ida. 


Keystone Bolt & Nut Corp., New 
York, has opened a warehouse and 
sales office in Nashville, Tenn. 

Thor Power Tool Co., Chicago, 
has started construction of a $750,- 
000 plant at LaGrange Park, IIl., 





for its SpeedWay Mfg. Div. 

United States Rubber Co., New 
York, has started work on a new 
plant and warehouse in Philadel- 
phia. 


Baldwin cuts prices 


Baldwin Hardware Mfg. Corp., 
Reading, Pa., announces price re- 
ductions throughout its line of 
builders’ hardware. New prices 
can be found on the company’s 
price list 15. 
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Space Problems in the stratosphere are being solved today by our bril- 
liant engineers and technicians, and Space Problems are being solved 
in hardware stores by our experienced and highly qualified store 


planning engineers—like this fellow! 














Yes, it takes skill to plan tomorrow's hardware stores for maximum sales per square foot 
of selling floor space —and it takes modern fixtures with completely flexible features to 


push sales volume up and up and up. 


M&D provides both—the inspired planning without cost to you and 
the finest fixtures at competitive prices. 


If you’re “Garden Center” conscious, M&D has the answers too! M&D is represented 
nationally by the leading Hardware Associations and large Wholesale Hardware firms. 
Contact your local Association or Wholesaler for catalog and general information. OR 
if you're planning over-all store improvements—a new store—a garden center — 
or just a sectional upgrading — whether it’s display islands — gondolas — platforms — or 
wall sections, let the M& D man assist you with your plans without charge. Our store 
planner doesn’t actually have square feet. but he knows the value of a square foot 





of floor space. Ask us to send him to you soon. 


ce ee ee ee ee cee ee ee ee ce ces ees ee es ee ee ee ee ee 
| Have your Store Planning Engineer contact me. 
AIL TODAY | I am interested in: Complete Store Installation [J 
M To ror A | Upgrading or Remodeling [] Gondolas[] Wall Cases [7 
NEAREST OFFICE | Islands—{] Platforms[() Garden Centers [J 
| M & D Store Fixtures, Inc., 245 Vineland Ave.—La Puente, 
| Calif. or 502 South Green Street — Cambridge City, Indiana 


| NAME__. 
| STREET ____ 
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For ALL your pump business 


RED JACKET 


‘Submerga runes 


45 Models 
’3 H.P. to 10 H.P. 
7 to 100 G.P.M. 
pumping depths 

to 1000 ft. 


= — 
<— RED JACKET —, 
“woter 


service 
products 


CHARLES EDWARD 
OTTE entered the hard- @ 
ware business in 1895. He 


THE RED JACKET Submiga PUMP FAMILY worked 10 years as a clerk 








in Henderson Hardware © 
; Co., Martins Ferry, Ohio, 
2 . and then became a partner 


. ' in Otte- Pettit Hardware 
@ EASY TO SELECT — Anyone can quickly select : : 
the right pump for the job from Red jackets dinglt- Co. in the same city. When @ 
fied “Performance Tables.” his partner, Stephen Pet- 


@ EASY TO SELL — this complete product line coy- tit, died in 1930 he became 
ers every application in the home, farm and commer- sole owner of the business. 
cial markets. Active in church work, he 
@® EASY TO INSTALL — One man can install most also helps in local drives 
iin a for the Red Cross. He is a director of the Peoples 
Savings Bank in Martins Ferry, and a member of 
The ONLY practical field service the local merchants’ association. 
for “Submerga” Pumps 
Red Jacket’s “Submerga” Pumps are supported by author- 


ized service field stations located throughout the United 
States. These stations carry a complete stock of parts and JAMES E. HINDS, SR., 


are equipped and trained to give quality service to Red spent his 50 years in the 
Jacket “Submerga” Pump owners and dealers. hardware industry selling 


= eat A Complete “Sabmenga" for L. S. Starrett Co., 7 





pump package This 7 ¢.p.m. Athol, Mass. The first 7 
pump is packaged complete as years were with the com- | 
illustrated with all necessary pany in its home office. | 
accessories for quick installa- - 
tion. A terrific display item and From 1919 through 1921 q 
= i 1 2 meres piece. This pump he sold the Starrett line in 
— oz contomend ies — eastern Canada and the g 
RED JACKET’S extra value in engineering, performance Maritime Provinces. He 
and field service can be clearly demonstrated. Write for worked from 1922 through 
full particulars. Address Dept, HA-87. 1941 as Pittsburgh dis- 


trict salesman and _ *re- 
| turned to the home offices in 1942 as priorities 
RED JACKET MANUFACTURING CO. supervisor. In 1945 the firm named him western 
“The Choice Thot's Made elites i odieine seen New England salesman. From 1946 until he retired 
| in 1956 he served as Pittsburgh salesman. 
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EDWARD H. McGINNIS 
retired April 1 as an offi- 
cer of the Union Hardware 
& Metal Co., E. Los An- 
geles wholesaler. Now 
serving the company as a 
consultant, he was_ its 
vice-president, secretary, 
treasurer and _= general 
manager from February 
1956 until his retirement. 
He joined the company on 
April 30, 1899, as an office 
boy. He was elected secre- 
tary in 1921, general manager in 1930, vice presi- 
dent in 1943 and treasurer in 1956. He is a member 
of the Jonathan Club of Los Angeles and the 
Merchants & Manufacturers Association of Los 
Angeles, having served the latter as vice-president 
for 10 years. His hobbies are the wholesale hard- 
ware business and desert ranching at Mockingbird 
Canyon in Riverside County, Calif. 





A. J. (Mike) SCHELLY, 
C. Y. Schelly & Bro., Inc.., 
Allentown, Pa., hardware 
wholesaler, has been with 
that company for most of 
his 50 years as a hard- 
wareman. He joined the 
company in 1907 upon 
graduation from high 
school. From 1912 to 1915 
he worked in the contract 
hardware department of 
T. B. Rayl & Co., Detroit, 
and returned to Schelly’s. 
He enlisted in the Pennsylvania National Guard 
and served on the Mexican border in 1916 and 
1917. He returned to Schelly’s for a short time 
and in July, 1917, was recalled to service in the 
Quartermaster Corps. In 1919 he joined the 
Russell & Erwin Division as Pennsylvania repre- 
sentative. In 1923 he returned to Schelly’s to head 
its contract hardware department. For a short 
time he was with Pratt & Lambert Co. In 1931 he 
was elected vice-president of C. Y. Schelly & Bro., 
Inc. He has been president of the Schelly com- 
pany since 1942. He is also president of Allen 
Hardware, Inc., and vice-president and treasurer 
of the Penn Allen Glass Co., Inc. He is a past 
president of the National Builders’ Hardware 
Association, past president of its Tri-State chap- 
ter and served the NBHA as an executive member 
for six years. He is a member of the American 
Society of Architectural Hardware Consultants. 
He is a former member of the board of governors 
of the Allentown Chamber of Commerce, and a 
past commander of the Honorary First Defenders, 
a National Guard organization. He is a member 
of the Lehigh Country Club, Livingston Club and 
Lehigh Valley Club. His hobbies are golf, garden- 
ing and travel. 
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the fabulous semi-gloss 
clear wood finish with “Resin X” 


Clear Satin Fabuloy is your answer to customers 
seeking an honest-to-goodness hand-rubbed 
wood finish, without the rubbing. So easy to use 
that anyone can get a professional looking job 
every time — on any kind of wood, on old work 
or new, on any type of wood interior. Thanks to 
the chemical magic of “Resin X,” Clear Satin 
FABULOY (like clear High Gloss FABULOY ) 
provides the ultimate in beauty, long-life, and 
ease of maintenance. 


PE SRS ote hig 2% SOE 5 fase ap : 
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AL “CLEARS” 
Family fills 


WHY STOCK SEVE 
when the Faiu/oug 






PRYME 
the fabulous 


First-Coater a 
thirsty woo 
odds life c 
beauty to 4 
topcoats. 4% 
*T™M 


FABULON® 


the fabulous floor 
finish. Never 
needs waxing or 
scrubbing. 








For complete details gn the profit 
potentials of a FABULON ¢ alership PHONE 
YOUR DISTRIBG@TOR TQDAY ... or write 


SAAN) PIERCE & 


710 Ohio Stree 


rEVENS CHEMICAL CORP. 
WiDept. HA-4 Buffalo 3,N. Y. 
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Our Own Summer Show Views Fall Lines 
With Optimism; More Than 1000 Attend 


More than 1000 dealers 
and members of their fam- 
ilies from seven states, and 
representing some 500 mem- 
ber stores, came to the sum- 
mer merchandise show and 
stockholders’ meeting of Our 
Own Hardware Co., dealer- 
owned wholesaler at Minne- 
apolis, July 29-31. 

There were about 150 mer- 
chandise exhibits, featuring 
toys, gift lines, housewares, 
and seasonal goods, at Our 
Own’s warehouse. 

Dealers attending the 
show were generally optimis- 
tic about business for the 
second half of 1957, for 
abundant rainfall in the up- 
per-midwest assures a good 
crop year. 

A feature of the show was 
the presentation of Our 
Own’s Basic Stock Plan. 
This plan is aimed at giving 
dealers better overall control 
of slow sellers, while reduc- 
ing lows and outs of truly 
basic lines. 

S. P. Duffy, president and 
general manager of Our 
Own, told a_ stockholders’ 
meeting that the first half of 
1957 was “satisfactory, in 
view of generally adverse 
weather conditions in much 
of our territory in the early 
part of the year.” 

Mr. Duffy predicted good 
fall and winter sales for Our 
Own stores. This prediction 
was based on the improved 
agricultural outlook for the 
region. 

Stockholders were also ad- 
dressed by J. D. Husbands, 
vice-president and sales man- 
ager, on merchandising and 
promotional plans for the 
balance of 1957. In a spe- 
cial report on Our Own’s 
new Basic Stock Plan, Mr. 
Husbands told the group: 

“Our Own’s dealer Basic 
Stock Plan will make more 
money for you in _ three 
ways: 

“1. Increase sales, through 
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reducing lows and outs to an 
absolute minimum in basic 
lines. 

“2. Reduce expenses, by 
recognizing and weeding out 
cats and dogs, and through 
the resulting less handling 
of fewer lines. 

“3. Increase margins of 
profit, through using Our 
Own’s suggested resale 
prices as part of the Basic 
Stock Plan.” 

Mr. Husbands urged the 
dealers to make full use of 
the plan. A 16-ft wall tool 
section showed the plan in 
actual use. 

A highlight of the show 
was a drawing for an all- 
expense trip to Las Vegas. 
Award was won by Giese 
Hardware, East Grand 
Forks, Minn. 


R. T. Gutz Elected VP 
By True Temper Corp. 


Raymond T. Gutz, formerly 
merchandising manager, has 
been elected to the newly 
created office of vice-presi- 
dent, merchandising, for 
True Temper Corp., Cleve- 
land 

Mr. Gutz joined the firm 


RAYMOND T. GUTZ 


in 1949 as merchandising 
manager. He had been a 
merchandising executive 
with Montgomery Ward & 
Co. 


Clarke Siviter Co. 
Expands Sales Program 


A well-planned dealer pro- 
gram and a new sales promo- 
tion manager mark the ex- 
pansion of the sales program 
of Clarke Siviter Co., Inc., 
wholesaler in St. Petersburg, 
Fla. 


Robert Eld, newly ap- 
pointed sales promotion man- 
ager, will work directly un- 
der John Coit, sales man- 
ager. Mr. Eld has worked in 
many phases of hardware 


wholesaling for several years 
with two Midwest distribu- 
tors. 

The dealer program, ac- 
cording to president Robert 
E. Siviter, will assist dealers 
to increase their sales and 
profits with savings to the 
consumer. 

One of the first items in 
the new program is a 
monthly booklet entitled, Bet- 
ter Values. This booklet in- 
corporates a buying and sell- 
ing guide for the dealer, plus 
a free store trim feature. 


Left to right, John Coit, sales manager, Robert Siviter, presi- 
dent, and Robert Eld, sales promotion manager of Clarke 
Siviter Co., Inc., discuss the wholesaling firm's new dealer 


program. 





DEALER BRIEFS: 





Warner Of Minneapolis Adds Ninth Store; 
Partnership Buys Superior, Wis., Store 


Minneapolis, Minn. — 
Warner Hardware Co. has 
added the ninth SuperHard- 
ware to its group of branch 
stores. The new self service 
store is in the shopping cen- 
ter at Hiawatha and East 
Lake St. and has 8600 sq ft 
of floor space. Opening date 
is planned for Oct. 31. Tom 
Zdechlik, manager of the 
Northside store, will manage 


the new store. Al Briggs, 
former personnel manager 
for Warner, has become 
manager of the Northside 


store. 


Superior, Wis. — Bingham 
Hardware Co. has been pur- 
chased by Fred Post, a 12 
year employee of the firm 
and Lyman Upthegrove, a 

(Continued on page 164) 
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Jack Lacey, Hardware 
Executive, Dies Aug. 9? 


Mark J. (Jack) Lacey, one 
of the outstanding figures in 
the hardware trade, died 
Aug. 9. 

Mr. Lacey was assistant to 
the president of North & 
Judd Mfg. Co., New Britain, 
Conn., and the firm’s Wilcox- 
Crittenden Div. He also was 
a past president of the Amer- 
ican Hardware Manufactur- 
ers Assn. 

Well-known in the hard- 
ware industry, Mr. Lacey 
was previously associated 
with Pexto and Corning 
Glass Works. 

Further details will be 
published in the next issue. 


Columbia Fastener Co. 
Elects G. A. Johnson 


Gunnar A. Johnson has 
been elected president of Co- 
lumbia Fastener Co., Chi- 
cago, a subsidiary of United- 
Carr Fastener Corp. 

Mr. Johnson was ap- 
pointed general manager of 


Columbia in 1949 and be- 
came vice-president in 1953. 





GUNNAR A. JOHNSON 


Buyer's Registration 


Advance registrations are 
being accepted from buyers 
for the 12th Annual National 
Hardware Show, Oct. 14-18 
at the Coliseum in New 
York. Show headquarters 
will mail free admission 
badges to qualified persons 
and no further registration 
will be required. Send re- 
quests to National Hardware 
Show Headquarters, suite 
1103, 331 Madison Ave., New 
York 17, N. Y. 





Tennessee Anti-Trading Stamp Law Thrown 
Out Bat, Double Stamp Company Tax Upheld 


The Tennessee Supreme 
Court has thrown out the 
major portion of the state’s 
anti-trading stamp law. 

The court unanimously up- 
held a lower court ruling 
that the 2 percent gross re- 
ceipts tax on merchants is- 
suing trading stamps is un- 
constitutional. 

Another part of the law 
doubling the $300 privilege 
tax on trading stamp com- 
panies was upheld as valid. 

This is the same ruling as 
the lower court handed down 
in a suit filed by trading 
stamp companies and two 
grocery chains. (See HA 
June 20, 1957, p. 107.) 

The anti-stamp law would 
have gone into effect Aug. 1. 


HARDWARE AGE, AUGUST 


The Supreme Court ruling 
was handed down July 29. 

The Supreme Court ruled 
that the gross receipts tax 
was arbitrary, capricious, 
and unreasonable because it 
would not have applied to 
merchants operating their 
own stamp plans. 

Stamp company officials 
who had claimed the law, as 
originally written, would 
have forced them out of busi- 
ness hailed the Supreme 
Court decision. They predic- 
ted increased use of trading 
stamps by more merchants 
as promotional lures. 

The court ruling is ex- 
pected to add about $20,000 
a year to the amount stamp 
companies pay in taxes. 


15, 1957 





Walter Tips Co., Hardware Wholesaler Of 


we os” s 


Austin, Tex., Celebrates 100th Anniversary 


A group of hardware salesmen for the Walter Tips Co. gather 
for the monthly meeting. Factory representatives provide 
latest merchandising information. The salesmen also keep 
buyers informed of trends in the territory. 


Walter Tips Co., whole- 
saler of Austin, Tex., is cele- 
brating its 100th anniver- 
sary. 

In September the company 
will publish a brochure to be 
sent to accounts and sup- 
pliers commemorating the 
occasion. 


The firm was founded in 
1857 by Edward Tips as a 
hardware store in Austin. 

Today, the firm has three 
warehouses with a total of 
120,000 sq ft stocked with 
35,000 different items. 
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Walter Tips Co. of Austin, Tex., currently celebrating its 


There are 27 outside sales- 
men and a staff of 100 per- 
sons who handle shipping, 
receiving, warehouse, records 
and sales duties. 

The ever expanding com- 
pany has planned for the fu- 
ture with the purchase of a 
15 acre tract near a pro- 
posed South Loop of the 
South Interregional High- 
way. 

The new building site is 
only 6 minutes from down- 
town Austin, according to 
George C. Schutz, vice-presi- 
dent. 





100th Anniversary acquired this Winchester cartridge dis- 
play about 1890. Reminiscing are, left to right, Carl Johnson, 
president, John Ward and Louis Ramella. They have a total 
of 90 years service with the firm. 
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Skil Corp. Revamps 
Sales Organization 


Skil Corp., portable power 
tool manufacturer of Chi- 
cago, has reorganized its 
sales setup. 

Samuel E. Hough, former 
Pittsburgh regional whole- 
sale manager, has been 


SAMUEL E. HOUGH 


named manager of the field 
sales division. 

Thomas F, Ryan, national 
accounts manager, and L. L. 
Stuart, administrative assis- 
tant, will report to Mr. 
Hough along with six region- 
al sales managers. 

In another appointment, 








ae 


CARL D. McWADE 


Carl D. McWade has become 
director of the marketing 
services division. He was ad- 
vertising manager. Responsi- 
ble to him under the new 
setup are Donald E. Erick, 
market planning; William H. 
Ferry, product planning; and 
Adolph H. Widowit, adver- 
tising. 


Three Yale & Towne 
Executives Retired 


Three executives of the 
Yale & Towne Mfg. Co. have 
retired under the firm’s re- 
tirement program. 

J. Frank Boxwell, director 


News of the Trade 





of contract hardware distri- 
bution and styled hardware, 
joined the company in 1909. 
He has served in numerous 
sales capacities and is a past 
president of the Old Guard, 
a Southern hardware sales- 
men’s organization. 
Raymond J. Pullin, assis- 
tant to the director of sys- 
tems, procedures and person- 
nel administration, has been 
with the firm since 1913. 
Willard J. Kemp, district 
sales representative in New 
York, joined the company in 
1922 and held positions in the 
production and credit depart- 
ments before moving into 
sales. He is a past president 
of the New York Hardware 
Boosters Association. 


Independent Hardware 
Exhibit Dates Set 


The second Independent 
Hardware Exhibit will be 
held Oct. 13-17 at the Hotel 
Empire, Broadway and 63rd 
St., New York City. 

The show will have exhib- 
its by hardware manufactur- 
ers, Hic and promo- 





tional merchandise sources. 
There are a total of 130 ex- 
hibit spaces available with a 
choice of private rooms or 
open area booths. 


A highlight of the show 
will be the presentation of 
awards to the “buyer of the 
year” in each of several cate- 
gories. Show arrangements 
are being handled by M. V. 
Schwartz, Independent Hard- 
ware Exhibit, Inc., 47 How- 
ard St., New York 13, N. Y. 


Regional Meeting 
Set for Toy Makers 


A meeting for about 340 
toy makers from New York 
to Texas will be held Sept. 18 
in Cincinnati by the Toy 
Manufacturers of the 
U. S. A., Ine 

The meeting, 
Swedlin, 


Abraham 
association presi- 
dent, announced will have 
three panel sessions. Moder- 
ators will be Joseph Steiner, 
Kenner Products Co.; Fred- 
erick Doepke, Charles Wil- 
liam Doepke Mfg. Co., and 
Anthony Ach, Merry Mfg. 
Co., all of Cincinnati. 


NOW ...a revolutionary, new idea in low-cost SIGHTING LEVELS! 


99 


o~ CLAMP MOUNTING makes 


SIGHTING LEVEL readily attachable to any sturdy object 


for 


carrying case 


accurate 
buckhorn open and peep cross hair 
Magnelite Protractor Level: 
and adjustable: plus 
Here's =, quality, originality you apes 


readings. Includes: 
turnplate 
‘clamp .. 


MAGNELITE | 


Contact Sales Representatives: 
—— H. Graham & Co., Inc., 


Gardner & Meredith, Chattanooga, Tenn., 


or write 


J. H. SCHARF MFG. CO. 


New 


York, Interchangeable TRIPOD 


available at 


extra cost 


6120 Binney St. 
Omaha 4, Nebraska 


i tube with both 
sights, mounted on an 18" 
head that's calibrated 
. all in a durable steel 


Order by #121 











Chestnut & 56th Sts. 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 14. During each month HARDWARE 
AGE brings you more listings of new merchandise thar any other ‘te 
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re magazine. 


Philadelphia 39, Pa. 
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Interested HARDWARE DISTRIBUTORS contact . 


PAPER AND PLASTIC eee | 


Retail price (PAPER) 59¢ and Up 
Retail price (PLASTIC) 89¢ and Up 


DO May Ma- Crepe Co. ie, bn 


All popular sizet 
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m WESTERN AVE. at 22nd PLACE, CHICAGO 3, it. & 

VISIT s Gentlemen: @ 

Please RUSH my 3 free guides to getting 125% more live § 

OUR ¥ selling space. I want to display more lines aad still keep a 
ry all my merchandise in easy “buying-reach” of customers. 

BOOTH 510 g Nome ; 

AT THE B Position ry 

NEW YORK @ Firm Name + 

GIFT SHOW im Addeoss a 







City Zone__ State 








AUGUST 25-30 
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EFLECTOR 


HARDWARE CORP. 
VISIT OUR NEW YORK SHOWROOM 


‘ae 


we doff our hats to youl 
ape for making possible 


ee. iia the 100,000,000th* Pro-Tex stove mat. 

It is our pledge to continue bringing 

i ete you America’s finest stove 

@ Up-to-the-minute sre ong and table mats... plus terrific 
patterns oo merchandising ideas to give you 

bigger sales, greater profits than 

ever before! For the line 
that women everywhere demand 
... feature Pro-Tex! 


| 7 *manufactured June 27, 1957 
>» 
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The PRO-TEX name means: 

















® A wide variety of 


. 
iy 


sizes 
® Mats in every price class 


Z © The finest quality 
construction 


METAL-AND-ASBESTOS 


+*s* 
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STOVE AND HOUSEHOLD MATS! 
See ee pokes See ae 
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NEW / 


Smart Cinderella Bowl Set 
by PYRE X... 


OS 


@ Look at the outstanding advantages of this 
beautiful Cinderella Bowl Set . . . newest in the 
Pyrex ware line. They all add up to one of the 
fastest-moving profit-makers you’ve ever had! 


@ Each bowl has handle for safe 
carrying—spout for easy pouring. 


® Beautiful, new shape—choice 
of smart colors and patterns. 


@ All four bowls nest to save 
shelf space, no matter how the 
handles are turned. 


@ They're ideal for mixing, bak- 
ing, serving and storing. 


@ They enhance any table setting 
—make beautiful flower bowls. 


@ Whatever the food, PYREX ware 
lends no taste—borrows no flavor. 








@ You can offer these bowls in a choice of smart 
turquoise and white with butterprint pattern, 
pink and white with gooseberry pattern, or 
yellow and black with gooseberry pattern. 
Colors and patterns alternate in each set. Sizes 
are 4 qts., 24 qts., 1% qts., 1% pts. Order from 
your PYREX ware distributor now! 











CORNING GLASS WORKS, CONSUMER PRODUCTS 


DIVISION, CORNING, N. Y. 
VISIT THE CORNING GLASS CENTER, CORNING, N. Y. 
“PYREX” is a registered trademark in the U. 8S. of Corning Giass Works, Corning, N. Y. 
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News of the Trade 














New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Taylor Instrument Com- 
panies, Rochester, N. Y., has 
established two new regional 
territories and has appointed 
two new regional managers. 
Robert W. Gose, Jr., for- 
merly in the Washington, 
D. C., area, moves to New 
York as northeast manager 
covering New York City and 
New England. Orrin B. 
Ritchie, Philadelphia, _ be- 
comes Middle Atlantic man- 
ager covering Philadelphia, 
Washington, and Pittsburgh. 

v 


Sta- Rite Products, Inc., 
Delavan, Wis., has appointed 
Robert O. Young sales man- 
ager of the submersible 
pump division. He was sales 
manager of the water well 
submersible pump division of 
Reda Pump Co., Bartlesville, 
Okla. 

v 


G. F. Wright Steel & Wire 
Co., Worcester, Mass., has 
named Gerald Perry repre- 
sentative in Michigan, Ohio, 
and Indiana. Ed A. Gonnoud 
has been appointed repre- 
sentative in Wisconsin, Min- 
nesota, Iowa, and Illinois. 

Vv 


Gibson-Homans Co., Cleve- 
land, has transferred Basil 
W. Farley from the Port- 
land, Ore., division to the 
Hutson Div. in Conyers, Ga. 
He will handle sales in the 
Southeastern states. 

v 


Cal-Dak Co., San Gabriel, 
Calif., has named Bernard 
F. Innes New York repre- 
sentative for housewares and 
hostess accessories. He was 
New York district manager 
for International Molded 
Plastics. 

v 


McKinney Mfg. Co., Port- 
land, Ore., has transferred 
John F. Lamey from Denver 
to Portland. He will cover 
Washington, Idaho, Mon- 
tana, Utah, and Oregon. His 
former territory will be di- 
vided between Donald J. 
Pittard, Kansas City, and 
William P. Roach, Minne- 
apolis. 

Vv 


Washburn Co., Worcester, 
Mass., has named Jack G. 
Brawn of Portland, Ore., 
representative covering the 


Northwest including Oregon 
and Washington. Mr. Brawn 
previously spent 9 years 
with Marshall-Wells Co. in 
Oregon and Washington. 
v 
Radio & Television Div., 
Sylvania Electric Products 
Inc., New York, has ap- 
pointed M. V. Musy district 
sales manager in San Fran- 
cisco, Cal. He had been dis- 
trict manager in northern 
California and Nevada for 
Westinghouse Electric Co. 
Vv 


New York Wire Cloth Co., 
York, Pa., has named Phillip 
C. Miller district manager 
with headquarters in Chi- 
cago. He was in special sales 
of industrial screening prod- 
ucts. 

Vv 

Pennsylvania Lawn Mower 
Div., American Chain & 
Cable Co., Exeter, Pa., has 
named John W. Weinheimer 
Detroit - Pittsburgh district 
manager. He had covered his 
present territory as a repre- 
sentative. 

v 

Stanley Building Special- 
ties Co., Miami, subsidiary 
of Stanley Works, has ap- 
pointed Paul F. Cass mana- 
ger of its new branch ware- 
house in West Palm Beach. 
He came to Stanley from the 
Clearview Louver Window 
Corp., Dallas, Tex., in Feb- 
ruary. 

Vv 


Stanley Hardware Dvv., 
Stanley Works, New Britain, 
has appointed Samuel B. 
Wilder manager of sales 
promotion and merchandis- 
ing. He was with Sargent & 
Co. as sales promotion and 
advertising manager. 


- 

Stanley Tools Div., Stanley 
Works, New Britain, has as- 
signed representative John 
S. Whitteker to the Philadel- 
phia and Delaware territory. 
He continues to cover Con- 
necticut, western Massachu- 
setts and Rhode Island. Rep- 
resentative Albert F. Craw- 
ford has been assigned New 
York state except the metro- 
politan area, Long Island, 
and Westchester and Rock- 
land counties. 


HARDWARE AGE, AUGUST 15, 1957 














New Ath Vai 1 


HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 




























HUUVGEUNVH AAUMUaE 


¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


* All the basic facts about Builders’ Hardware presented in 


, 234 pages, 
simple, easy to understand language. ak amy 

¢ Detailed descriptions of functions, applications, specifica- size 8!/," x 11" clothbound 
tions and estimating. Price only $8.00 

This all-inclusive volume covers base RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 

metals, finishes, hinge requirements, AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 

lock functions, exit devices, door closing 

devices, lock security and keying, hard- —for experienced hardware men or students 

ware installation, special type hard- 

sani . specific Fens of baile, —how to set up a builders’ hardware department—and 

and safety precautions. Operating make it pay 


costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. —how to bring prospects into your store 


—how to read blueprints and specify jobs 


—how to cash in on replacement and follow up items 


HARDWARE AGE, DEPT. A2 

56th & Chestnut Sts. 

Philadelphia 39, Pa. 

Please send me ...... copies of HARDWARE AGE BUILDERS' HARDWARE 


HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
the invoice in the amount of $8.00 per copy, plus 45 cents handling and 


WRITTEN BY AN EXPERT 
WITH 45 YEARS' EXPERIENCE 


IN BUYING, SELLING postage. 
i a, gi eee a Cekinh bu aw Ub be we weedcc ec Gebevcece 
AND MANUFACTURING sn 
BUILDERS' HARDWARE ERS Ras Pe ee [awe e bb Ses SSSR ESS OOREES OE OSE 
COUN ec ccccccoscccccéneee Zone ...... STGTO cccccccccce 


a Check here if sending payment with order, saving you the 45 cents handling 
and postage charge. 
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Place match or nail in hole to hold 
narrow inner spring while making 
change. Disconnect old blade. 


Extend blade full length until con- 
nection appears. Note small hole 
adjacent. 


everybody 





wants 
DISCTONS 


Insert new blade as shown. Remove 
match or nail and release. Total time 
for blade change only 10 seconds! 


10)-sccond blade change | 


Disston Carlson Steel Tape Rules permit your customers to 
change blades in 10 seconds without opening case! And look at all these 
other selling features! 





@ Jet black numerals on gleaming white surface 
@ Easy-action swing tip 

@ Integral automatic brake system 

@ Pocket-size, chrome-plated, lightweight case 


The profit picture’s pretty, too. For example, the 10’ Big Chief shown 
above retails for $3.25. Your profit? $1.08! Place your order for Disston 
Carlson Steel Tape Rules through your Disston wholesaler today! 


WANT MORE INFORMATION ? Write: Henry Disston Division 
H. K. Porter Company, Inc. 


NEWS OF 








MANUFACTURERS AGENTS 


William E. Peterson Co., 
St. Louis representative, has 
appointed James F. Neuner 
to cover Missouri, southern 
Illinois and Kentucky. He 
is a former salesman for 
Shapleigh Hardware Co. 
wholesaler of St. Louis. Don 


JAMES F. NEUNER 


Monfort operates the Mem- 
phis office and covers Ten- 
nessee, Mississippi and Ar- 
kansas. The two men have 
completed arrangements to 
own and operate the present 
agency. 
v 


Krylon, Inc., Norristown, 
Pa., has appointed several 
new representatives. W. W. 
Campbell Co., Bay Village, 
Ohio, will cover Ohio. Mun- 
ger Co., St. Clair, Mich., will 
cover Michigan. Joseph Par- 
ker and Associates, Nash- 


ville, has Kentucky, Tennes- 
see and Mississippi. Richard 
A. Ruhling and Associates, 
Chicago, present representa- 
tive in Illinois and Wiscon- 
sin, will cover Indiana. 

v 


Romar Mfg. Corp., Buffalo, 
has named six more repre- 
sentatives to handle _ the 
Hushflo hydraulic float valve. 
C. W. Gates & Associates, 
Baldwin, Kan.; Robert J. 
Kruse Co., Indianapolis; 
Plumbing Sales Co., Boston; 
Vida Distributing Corp., 
New York City; Jumbo 
Heater & Mfg. Co. Cleve- 
land; Rudie Lorenz Co., St. 
Louis. 

Vv 

Thomas Products Co., De- 
troit, has appointed Ray- 
mond J. E. Vande Moore & 
Asseciates, Milwaukee, rep- 
resentatives in Wisconsin, 
Iowa, Nebraska and western 
Illinois. 

v 


Welch Brothers Co., Wau- 
kegan, Ill., has appointed 
Robert McConnell, Chicago 
representative to cover In- 
diana and Kentucky. D. E. 
Foster & Associates, Chi- 
cago, have been named to 
cover North and South Da- 
kota, Minnesota, Wisconsin 
and Illinois out of the Chi- 
cago area. 





Hershey Of Molly Receives Sales Award 





Philadelphia 35, Pa. 
HENRY DISSTON DIVISION 


H.K. PORTER COMPANY, INC. 
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Earl Hershey, left, is congratulated upon receiving the Na- 
tional Sales Executive Club's distinguished salesman's award 
in Reading, Pa. The Norristown, Pa., man was honored for 
his outstanding record as representative for Molly Corp., 
screw anchor manufacturer of Reading. Extending congratu- 
lations are G. Fred Croessant, center, Molly president, and R. 
M. Forsberg, vice-president and general sales manager. 
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Two Sales Managers 
Named By Orangeburg 


Orangeburg Mfg. Co., 
Orangeburg, N. Y., has ap- 







WILLIAM B. SCHUTZ 


pointed two to handle top 
sales posts. 

William B. Schutz has be- 
come manager of bituminous 
pipe sales. He joined the 
firm in 1943 and served as 
Middle Atlantic district sales 
manager. 

Harry N. Dietz is the new 
manager of fiber conduit 





HARRY N. DIETZ 


sales. He joined Orange 
burg in 1939 as secretary to 
the chief engineer. He has 
been a district sales manager 
since 1948 in the southwest 
and northwest regions. 


Packaging Institute 
Hardware Committee 


The Packaging Institute 
has a Hardware Packaging 
Committee. 

Robert E. Novy, Wood 
Shovel & Tool Co., Piqua, 
Ohio, was elected chairman 
at its first meeting recently 
in New York. 

L. D. Connell, J. Wiss & 
Sons, was elected vice-chair- 
man. He also heads the sub- 
committee which will con- 


sider design of hardware 


packages for self-service. 


F. S. Haniewich has been 


elected secretary. 


News of the Trade 






















A. C., TRAUB 


Quick Mfg. Elects 
Traub Vice-President 


A. A. Traub has become 
vice-president in charge of 
marketing of Quick Mfg., 
Inc., Springfield, Ohio. 

Mr. Traub joined the rid- 
ing mower, tiller and tractor 
manufacturer in 1956. He 
formerly was vice-president 
of an Indiana garden equip- 
ment manufacturer. 


Peerless Names Lundy 
General Sales Manager 


Everett W. Lundy, former 
Pacific district sales mana- 
ger, has been named general 
sales manager of the Peer- 
less Pump Div., Food Ma- 
chinery and Chemical Corp., 
Los Angeles. He succeeds B. 
A. Tucker who has retired. 

Mr. Lundy joined the firm 
in 1940 as a sales engineer 
and later became branch 
office manager at Phoenix, 
Ariz. 





EVERETT W. LUNDY 


A Correction 


Due to a typographical er- | 


ror it was incorrectly stated 
H.A. Aug. 1, 1957, p. 41 that 
L. A. Luedtke is the new 
president of the National Re- 
tail Hardware Association. 
Carl E. Graeff, Dayton, Ohio, 
is the new president. 
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They Sell 






































HERE’S WHY '!.. 


@ Exclusive Design 
Features 


@ Complete Line 
@ Self-Selling Motor Display 


@® Motor Tags, Highlighting 
Motor Features 


@ National Advertising 


me Free Motor Selector Guide 


This unique “silent salesman” tells 
customer instantly the motor he needs 
. .. eliminates indecision, stimulates 
customer to buy now. The most ef- 
fective motor sales aid ever devised. 


> 


Use This Convenient Coupon To Order 
Your Free Motor Selector Guide Today 


> 


cities oem | 





THE EMERSON ELECTRIC MFG. CO., Dept. M-! 
j ST. LOUIS 21, MO. | 


Send me a MOTOR SELECTOR GUIDE at no } 


cost to me. | 


NAME 





COMPANY 


ae. | i 


| CITY cee "ce / || iene 
Ste eck SS NN IN MINER ARS on 











Forbes Gets New Post 
At General Electric 


James C. Forbes has been 
named manager of residen- 
tial sales, a newly created 


JAMES C. FORBES 


post at General Electric’s 
Large Lamp Dept., Cleve- 
land, Ohio. 

He will have sales plan- 
ning and market develop- 
ment responsibilities for the 
complete line of G-E incan- 
descent and _ fluorescent 
household lamps. 

The former manager of 
market development joined 
the G-E Lamp Div. 20 years 
ago. 


Lummis Names Clark 
General Manager 


Charles Clark has been 
named general manager of 
Lummis Mfg. Co., Pasadena, 
Cal., manufacturers of Key- 
Bak key reels. 

Mr. Clark had been vice- 
president of the CTL Co. of 


CHARLES CLAR 


Wausau, Wis., eastern dis- 
tributors for Key-Bak key 
reel. 


Paul Seelye Retires 
From Stanley Tools 


Paul W. Seelye of New 
Britain, Conn., sales repre- 
sentative for Stanley Tools, 
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a division of the Stanley 
Works, New Britain, Conn., 
has retired after 37 years of 
service with the company. 

Mr. Seelye joined the Stan- 
ley Rule Co., now Stanley 
Tools, in 1920 as a salesman. 
He is a member of the Cav- 
aliers of New York State, an 
organization of hardware 
salesmen. 


Mast-Foos Co. Becomes 
Division of Musgrave 


Musgrave, Ine., 
mower manufacturer of 
Springfield, Ohio, has ac- 
quired the Mast-Foos Co., 
also of Springfield, maker of 
hand and power lawn 
mowers. 

Mast-Foos will retain its 
identity and operate as a 
division of Musgrave. 


lawn 


Don Walsh Promoted 
By Belden Mfg. Co. 


Don Walsh has been pro- 
moted to sales service man- 
ager of the Merchandise 
Sales Div. of Belden Mfg. 
Co., Chicago, III. 

He started with the firm 
7 years ago in the production 
department and then moved 
to the sales service depart- 
ment. 


DEALER BRIEFS: 
(Continued from page 156) 





15 year employee of Garnish 
Hardware in Ashland, Wis., 
and 5 years with Kelley- 
How-Thomson Co., Duluth, 
from Val Wiesner. 


Batavia, N. Y.—Vic Blood 
Hardware recently celebrated 
the grand opening of its 
newly enlarged and redeco- 
rated store at 31-33 Main St. 
with a store-wide sale. The 
store now occupies two floors 
and a basement. Owner Vic 
Blood will celebrate 12 years 
in the business next Septem- 
ber. 


Quanah, Tex.—Sansom 
Furniture and Hardware Co. 
was completely demolished by 
fire recently. The 46-year-old 
business is presently being 
operated from a temporary 
location at 109 Main St. Roy 
B. Sansom, owner, plans to 
re-build the store at 209 
Main St. with opening date 
slated for Sept. 1 of this 
year. 


News of the Trade 














OBITUARIES 








Frederick F. Hickey 


Frederick F. Hickey, 65, 
former president of Savage 
Arms Corp., Chicopee Falls, 


FREDERICK F. HICKEY 


Mass., died July 17 at his 
home in Utica, N. Y. after 
a long illness. Mr. Hickey 
started with the J. Stevens 
Arms Co. in 1908. In 1940 
twenty years after the firm’s 
purchase by Savage Arms, 
he became president of 
Savage. 


James M. Norton 


James M. Norton, 85, for- 
merly with Shapleigh Hard- 
ware Co., wholesaler in St. 
Louis, died July 12 in Knox- 
ville, Tenn. Mr. Norton re- 
tired 5 years ago. He started 
in the hardware business as 
a salesman in 1895 with the 
George Brown Hardware Co., 
Knoxville. In 1900 he joined 
Simmons Hardware Co. of 
St. Louis and remained there 
after Shapleigh purchased 
the firm. 


Lewis E. Tengel 


Lewis E. Tengel, super- 
intendent of the Anderson, 
S. C., plant of American 
Tackle and Equipment Co., 
died of a heart attack July 
17. American Tackle is a 
subsidiary of True Temper 
Corp., Cleveland, with which 
he was associated for 30 
years. 


Frank H. Smith 


Frank H. Smith, 85, owner 
of Smith’s Hardware store, 
Lake George Village, N. Y., 
died July 7 at Lake George. 


Robert B. Downey 
Robert B. Downey, 88, pro- 


prietor of the Downey Hard- 
ware & Furniture store in 
Jenks, Okla., died June 29 
at an Okmulgee, Okla. hos- 
pital after a short illness. 
Mr. Downey was active in 
the business until his illness. 


Herman Martin 


Herman Martin, for- 
mer hardware store owner 
in Chicago, died June 17 at 
his home in Chicago. Mr. 
Martin had operated stores 
in various locations on the 
West Side for 45 years be- 
fore his retirement last year. 


wha a 


Fred C. Busse 


Fred C. Busse, 48, co- 
owner of Busse - Biermann 
Hardware, Mt. Prospect, 
Ill., for 27 years, died June 
23 in Resurrection Hospital. 


Milton J. Pfau 


Milton J. Pfau, 61, region- 
al sales manager, Vaughan 
& Bushnell Mfg. Co., Chi- 
cago, died June 28 in Chi- 
cago after a long illness. 


George B. Cunningham 


George B. Cunningham, 
former purchasing agent for 
G. F. Wright Steel & Wire 
Co., Worcester, Mass., died 
June 28 in Worcester. 


Leland C. Ginn 


Leland C. Ginn, 41, man- 
ager of the Dallas sales 
office and warehouse of the 
Coleman Co., Wichita, Kan., 
died July 9 after a brief ill- 
ness. 


Floyd Spurlin 


Floyd Spurlin, 75, owner 
of Spurlin-Robnet Hardware 
in Corvallis, Ore., died in a 
Salem hospital June 25 from 
injuries suffered in an auto- 
mobile accident. 


Walter W. Morgan 


Walter W. Morgan, 75, re- 
tired dealer, died of a heart 
attack July 7 in St. Mary’s 
Hospital, Reno, Nev. Mr. 
Morgan was vacationing 
from his home in Martinez, 
Calif., where he had operated 
his hardware store. 
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: A report in pictures of events in the trade 
HA Photo Angles 


Kraeuter & Co., Inc., hand tool manufacturer of Newark, N. J., introduce the Kraeuter Girl as the beginning of an inte- 
grated program to help dealers sell Kraeuter tools. The Girl was introduced at the firm's recent national sales meeting. 


‘ 


Salesmen of Shapleigh Hardware Co., St. Louis wholesaler, are being equipped with deluxe red and white station wagons. 
First 25 of fleet of 150 new cars were presented with cere mony at a special one-day sales meeting at Memphis, Tenn. 
Officials present for the event (from left): J. R. McKee, Shapl eigh, vice-president in charge of sales; E. E. Maxwell, Shapleigh 
eastern division sales manager; Homer Knox, Chevrolet representative; and Fred Johnson, president of the wholesale firm. 


Central parts distributors of Lawn-Boy, Lamar, Mo., recently held a 2-day conference where they discussed parts and ser- 
vice operations. This group, representative of 48 parts distributors, also studied technical factory operations. 
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If you sell the 





...you can sell best in 


HARDWARE AGE 


... the source of inspiration, interpretation and 
guidance for the big and growing retail hard- 
ware trade and its wholesale suppliers for more 
than 100 years. Published every other Thurs- 
day, it supplies timely news and feature 
articles fundamental to the needs of hardware 
men in merchandising and management, sales 
promotion, sales training, and merchandise 
display. With a total retail circulation of 
24,200, it provides concentrated coverage 
among the 23,000 stores whose annual sales 
range from $30,000 to more than $1 million and 
who account for 93.1% of all hardware store 
sales. It reaches the pacesetters, the dealers 
who have the strongest interest in hardware 
merchandising and who are the most successful 
in the $3 billion hardware market. 





) u) u) 


Hardware Age is published by Chilton Company, the most diversified publisher 
of trade and industrial magazines in the country —a company with the resources 
and experience needed to make each of 15 publications outstanding in its field. 
In keeping with Chilton policy, the experienced and highly competent staff of 
Hardware Age devotes its full time to the field the publication covers, striving 
for editorial excellence and strict quality control of circulation. In achieving 
both objectives, it has earned the confidence of readers and advertisers alike. 


Chilton 


COMPANY 


Chestnut and 56th Streets « Philadelphia 39, Pennsylvania 


CHILTON PUBLICATIONS: Department “tore Economist « ‘ihe lron Age e Motor Age 
Spectator « Automotive Industries « Boot and Shoe Recorder « Commercial Car Journal 
Butane-Propane News « Electronic Industries « Jewelers’ Circular-Keystone e Hardware Age 
Optical Journal « Hardware World + Gas « Distribution Age « Chilton Book Division 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Each additional word 0 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature. 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
check or money order, not currency or 
stamps. 








Representatives Wanted 











LADDER LEG 


Manufacturers Representative wanted to sel! 
new patented unique self-adjusting ladder 
equalizer to hardware, paint and lumber 
trade. Protected territories. 


SEEGER-WILLIAMS, INC. 
4 Norman Street, Bridgeport 5, Connecticut 











REPRESENTATIVE WANTED 


To neato profitable line ef Sliding Door Hardware 
me 


men i 
trade calied on and type of 


E-Z ROLL HARDWARE MFG. CO. 
85 New York Ave., Westbury, L. |.. New York 














EXCLUSIVE PROTECTED TERRITORIES 
cpen for nationally distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Acs, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


GERMAN TOOL MANUFACTURER 
WANTS SALESMEN, jobbers, dealers, exclusive 
territory—Save money, import direct. Manufac- 
turer—Karl H. Wehn-Burg A. D. Wupper- 
Germany—Tomart Co., Res. Agent 4322 Mt. 
Vernon Rd., Cedar Rapids, Iowa. 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware depart- 
ment, variety and chain stores. Good commis- 
sions. Write: Midwest Plastics Mfg. Co., 208 
Bates Avenue, St. Paul 6, Minn. 


SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors exclusive 
territory, 10% commission. Write full details 
with references. Replies confidential. Akron 
Supply Co., Inc., 216 Grand Street, Brooklyn, 
New York. 


COMMISSIONED SALES REPRESENTA- 
TIVES needed for some choice protected terri- 
tories. We manufacture quality residential and 
cemmercial locksets, selling to lumber, building 
material and hardware trade. Address: Box 802, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Penna. 

















EXPERIENCED SALESMAN WITH FOL- 
LOWING AMONG HARDWARE and Lumber 
dealers in Suffolk and Nassau Counties, N. Y., 
wanted by well-known New Jersey Hardware job- 
ber carrying complete stock of all nationally known 
lines. Excellent opportunity to select your own 
accounts and develop territory. Address: Box 817, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURER OF HIGH QUALITY 
AND COMPETITIVE line of Cabinet Hardware 
wishes representation in the following areas: 
Louisiana, Indiana and Georgia. Our line is sold 
direct to retail lumber dealers, hardware stores 
and kitchen cabinet manufacturers. No jobber ac- 
counts. Please mention lines now handling and all 
particulars in first letter. Address: Box 837, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
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Paint Brush Salesman 


Address Bex (16, eare of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 


SALESMAN WANTED 


Olid Line Manufacturers’ Agent has opening in 
Virginia, West Virginia, Kentucky for experi- 
enced man to contact wholesale hardware and 
industrial supply occounts. Territory producing 
good income from well established lines. 


Address Box 819, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 











NEW YORK AREA PAINT SALESMEN 
real future. Join an aggressive 
two qualified 


ro and painters white goods. 
. in a hurry! ! ! 

Box 634, care of HARDWARE AGE 
Chestaut & 56th Streets, Philadelphia 39, Pa. 








Middie-Aged Hardware Man Experienced 


in outside selling and inside assistance. Must 
have car to cover established territory in 
South Jersey and surrounding vicinity. Salary 
and commission. Good opportunity for ad- 
vancement. State experience and references. 


Address Box 848, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadeiphia 39, Pa. 














SALES REPRESENTATIVES WANTED by 
manufacturer of lambswool floor applicators, refill 
pads, polishing bonnets and disc, wash mitts of 
all types, sponge, genuine imported chamois, and 
cleaning e are prime suppliers, with a 
complete product line in each of the above prod- 
ucts. This is a top quality professional grade of 
merchandise, competitively priced and strongly 
merchandised for real volume sales. Variety of 
outlets and constant turnover assures a good in- 
come to our salesmen, and a good profit to our 
distributors. Several substantial territories are 
now open. Send a complete resume in first letter 
and please do not apply unless you can give fre- 
quent and full coverage to the sanitary supply 
distributors. Beverly Manufacturing Co., 
Roland St., Boston 29, Mass. 





MANUFACTURERS REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manufac- 
turer. Excellent commissions. Exclusive territory 
now available in most states due to area realign- 
ment. Please state type of trade covered and lines 
carried. Address: Box 840, care of Harpware 
Acer, Chestnut & 56th Sts., Philadelphia 39, Pa. 





HOUSEWARES REPRESENTATIVES fast 
selling modern bar and snack bar stools; heavily 
constructed magazine rack. Ideal promotional 
items. List territory and experience. Address 
Box 821, care of Harnpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED. Manufac- 
turer desires several established commission repre- 
sentatives for states of GEORGIA—KANSAS— 
MISSOURI—ILLINOIS AND NEW _ ENG- 
LAND STATES—selling our clients and others a 
complete line of Plumbing Cast and Tubular Brass 
Goods with full line of Globe—Gate and Check 
Valves—competitively priced. Sold through Hard- 
ware Stores—Lumber and Building Supply Houses 
—Farm and Home Stores and large plumbing and 
Heating Contractors. Please advise all details. 
Replies confidential. Address: Box 831, care of 
— Acz, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





GOOD LINE OF COCOA MATS AND 
ITALIAN PRUNING SHEARS. Prefer men in 
Midwestern, Southern and Rocky Mountain states. 
Prefer well established representatives. State lines 
carried and area covered. Also prefer men calling 
on jobbers and department stores. Address: Box 
835, care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








SALESMEN —SELL PAINT BRUSHES. 
Established firm seeks man calling on hardware, 

int stores, lumber yards, quality line paint 
rushes, art brushes. Liberal commission. Pro- 
tected territory. Full details, references first letter. 
Address: Box 842, care of Harpware AGe, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED: Must have 
knowledge of Sporting Goods and Paint Merchan- 
dising for retail store fixture layout and ability to 
work with Wholesale Jobbers. Illinois-Wisconsin- 
Missouri-lowa-Texas-Arizona-New Mexico, open. 
Replies held in strict confidence. Reply Address: 
Box 843, care of Harpware Acz, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


NATIONALLY KNOWN TOOL MANUFAC. 
TURER desires services of aggressive represen- 
tative to cover all of New York State above 
Poughkeepsie calling on wholesale hardware, auto- 
motive, and industrial firms in a protected terri- 
tory. Experience required in at least one of these 
fields. Address: Box 841, care of Harpware Acz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











Business Opportunities 





HARDWARE — Electrical Supplies — Coal 
— Mill Supplies — Auth. Fishing & Hunt. Lic. 
Sta. & Prep-Loc., N.W. Ark. Estab. 1938 Bldg. 
concrete block — 36x126 Comp. equip. Receipts 
$100,802.44. Oppty. (Brokers Protected) REND- 
ie SALES CO., 1780 B’way New York City, 

. 7-5345. 


PLUMBING — HEATING—SHEET METAL 
SHOP—Contracting & Prop. 60x40. Bldg. 2-story, 
busy city, Pa. Owner, 1911. Operating profitably. 
Owner retiring. (Brokers Protected) RENDLOG 
ae CO., 1780 B’way New York City. PL 
7-5345. 


MOST SENSATIONAL OFFER EVER 
MADE! Your name and address embossed FREE 
in beautiful raised letters on 100 different key 
blank numbers. Permanent and distinctive. Elimi- 
nates hand stamping. Any quantity—any assort- 
ment. Ask for bulletin No. 756. HAZELTON 
CHAIN CO., 81 Kemble St., Roxbury 19, Mass. 


HARDWARE STORE IN NEW SHOPPING 
center in Southwestern Michigan. Well balanced 
stock. Fixtures and stock at wholesale inventory. 
$25,000 will handle. Excellent lease arrangement. 
Address Dr. John Mathews, Three Rivers, Michi- 
gan. 
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Business Opportunities 











ENTIRE 6 STORY ELEVATOR 
BUILDING FOR NET LEASE 


CENTER OF 
HARDWARE & ELECTRIC 
TRADE AREA 
59 WARREN ST. 
NEW YORK CITY 


NEAR CORNER OF W. BWAY. 
| Block South of Chambers St. APPROX. 
9,500 “~~. FT. TOTAL each floor approx. 
sq. ft. Rent complete $10,000 year net. 
POSSESSION JAN. |, 1958 
FOR COMPLETE DETAILS 
MR. WINIK 


175 W. 72nd St.. New York City, N. Y. 
TRafalgar 7-3300 














DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 

lf you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 


liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 











ABSOLUTELY MUST SELL 


About—1000 Dozen of Cabinet Hardware 
mostly Chrome finished. Hinges—Pulis—Knobs 
—Cabinet lock and many other items. Send 
for list. Priced right for quick sale. 


WILSON & GREENE LUMBER CO. 


P. O. Box 1163 Syracuse 1, New York 











INTRODUCTORY OFFER 


FREE — LATEST COMPLETE CATALOG — FREE 
GET ACQUAINTED SPECIAL LOW PRICES ON 
FULL LINE PLBG., HTG., HDWE. SPECIALTIES 


SEABOARD PLUMBING SPECIALTY CORP. 
1007 ATLANTIC AVE. Dept. HA—Bklyn, WN. Y. 
Salesmen Wanted - All Territories 














HARDWARE PROPERTY — STORE com- 
pletely equipped, housewares, glass, paints; 2- 
story and basement brick building, 2-story frame 
buildi im rear for storage or shop, main sec- 
tion of business district, in Northeastern New 
York State. Farming and industrial section. $27,- 
000 including buildings, stock and equipment. 
Well established business. Address: Box 836, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


HARDWARE STORE in Long Beach, Cali- 
fornia established in fine community. Clean stock 
of hardware, plumbing, paints, electrical, etc. 5 
year lease available at $135.00 per month. An- 
proximately $15,000 inventory plus $3,500 for fix- 
tures. Retiring. Address: Box 801, care of 
Harpware Acer, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








FOR SALE: Well established modern Hard- 
ware Store. Population 100,000. Northern Illinois. 
Tools, Paimt, Gifts, houseware, sporting goods, 
toys, Clean stock, Modern Fixtures. Building 
20x50 with warehouse. Low rent. Inventory and 
fixtures $12,000 to handle. Excellent profits. Best 
pay roll town in state. Address: Box 847, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





HARDWARE & PAINT STORE established 
33 years. Busy Avenue in Brooklyn. Completely 
remodeled 1956. Good steady trade. Mechanics 
tools, best brands paints, keys, G. E. Small Elec- 
tric appliances, > w rent, long lease, very 
profitable business. $20,000 cash necessary. Ad- 
dress: Box 833, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





FOR SALE: WELL ESTABLISHED HARD. 
WARE STORE in town of 1500 population lo- 
cated in North Cen llinois. Good business 
town and surrounding farm area. Investigation 
welcomed. Address: Box 846, care of Harpware 
Acs, Chestnut & S6th Sts., Philadelphia 39, Pa. 
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SPECIAL TRIAL ASSORTMENT! One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 


BUYERS OPPORTUNITY—Wholesale Hard- 
ware, contractors supplies, heavy hardware and 
industrial supply business. Established many 
years in the Metropolitan New York area (New 
Jersey). Big inventory of demand items usually 
difficult to find. Many large industrial accounts. 
Due to age and health owner wishes to retire. 
Can be purchased with or without real estate. Un- 
usual chance for an experienced party to take 
over a fine profitable “‘going’”’ business of excellent 
reputation. Price less real estate $260,000—Fi- 
nancing will be arranged—aAll replies confidential: 
Address: Box 713, care of Harnpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








Accounts Wanted 








MANUFACTURERS AGENT 
SOUTHEASTERN STATES 


ageney to represent limited saber of quills Gann 
a *. 
facturers in this field. Headquarters are in Atlanta. 
Address Box 845, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 34, Pa. 














TO MANUFACTURERS OF: 


Power Lawn Mowers—Edgers & 
Trimmers—tlectric Hedge Cutters— 
Garden Tools—All Lawn Supplies. 


We are a top rated sales organiza- 
tion producing volume business in 
the garden supply field. (High vol- 
ume this season 2'4 millions in One 
Line.) We sell to hundreds of well 
rated accounts including department 
stores and promotional outlets. Our 
reputation is excellent both with the 
manufacturers and buyers. If you 
are looking for substantial sales in- 
creases for next season, contact us 
now 


JACK H. BERGMAN SALES CO. 


234 5th Avenue, N.Y.C. MU. 3-9353 














MANUFACTURERS’ AGENT, WELL ES- 
TABLISHED, experienced, offers superior rep- 
resentation in Metropolitan N. Y.-N. J. to hard- 
ware, tool and garden manufacturers. Thorough 
and efficient coverage of hardware tools, electrical, 
garden, wholesalers, catalog houses, chains, dept. 
store. Excellent reputation in trade. Address: 
Box 617, care of Harpware Acz, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVE 
WITH 16 years’ experience working for another 
agent. Going on my own Sept. 1, 57. Have been 
contacting all Northern California Wholesale 
Hardware, Building Materials, Industrial, and 
kindred jobbers as well as Contract Hardware 
Outlets. Threaded products, tools, shelf hardware, 
housewares. Address: Box 838, care of Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES RETAIL HARDWARE AND LUM- 
BER, ETC. OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states, is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers” but professional salesmen who will 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil- 
ities available. Address: Birkbeck Brothers, Inc., 
70 North York Road, Willow Grove, Penna. 











REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa 














WANTED ADDITIONAL LINES EXPERI- 
ENCED MANUFACTURERS REPRESENTA- 
TIVES calling on Wholesale Hardware, Building 
Material, Distributors and Architects in Metro 
politan New York, New Jersey and Pennsylvania. 
4 years experienced. Excellent reputation in the 
trade selling national lines. Available for im- 
mediate interview and also at National Builders 
Hardware Show, Chicago, Illinois, September 22- 
25. Address: Box 823, care of HaRDWARE AcE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SUCCESSFUL MANUFACTURER, EX- 
PORTER of kerosene and gasoline appliances, 
seeks additional lines to export through own 
branches and resident salesmen. We assume re- 
ponsibility export details, financing, etc. You 
handle as domestic account. S. F. Appliances 
Ltd., 110 Newman Street So., Hackensack, New 
Jersey. 


“AN AGGRESSIVE MANUFACTURER’S 
AGENCY covering mid-south and southwest wants 
additional hardware or building material line for 
the hardware and building material distributors. 
Have four experienced salesmen that know how 
to sell. Warehouse available.”” Address: Box 832, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


ARE YOU LOOKING FOR A CUBAN 
AGENT? Cuban Native Sales Representative, 
fully experienced, responsible, energetic, ambitious, 
covering whole territory, desires to establish good 
business connection with First Class American 
Manufacturers to work on commission basis. Spe- 
cially interested in automotive accessories, building 
materials and general hardware. Descriptive cata- 
logues and price list for consideration will be 
given immediate attention. Address: Box 834, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


MANUFACTURER’S AGENT — HARD. 
WARE, PAINT, contacting dealers and distribu- 
tors seeks quality major and sundry lines. South 
ern California territory embracing coastline 
through Riverside, San Bernardino area. Enjoy) 
close personal following with twenty years’ experi 
ence. Willing to also entertain proposition to be 
come partner of existing Representative and able to 
invest capital in venture. Address: Box 844, care 
of Harpware Acs, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 


HARDWARE SALESMAN with years of ex- 
perience calling on hardware retailers, lumber 
yards, general stores and furniture stores, now 
setting up as manufacturers representative for 
North and South Carolina needs additional lines 
of hardware items, plumbing, garden supply and 
others to be sold direct to this type of trade. Ad- 
dress: Box 839, care of Harpware Acez, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 




















Positions Wanted 





ATTENTION MANUFACTURER OR 
AGENT—Successful experienced salesman desires 
position with challenge and opportunity. Age 27, 
college graduate, suburban Penna. residence, will 
travel and relocate. Will furnish resume and best 
of references. Address; Box 811, care of Harp 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 


SALESMAN: Experienced hardware to whole- 
sale distributors Northeast states. Proven ability 
to open, develop accounts, territories. Neat 
appearance, capable, dependable. Age 36, married, 
reside in New York. Own car, travel, etc. Wants 
position with responsibility and future. Address: 
Box 816, care of Hanpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








MANAGER AND BUYER OF AN INDUS- 
TRIAL, builders, and general hardware concern 
desires position where initiative and hard work 
will be rewarded. Age 39, married. Have back- 
ground in accounting and machinery, also public 
relation work, Salary secondary to opportunity. 
Will relocate. References furnished. Address: 
Box 825, care of Harpware Acs, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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Tell Your Customers . . . 


Theres NOTHING Just Like 








X-I-M FLASH BOND 


is being used successfully as 
a Primer, Sealer and Under- 
coat on... 


Masonite 
Cement 

Cinder Block 
Masonry 

Wall Board 
Piywood 

Plaster 

Stucco 
Vermiculite 
Porch Fioors 
Bamboo Furniture 
Lawn Furniture 
Window Sills 
Tropical Rugs 
Wicker Furniture 
Reed Furniture 
Steel 

Iron 

Tin 

Aluminum 
Galvanneal 
Galvanized 

Neon Tubing 
Brass 

Cadmium Coated 
Chrome Plated 
Downspouts 
Gutters 

Copper 

Glass 

Glass Tile 
Magnesium 
Porcelain 
Rubber Tile 

Zinc Coated 
Phenolic Plastics 
Swimming Pools 
Fiberglas 

Boats 








PROVEN IN 
THE FIELD 
FOR MORE 
THAN 
20 YEARS! 
H. FORSBERG CO. 
5107 Lakeside Ave., Cleveland 14, Ohio 


és, | would like to have a copy of your X-33 circular prepared 
exclusively for dealers, without obligation. 


You Can 
Confidently 
Recommend 


X--M FLASH BOND 

as the Ideal Primer, 
Sealer and Bonding 
coat for every painting 
operation on most 

any surface. 

Don't consider 

X--M FLASH BOND as 
“just another primer” 
...itsina 

class by itself— 

has been for over 20 years. 
Next time any customer 
asks you for something 


that will make paint “stick” 


... that will prevent and 
stop the progressive 
action of rust... 

that will stop Peeling, 
Popping, Blistering 

or Hot Spots— 
Confidently Recommend 
X--M FLASH BOND! 


You'll want to know all 
about X-I-M FLASH 
BOND, what it can do, 
how it fits in with your 
line. Send coupon today. 


HA-8 





Street 





City 


Zone 


State 











Index to Advertisers 





A 


Aluminum Co. of America 
Pigment Div. . 
American Air Filter Co......... 


American Chain Div. 
American Chain & Cable Co., 
ite i oa ety 


American Grease Stick Co 

American Machine & Foundry Co. 
Wheel Goods Div. 

American Toy & Furniture Co.... 

Animal Trap Co. of America... 

Aristo-Mat Co. 

Arvin Industries, Inc. 

Autoyre Co., The ... 


Bakelite Co. 
Div. of Union Carbide Corp... 


Ballonoff Metal Products Co..... 
Bassick Co., The 
Bennett-lreland, Inc. 

Bernz Co., Inc., Otto 

Bethlehem Steel Co. ............ 


Black & Decker Mfg. Co......... I 


Boyle-Midway, Inc. ; 
Brown, Inc., John Clark....... 


Bulman Corp. 


Campbel! Chain Co. ...... 
Champion Brass Mfg. Co. ....... 
Champion DeArment Tool Co. .. 
Cleveland Mills Co. ...... 
Clinton Machine Co. 
Connecticut Valley Mfg. Co., The 


Continental Can Co. ..... 


Corning Glass Works ........ 
Coughian Co., G. N. 


D 


Dalias Mfg. & Wholesalers Assn.., 
Inc. 


Dempster Mill Mfg. Co. ......... 
DeWitt Products Co. 


Disston, Henry 
Div. H. K. Porter Co., Inc.... 


Du Pont de Nemours & Co., E. |. 
Plastics (Tynex) 








| Hoppe, inc., 
| Huenefeld Co., The .. 


F 


Foultiess Caster Corp. 
Federal Enameling & Stamping 


US. Abe kadeWetbaake .. 89, 90 


Fiamemaster Chemicals, Inc. .. 
Flint & Walling Mfg. Co., Inc. 
Forsberg Co., H. ..... 


G 


Gardner Wire Co. .. 
General Electric Co. 
Wiring Device Dept. 
Telechron Clocks . 
General Filters, Inc. 
Gibson-Homans Co. . 


Goodyear Tire & Rubber Co. 
Chemical Div. .... pelo: 


Greatwestern Arms Co. 
Greenlee Tool Co. 
Gries Reproducer Corp. 


| Griffin Mfg. Co. 


H 


Mfg. Corp. 
Hardware Products 
Hedlund Mfg. Co. 


Hamilton 


| Heller & Co., W. C. .. 


Frank A. 


ideal Brass Works .. 


independent Hardware Exhibit .. 


independent Lock Co. 
ingraham Co., E. 


International Salt Co., Inc.. 


J 


152 
120 
170 


144 
9 


or 
. 4 


Jackson & Son Co., Thomas, The !2! 


James Mfg. Co. 
Jenkins Bros. ; 


Jones & Laughlin Stee 


Kester Solder Co. . 
Klein & Sons, Mathias 


L 


Landers, Frary & Clark 
Universal 


| Lawn-Boy Div. 


Corp.... 


35 


4 





Eagle Electric Mfg. Co., Inc.... 152 
meee Preducts GO... ic... cccccac: 52-53 
Emerson Electric Mfg. Co 

Empire Level Mfg. Co. .......... 172 


Mode In Canada for Canadian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. 

' Distributed in Hawaii by: THE GLIDDEN COMPANY ond BADER'S 

: SUPPLY HOUSE LIMITED, Honolulu. 

s 


Outboard Marine Corp. .. 3 
eS OR SEP eee 


Libbey Glass Div. 
Owens Illinois Glass Co....... 133 
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Libbey-Owens-Ford Glass Co. 
Window Glass Div. 


. 16-77 | Reflector Hardware Corp. . 59 
Lincoln Engineering Co. 48 | Ridge Tool Co., The ........ 115 
Lockset Screening Co. 143 | Rival Mfg. Co. ............ 135 
| Root Mfg. Co. 47 
| 
7 | 
M & D Store Fixtures, 'nc...... 153 | S 
Macklanburg-Duncan Co. ...... 99 | ; 
Marshalltown Trowel Co. ....... 172 | a ss agen ON ty of 
Master Lock Coe. ............ 101 | sth 
Mer Cc. & € 3 158 Scharf Mfg. Co., J. H. 158 
McGill Metal Products Co. 134 Sharon Bolt & Screw Co......... 146 
biciemetiiilin ree Sheffield Bronze Paint Corp..... 3% 
Toastmaster Div. 54 | Shuford Mills, Inc. ............. 91 
McKinney Mfg. Co. .............. 105 | Shuler Distributors, Inc. ae 
Miller & Co., Inc., Robert E..... 172 | Skil Corp. ................... 102-103 
rere. POD GOO asic cc cccceccea 97 | Slaymaker Lock Co. 83 
Minnesota Mining & Mfg. Co..... 121 | Snelling Mfg. Co. ............... 15! 
Morse-Starrett Co. .............. 145 | Southern Screw Co. ............. 8! 
Mortell Co., J. W. hes 3k ee oe 100 
Mossberg & Sons, Inc., O. F 23 | Star Stainless Screw Co. 150 
Swift & Co.., 
Vigoro Div. ..... we 45 
N Swing-A-Way Mfg. Co. 4 
National Gypsum Co. .. .28-29 
National Hardware Show, Inc. .. 127 
National Mfg. Co. ie U $ 
National Metal Products Co..... 130} Tilette Cement Co. joven Oe 
Nova Sales Co. . 142 | Toastmaster Div. 
McGraw-Edison Co. 55 
Turnbuckles, Inc. 128 
Oo | 
Orangeburg Mfg. Co., Inc...... 43 | y 
Owens Corning Fiberglass Corp... 33 
Union Carbide Corp. 
SS a eer ererer 18 
p | Union Steel Chest Corp. ......... 146 
United States Plywood Corp. | 
Palley Supply Co. . 12% Industria! Adhesive Div.-Glues.. 13 
Parker Mfg. Co. .. 171 | United States Steel Corp. 
Parker Sweeper Co. (424 Cyclone Fence Div. ........... 44 
Pennsylvania Saw Corp. 147 | 
Peoria Metal Specialty Co. 38 | 
Peters Cartridge Div. Remington | Vv 
Arms Co. 
E. 1. du Pont de Nemours & Co. 111 | Yichek Tool Co. 98 
Pierce & Stevens Chemical Corp. 55 | 
Pioneer Gen-E-Motor Corp. . 125 | 
Pittsburgh Plate Glass Co. | Ww 
Fiber Glass Div. ............-- 141 Weiner. Vic 72 
Pennvernon and Store Front ..... 8 | Water Master 
Plastic Products Corp. ......... 149 eS eee 150 
I, i aa re otal 122 | Welcraft Products Co. .......... 110 
Portable Electric Tools, Inc. ...... 11 | Weller Electric Corp. 92-93 
Porter Co., Inc., H. K. a One ree 
Henry Disston Div. ........++. 162 | Wessel Hardware Corp. ........ 114 
Protectall Safe Corp. .......... 145 | Western Plastics Corp. 49 
Proto Tools Co. Div. of Wheatland Tube Co. .......... 79 
Pendieton Tool Industries ..... 117 Woodhill Chemical Co. 114 
Wooster Rubber Ce. ............ 50 
° | 
Red Devil Tools 2 | . 
Red Jacket Mfg. Co. ........... 154 | Yale & Tewne Mfg. Co......... 75 


| Reder Mfg. Co. 
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WORCESTER 


yee 


Sees 





App to your sales volume 
and your profits in 1957 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 





+25 COPING SAW FRAME 
Excellent value — nickel plated. 
Fully adjustable. Complete with 
614" blade. 











+85 COPING SAW FRAME 
Heavy duty. Polished and buffed 
nickel finish. Hardwood mahogany 


finish handle. Fully adjustable. 
614" pin end blade. Individually 
packaged. 


COPING SAWS ;. 





#210 ALL-WIRE COPING SAW 


Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions. 









#55 COPING SAW FRAME 

Heavy duty. Master quality. Pol- 
ished nickel 
able. Hardwood mahogany finish 


finish. Fully adjust- 


handle. 61" 
blade. 


pin end 









EXTRA 
DEEP 
THROAT 








1, 


MASS., 


U. Ss. 































PARKER MANUFACTURING CO. 
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= 
=> Powered To Sell More Accessories! 
i Cat World-famous B&D U-3 Drill has the power to drive any %” drill attachment 
No. U-3 fast and efficiently. Most other drills lose speed when driving popular accessories 
HE08 like hedge trimmers, circular saws, orbital sanding attachments, masonry bits, etc. 


Sell the U-3 and be sure of satisfaction—and more accessory sales—every time! 
Yack & Decker: World’s Largest Maker of Portable Electric Tools 


eS HOUSEWARES 


in matching patterns 





=e Y ee | Metal Household Stools and Carts 
Me | pee | “Fashionfold” Card Tables and Chairs 


Juvenile Seating and Playtime Furniture 


a 
Flour Sher i Pm 


THE WASHBURN COMPANY HAMILTON MANUFACTURING CORPORATION 
Worcester, Mass. @ Rockford, Ill. | Columbus, Indiana 














Kenberry GADGETS 
ARE PROFITABLE 


SELL FAST, USE 
LITTLE SPACE. 


Sell them on peg 
Here is the Level ne craftsman sen | boards where custom- 
resist. First real improvement made in feveis in 35 years. | ers can see and reach 
New EMPIRE CRYSTAL VISION with Stereeptic Lenses = | them. The more gad- 
= see broken vials ee. | gets you display, the 
| more of each you sell. 
« “— variety means ; 
Ss - we ' usiness, requires ig ae LO 
MAGNESIUM ——— ee little space. A cay es | pose Zs eee 
Model 152-M— ——a ae a | gadget counter draws — : oa fF ff} wore Q 
Retail ' a“ N B — customers. And the 4 RR TRE y ; ROLLER E 
we os | Kenberry line is your ’ boty onuxt y 4 


% kent : 
majo f f- " 
table gadgets. RSL SD 
More than 50 DELUXE CHEESE SLICER—3% 
ACT TODAY! Send for Literature and Discounts Kenberry GADGETS JOHN CLARK BROWN. we 
: ; 


Toots for the Nation’s Craftsmen | ASK YOUR JOBBER One Montgomery St., 
EMPIRE LEVEL MFG. CO. 10926 W. Potter Road. Milwaukee. Wis. | OR WRITE FOR LIST Belleville 9, N. J. Kenberry GADGETS 





oe. 
SS se 











one set of 4 ot 


card 
REGULAR— “Eten Oe DOMES = 


7 sizes for every need =, FURNITURE LEVELER > 
' “ Adjustable Combina- S FURNITURE GLIDES 

ba J. <f" tion Level d Glid ‘ 

to OT even and Un. : = $RUBBER-CUSHIONED! 


ped OF SHE Ry. a hy A =e for Uneven and Un- . 
[rs at w tlle , steady Furniture. Hifi i G LIDE 
a 7 SIZES—I" base, 4 on SOFTLY, SILENTLY, 
One set of 4 in a | m cord; 1%", 2 on card; = SMOOTHLY, OVER 
3-color box. 12 boxes Ca 4 2", 2 on card. Drive eonage ALL FLOORING. 
in @ 3-color display carton. |summme) into universal socket S SIZES AND TYPES 
SIZES: 1/2", 1%", %e", %", %", Yo", %". or 5/16" hole. — FOR ALL WOOD OR METAL FURNITURE, 


Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New Yogk 4, N. Y. 
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@ WILL BE ASKING FOR 
THIS WIS PLISIR 


7 


Over 3'/, million hand tool customers 
... yours among them ... are being told 
and sold on the usefulness of the new 
Channellock No. 415 Smoothjaw Plier. 


They’re reading about it now in Popular 
Bad . Mechanics, Popular Science and Mechanix 
ear chrome <i i Illustrated. And we’re asking them to 


Fixtures on 


Fittings come into your store to buy. 


Be profit-wise . .. be ready to sell 
them. Get your supply of the new Chan- 
nellock No. 415 Smoothjaw Pliers now ... 
and then put them out front 
where your customers can eye 
‘em and buy ’em. 


SHIPPED IN ATTRACTIVE 
DISPLAY CARTON 
6 Pliers Per Carton 


s CHAMPION DEARMENT TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 























New! 


BOSS 
GAS 


Cook Stoves 











Open view showing 
storage space for 
oven and other 





CLL LSD 





THE HUENEFELD 
CINCINNATI 25, OHIO, U.S.A. 








a Announcing . . . two all-new modern BOSS Gas Cook Stoves 


that will literally sell-on-sight. Your customers will recognize 
these features the first time you display them: 


e Cast Burners with Universal Adjustable Valve 
for Bottled, Natural and Manufactured Gas. 


» Burners and Stoves AGA approved. 


® Modern rounded corner design ...engineered, 
styled and priced to please everyone. 


CLOSED CABINET MODEL 


Gleaming white porcelain top... body parts 
baked white enamel ...handy shelf splasher for 
condiments, etc. ...two door enclosed utility 
storage space for portable oven and cooking 
utensils 


OPEN CABINET MODEL 


Spreckled porcelain top ... vody parts baked 
white enamel ... spacious utensil shelf and 
splasher back 


Show your customers these econom- 
ical BOSS Cook Stoves. They’re 
built right and priced right to meet 
every need or budget. 


Be sure of Sales . . . positive of 
Profits. Write, wire or phone for new 
literature and prices. 








